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A New Leader. Top quality 
throughout. Dealers agree that 
this range will soon be first in 
the hearts of thousands of our 
country-women. 


An unusual yalue. Retails at a 
price that provides a satisfac- 

Also furnished with high closet : i 
Finished in three different combinations of Porcelain Enamel: tory Dealer profit. Write oC wee 


White with Black Trim today for Range Catalog a! al 


Two-Tone Suntan with Black Trim 


Cream and Green with Black Trim F GRAY & DUDLEY COMPANY 
““WORTHY OF THE NAME Established 1862 


Nashville, Tennessee 


The New Line of 
WASHINGTON HEATERS 


provides a full range of sizes in 
the most modern, streamline cab- 
inets — for coal, wood and oil. 
Beautiful porcelain finish; great 
heating capacities. Write for 
Heater Catalog “HA”. 

















TACK UP 


new brush profits 
with Wooster 


NO-TACKS 


brushes 





Men who swing brushes want comfort in them just as they 
wont comfort in a new suit or a new car. And you can sell 
them comfort if you're stocking Wooster No-Tacks Brushes! 
No tacks are driven through the bristle base. No tack heads 
protrude through the lower end of the ferrule to scratch 
fingers, to bury themselves in gripping fingers. Ferrules 
are neater, easier to clean. Wooster No-Tacks Brushes also 
are Foss-Set, the genuine Chinese bristle imbedded in 
a solid, non-yielding base. Sell the line with these advan- 
tages, plus a special merchandising plan which permits you 
to meet the demands of practically all brush buyers with 
a condensed stock of only twenty-six different brushes! Sell 


Woosters...and tack up new brush profits for your store] 
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YALE AUXILIARY LOCK 
MERCHANDISER 
No. GSG62— 26%" x 8” 
Locks to retail at from 
75¢ to $2.50 
Also GSG61—same as 
above with different 
assortment to retail 
from $1.00 to $4.00. 
No. GSG71—18”" x 6%” 
contains 4 locks to re- 
tail from 75¢ to $1.75. 
NOTE: Add prefix “R” for 
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why Hardware Dealers 


sell more Locks with 





~YALE- 


MERCHANDISERS 


1. These attractive, colorful boards 
are REAL Merchandisers because 
they draw the attention of cus- 
tomers and increase sales. 


. The YALE LOCKS on each 
Merchandiser cover a range of 
models and prices to meet most 
requirements. 

. They make it easier for dealers 
to sell locks by making it easier 
for customers to select the ones 
they need. 

4.“The Name YALE Helps the 
Sale.” 


The standard finish of these fine 
YALE Merchandisers is the beau- 
tiful Green Suede (imitation plush) 
which forms a highly effective back- 
ground for the products. 

... Standardise on YALE 
Locks. Get these Merchan- 
disers from your Jobber 
or write to us direct... 


YALE PADLOCK 
MERCHANDISER 
No. GSH303 22” x11” 
Padlocks to retail at from 10¢ 
to $1.50. 
Other Padlock Merchandisers: 
No. GSH312—18” x 5 "—contain- 
ing 5 padlocks to retail at from 
25¢ to $1.00. 
No. GSH321—20 ” x 5 "—contain- 


ing 6 padlocks to retail at from 
15¢ to $1.00. 


YALE CABINET & TRUNK 
LOCK MERCHANDISER 
No. GSF11 22” x11” 


Assortment represents locks 
most frequently called for. Re- 
tail prices from 20¢ to $1.25. 


This merchandiser makes it 
easy for you to carry a repre- 
sentative stock that will take 
care of most of:the require- 
ments of your trade. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U. S. A. 





Hardware Age, published every other Thursday by Chilton Co. (Inc. ), qa and 56th Sts., Philadelphia, Pa. Entered as second- Cig matter March 24, 1933, at the Post 


Office at Philadelphia under the Act of March 3, 1879. (Printed in U. ) $1.00 per year. Single copies 15¢ each. Vol. 137, 





This new, scientific principle assures 


in readable 


WEST-O-THERM 


THERMOMETERS 
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WEST-O-THERM Ordinary single 
unit (actual size) coil unit 


Ordinary spiral unit 








Above at left is shown an enlarged view of the new, scientific bi-metal 
unit used in WEST-O-THERM Thermometers. The discovery of this compact, 
structurally stable form of “coils within coils” was the result of long scien- 
tific investigation. The unit will not sag or stick. It indicates temperatures 
accurately —and stays accurate. Only WEST-O-THERM Thermometers employ 
this patented bi-metal principle. 

In panel above is shown the difference in bi-metal units used in ther- 
mometers. Note the relative sizes required to produce the same pointer 
movement. It is easy to see why the compact, stable WEST-O-THERM unit 
provides sustained accuracy. 


Now you can sell scientific temperature indicating instruments for home 
use. This new WEST-O-THERM principle makes possible a rugged, bi-metal 
thermometer with a full, readable dial, which provides dependable 
accuracy from the bottom to the top of the scale. You can sell these 
instruments with full confidence on this point, because of the organization 
behind WEST-O-THERM Thermometers. For half a century, WESTON has 
supplied the world’s scientific laboratories, colleges, utilities and indus- 
tries with precision indicating instruments. Their position as leader in 
their field never has been challenged. 

And in design, and craftsmanship, WEST-O-THERM Thermometers are 
totally different. They have been skillfully styled and finished to meet 
every need . . . to harmonize with individual room settings. That’s why 
it’s easy to sell more than just one to a customer, when you display the 
complete line. 

Ask to see these new, scientific thermometers. Communicate with 
your jobber, or with the nearest WESTON office . . . Weston Electrical 
Instrument Corporation, 586 Frelinghuysen Avenue, Newark, New Jersey. 


WESTON = 
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HE visit of a single painter 
may not make your store look 
busy. But it means more actual 
business for you than a counter 
crowded with housewives. 
There are three important 
points to remember: (1) When 
painters buy they buy in vol- 
ume; (2) Where painters buy 
depends on where they get their 
white-lead. 
The third point is—they’ll be 


Dutch Boy Pa 
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more likely to buy from you if 
you stock and push Dutch Boy 
White-Lead . . . the most sought- 
after item in the painter’s line. 
Other Dutch Boy products 
that help to bring painters in 
are: Dutch Boy Linseed Oil, 
Dutch Boy Lead Mixing Oil, 
Dutch Boy Colors-in-Oil, Dutch 
Boy Liquid Drier, Dutch Boy 
Wall Primer and Dutch Boy 
Quick-Drying Red Lead Primer. 


DUTCH Boy 


ALL-PURPOSE 
SOFT PASTE 


WHITE LEAD 
RODE RIES Nag 








What they SEE they BUY 


Here’s a merchandising idea that store 
after store is finding profitable ...a 
Dutch Boy Department! You simply 
pick out your most prominent section 
of shelving and in it you concentrate 
the Dutch Boy line, every item. Such a 
display makes a tremendous impres- 
sion on painters, not to mention other 
buyers—makes them feel your store is a 
leader in supplying the kind of goods 
they buy! 





NATIONAL LEAD COMPANY 

111 Broadway, New York; 116 Oak St., Buffalo; 900 

W. 18th St., Chicago; 659 Freeman Ave., Cincinnati; 

1213 West Third St., Cleveland; 722 Chestnut St., St. 

Louis; 2240 24th St., San Francisco; National-Boston 
Lead Co., 800 Albany St., Boston; Na- 
tional Lead & Oil Co. of Pa., 316 Fourth 
Ave., Pittsburgh; John T. Lewis & Bros. 
Co., Widener Bldg., Philadelphia. 
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Rubberset Paint Brushes 
with any other Brand.-.-- 
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se 6 Vital Points! 


1. REP U TA TION — Rubberset, since 1873, 


has owned the biggest and best name in the paint 
brush business. 


2. QUALITY — The selected bristles of Rubber- 


set Brushes are set by the matchless Rubberset 
Process. The bristles can’t come out. Handles and 





ferrules, too, are as fine as money can buy. 


3. GOOD WILL- By satisfying your cus- 
tomers, Rubberset builds good will and “repeat 
business” for your store and the products it sells. 


4. ADV. ERTISING-— Rubberset advertises 


all year round in the big painters’ trade publications. 


5. TURN OVER - There’s a Rubberset Paint 


Brush for every job. Stock Rubberset and you'll 
never have to turn away a customer. Use Rubberset 





displays and you'll step up sales. 








6. PROFITS -— Rubberset dealers report profit 


increases up to 100% since the Rubberset line was 
simplified a few months back. Push Rubberset — a 
brand everyone knows — and you, too, will make 


more money out of paint brushes! 


RUBBERSET COMPANY 


ADE-MA 
PAINT BRUSH DIVISION - 56 FERRY STREET - NEWARK, NEW JERSEY 
ESTABLISHED 1873 > NOW UNDER THE OWNERSHIP OF BRISTOL-MYERS COMPANY 
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-- you CAN rely on 


GLIDDEN for Profits and Progress!” 


Success in selling paint depends upon 
two things.... 

1 A line of unquestioned Quality that will 
2 Increase your sales—at a profit. 
Sounds easy. Every paint salesman 
that calls on you tells you his line is 
the answer. 

But és it? 

Take a look at the Glidden Company— 
not just its products—not just its policies 
—but the company and its history. 
Ask a Glidden salesman to tell you 
something about the early days of 
Glidden—how it grew, and why— 
how far-reaching it is today—what it 


has done for dealers—and what it is 
doing for them today. 

Let him tell you something about the 
line, and then ask him about the success- 
ful Glidden plan for incfeasing sales. 


If you’re really in earnest about this 
business of building paint sales—and 
making money —if you're willing to 
go to work on a merchandising plan 
which we know by experience will pro- 
duce results—if you'll let us help you 
make a profit as we have for thousands 
of other dealers —then you’re on your 
way! It’s up to you—“Now Shake 
Hands With Success!” 


THE GLIDDEN COMPANY « National Headquarters, Cleveland, Ohio 


= GLIDDEN PAINTS 


Paints 
Varnishes 
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Everywhere on Everything 


Lacquers 
Enamels 




















No. Heads the Parade of 


Tn iil Development in Garage 
= & aaa 2 ° 
~ Door Equipment 
er times have brought about 
radical changes in almost every man- 
ufactured commodity. Simplicity, dura- 
bility and efficiency seem to form the 


keynote of today’s products in gaining popular acceptance. This is 
one of the principal reasons why the 


No. 900 National Door Sets 


are meeting with such nation-wide acclaim. Their design and action 
incorporate all desired modern features. 











All hardware mounted on the inside 







These sets employ the principle of raising —_Belew special 
the doors straight up and parking them 

safely overhead, and possess many decided 
advantages over other types of equipment. 
A special cam closing feature and rabbeted 
joints to exclude moisture are but a few of 
the many reasons why your trade will’ be 


readily sold on the No. 900. 
Doors furnished fully glazed with 


most of the hardware mounted in 
place. A wide variety of sizes for 
a wide variety of jobs. 


NATIONAL 
MANUFACTURING COMPANY 
STERLING - ILLINOIS 


National Hardware is sold direct to the 
retail dealer—a policy that promotes qual- 
ity, service and direct selling cooperation. 


Above—note 
rabbeted joint 
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WOULDN'T HAVE BELIEVED 
COULD SELL A S182 CAN OPENER 


LOOK WHAT A 
DAZEY DISPLAY 
DID FOR ONE 

SMALL STORE 
| wz 


Reed Hardware Company 


“Hardware for the Home” 
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4 4920 Greenville Avenve 

q 

: May 9, 1986 

: 

3 Dazey Churn & ufg- ©o- 

4 4307 Warne Avenue ‘ 

‘ st Louis, wissour 
; 

‘ Gentlemen: « to the 

April 4th, as we 
r letter of Openers» 
In reply to YOUr ee with Dazey Can ORNs the 1 





zey line os 
va distributed from t 


( ASK For DEMONSTRATION 
SMZEY CHURN'E Mie, CO, ST.LOUIS: MO: 


sell ge es not only ———— r 
one: 
volume, but * 


turned. 

e have never ” 
ur wrapping 

. play Rack mounted on 4 af anyone had 

We have this DISPC, plainly seen, ane’ ith the 

$1.€9 Can Openers ved them. 


told us we ouldn't bave De 


ease we sell these, e ™ 


" 
r world on fire", 
at we “ain't setting wes goes from 


x i hb 
We realize t volume on an item ng to $15.00 per 


this FREE Display Stand Will 
BOOST CAN-OPENER SALES IN 
YOUR STORE TOO! 


Te build up sales on any item to 5 or 6 times former volume without one 
penny of cost is something to shout about. It can be done, however, and the 
letter above tells how. Not only was sales volume amazingly increased but the i 
unit of sales was more than tripled. Approximately the same ratio of increase is 
possible for any store large or small that follows the Reed Store’s example. If you 
have a DAZEY display stand, keep it out where every customer is bound to see ! 


TWO MORE DAZEY RECORD BREAKERS FOR it. You will soon find it paying far bigger returns for every square inch of oc- | 


cupied space than anything else in your entire stock. The experience of scores 
FASTER TURN-OVER : 2 . BIGGER VOLUME of dealers proves this to be true. ! 


Why be content with 10c. to 50c. can opener sales when you can make more 





but when our eek, up to $12. 
#2.00 to $5.00 per WOE tT. to us. 


week, it is very attract 
eek, 


hs 


Very truly yours, 


ED HARDWARE co. 


ARRES I 


fj 


E. B. Reed 




















& and bigger sales with DAZEY Deluxe (formerly SPEEDO) at $1.69*—DAZEY 
s Senior at $1.39% and DAZEY Junior at 69c.*? Get a free DAZEY Display 
2 DAZEY SPEEDO Stand for the three Can Openers by ordering only 2 of each from your jobber 
~ SUPER-JUICER $ 75 and sending us a copy of the order. Or, if you want to display only the DELUXE 
4 ‘ : Can Opener with the Super-Juicer and Sharpit, ask for the SPECIAL STAND 
i po gee Bm cep- Retail pe = ra Po names of those items on the stickers instead of the 3 Can 
4 cereus Scien.te steal Gas serge (For those who already have a Stand and want to 
: Autometicniliy, Maruitn ent eeiile anl-pth change it, we can furnish these stickers on request.) 
Bd Easy to use—easy to clean. Really display the DAZEYS—Give them all the prominence 

you can in window and on counter and see how amazingly they 

DAZEY SHARPIT build up volume, turnover and unit of sale. 





Sharpens kitchen tools per- *Prices quoted are minimum retail prices—slightly higher west of 
fectly—lightning fast— 5 Rockies 
Patented grooved twin 1 50 


eee A DAZEY CHURN & MFG. CO. ..°z*.. 


sary—inrure long service. 
9 
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Color banded for distinction . . . five 
new lines of Osborn Floor Brushes... 
each line with its own distinctive band 
of color... gold, silver, red, blue, 
green ...on solid black block. Modern 
styling. Eye-compelling. Real values! 
For better profits... better repeat busi- 
ness... SELL OSBORN BRUSHES! 


JHE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Sales Offices: New York © Detroit © Chicago * San Francisco 


Osborn Floor Sweeping 
Brushes are made in a 
wide range of types 
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BIG 
BATTERY 
VALUE 


OND MONO-CELLS 
give brilliant, 
steady light—longer. 
Recuperate their 
power promptly when 
not in use. Exclusive 
DOME TOP safety seal 
prevents short-circuits. 
Bond quality satisfies 
customers — brings 
them back for MORE. 





BATTERY DISPLAY 


Sendfor Yours NOW! 


| Sages high with fresh, new, high-power Bond Mono-cells, this modern “basket” 
merchandising display keeps customers shelling out for cells! Set it right out on your 
counter to attract flashlight users—customers who have come in for other vacation needs. 
No need to remind YOU how effectively the basket idea WORKS! You know. And 
in this new Bond display you have it at its best. Bright pleasing colors—a pleasant re- 
minder—the price—and the merchandise ready to hand. Customers get the vacation “flash” 
—like it. Display holds plenty of Mono-cells, still takes only 81, x 11 inch space. Get this 
timely sales booster NOW-—set it up and see how customers go for it. It’s FREE with 
your order for only 48 Bond Mono-cells—with or without Flashlights. Place your order 
through your wholesaler TODAY, for delivery on or about June 25th. 


BOND ELECTRIC CORPORATION . NEW HAVEN, CONN. 
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IS YOUR STORE 
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“OF COURSE!” you'll say, but STOP and THINK NOW — 
GW) Residential building is forging ahead. With it, bardware— 
the business you know—your bread and butter business—is 
paying well again. Paying a hundred dollars and more per 
customer. Your windows, your displays, the interior of your | 
store—are they saying for you, ‘I Want Those Customers!” 
Remember these hundred-dollar sales of quality hardware 
are clean, profitable sales. No installation or service expense; 
no repossessing. And you’re not competing with every store 


in town to get them. 






MAKE your store shout 
m that it’s a Hardware 

Store! Let this colorful 
Stanley display tell pass- 
ers-by that your store is 
headquarters for Care- 
free doors — for quality 
hardware for the home. 





WRITE FOR YOUR DISPLAY AND BOOKLETS NOW! 


the STANLEY works 


New Britain, Connecticut 








dow banners to 
|| make the window 
|| display more ef- 
fective. Arrange a display of 
™yi| Stanley Hardware inside your 

|] store with a stack of these Stan- 
ley booklets nearby. 
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WITH THE OVER-THE-COUNTER ATTACK 


Progressive paint dealers everywhere are making real profits with Gold Stripe Brushes. 
Why? Because these brushes offer definite advantages to master painter and amateur alike. 
They have features you can talk about . . . and turn into sales. 

And speaking of sales, here’s an easy way to make them, if you have a complete line 
of Gold Stripe Brushes on hand. When the age-old argument—‘‘l have a brush’’—or any 
other argument comes at you from a paint customer, clear the deck for action and let loose 
this broadside across your counter: 


— Makes long 
hours of paint- 
ing easy. Re- 


BRISTLE VUL- 
CANIZED IN 
RUBBER— 
Every bristle- 
butt held in 
vise-like grip. 


THE GOLD 
STRIPE DIS- 
PLAY—Helps 
you close the 
sale. (It’s FREE 


to Gold Stripe 
dealers!) 


lieves wrist and 
arm strain. 
(You can dem- 
onstrate this.) 


No loose 
‘*streakers.’’ 


HE GOLD 
eR Fe 
Pn Onn Oe ae 
Li Pete (oo) Mr ol -0o 
cialfiber. ‘‘Life- 
saver’’ for the 
brush. Protects 
bristle before 
and after use. 
Keeps it clean 


> 
Ss 
J 


THE I1GHT 
BRUSH IS AS 
VITAL AS THE 
: rf PAINT 
‘sa 

Stripe @ By the way, 

ssh. for pat for painting. Mail this pon for our prop 
ctapplica- 

om EVERY 





Add 


paint job. 


Gold Stripe Brushes 


Manufocturers of Walihide, Waterspar, Florhide and other nationally known paint products 


THE GOLD 
STRIPE ON 
THE HANDLE 
—Today’s sym- 
bo! of brush 
quality. 


REEVE DED 
METAL FER- 
RULES—They 


defy stress and 
strain. 





TOP-QUALITY 
BRISTLE— 
Carefully se- 
iected. Mixed 
and dressed ac- 
cording to our 
own perfected 
formulas. 


A PRODUCT OF 
PITTSBURGH 
GLASS 






if you don’t happen to be a Gold Stripe dealer, there's still time to cash in on these quality 


PITTSBURGH PLATE GLASS COMPANY, Brush Division, Dept. HA-6, Baltimore, Md. 
I’m interested in becoming a Gold Stripe dealer. Please tell me all about it. 


PLATE 
COMPANY 








Name. 
State 





City. 
ty 
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The baseball season starts with sixteen poten- 
tial champions in the National and American 
Leagues. When the season closes, there is 
only one champion, the World Series cham- 
pion ... the team that had the stamina to 
finish a winner. 


In every field of competition there is one 
winner ... one who keeps ahead of the rest 
—all the time .. . just like Atkins Silver 
Steel Hacksaws .. . the Blades with the Blue 
Ends... they are continual champions. This 
is the reason hardware men everywhere find 
“extra profits” in selling these Blades. 


ATKINS Slrer Steel SAWS 


Stamina 
is what 
it takes.. 


4 


Atkins Blue End Hacksaws . . . for hand 
Hacksawing or Power Machines... are easy 
to sell .. . they make satisfied customers. . . 
they mean extra dollars and cents profits to 
you. And in addition, like all Atkins prod- 
ucts, there is the Atkins guarantee of com- 
plete satisfaction. 


When you order Atkins Hacksaws from your 
jobber, include some Atkins Silver Steel Files. 
You'll find they too are in the champion 
class. E. C. Atkins and Company, 410 South 
Illinois Street, Indianapolis, Indiana. 


A FAMILY OF CHAMPIONS 
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Help your customers to elim- 

inate film-burning—one of 

the most common causes of 

paint failures. Give them the 

means of producing better 

paint jobs—jobs that dry to 
hard, aa elastic films of higher gloss and 
greater durability. 


You can help them get these results by selling 
them Pol-mer-ik Boiled Linseed Oil. 


The value of a scientifically processed boiled 
linseed oil is clearly and briefly set forth in a 
booklet titled—“Boiled Oil and the Burning 
Line of Paint Films.” It tells the complete story 
of Boiled Oil. How it is made under laboratory 
control. How driers are included to produce 
satisfactory drying without film burning. Write 
for this booklet. Get the interesting facts on 
Pol-mer-ik Boiled Linseed Oil. 


In Pol-mer-ik Boiled you give your customers 
additional values. You give them a linseed oil 
that contains 10°%% of kettle cooked oil. The 
addition of this kettle cooked oil means better 


brushing, better leveling, higher gloss and 
greater durability. 


Pol-mer-ik Boiled is the finest linseed oil on 
the market, yet it sells at the same price as 
regular boiled. It is an outstanding value. It is 
packaged in factory-sealed, tamper-proof cans 
—a guarantee of quality. These containers 
eliminate the losses of bulk selling and make 
possible effective merchandise displays. Avail- 
able in pints, quarts, one, two and five gallon 
containers. 


Feature Pol-mer-ik Boiled. Tell your custom- 
ers the story of its worth. You'll find it in the 
booklet on “Boiled Oil and the Burning Line 
of Paint Films.” We'll gladly send copies for 
you and your customers. 


POLMER =< 
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f i — 


BD conco! 
rOLM a 
q > 


MMSEED 


— | conan | 
Seta LINSEED =] 


ARCHER DANIELS MIDLAND COMPANY 


MINNEAPOLIS, MINNESOTA 
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THE ADVANCE IN COATED ABRASIVE EFFICIENCY 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


T IS ASTONISHING with what rapidity Coated Abrasives are being 
developed. | 


Today, many manufacturing operations are being successfully carried out 
with “technical” abrasive papers and cloths which would not have been dreamed 
of as possible 12 years ago, when we entered the field. Almost every day some- 
thing new and better is being developed. 


For Wood-working, our new high-speed coatings of Garnet, Silicon 
Carbide and Aluminum Oxide are the last word in speed and efficiency—we 
yet have to find anything that excels them. 

Also, our new type of Metal-working Aluminum Oxide Cloth is far 
superior to what we have been accustomed to consider 
as “standard.” 





That’s why our industry has grown to be a 12- 
million-dollar-a-year industry—a real volume business. 






THAT CL 
PLANT is 
CERTAINLY 
GROWING # 






Clover Mfg. Co. has a new, up-to-date plant—an 
efficient laboratory—stocks conveniently located in the 
principal shipping centers, and a corps of skilled serv- 
ice specialty men who consult with our distributors, 
and are competent to advise industrial consumers. 


Many of the best Hardware Jobbers and Mill 
Supply Distributors already stock Clover products — hundreds of our leading 
industrial plants use Clover products and are pleased with them. 


There is every reason why our Clover Color-Stripe 
line should appeal to the progressive Jobber and Mill 
Supply Distributor—quality is second to none—we pro- 
tect our jobbers—margins available are more than good; 
they are excellent—we offer effective sales helps, and 
assist in sales promotion—our service is unexcelled. 












E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 








CLOVER MANUFACTURING COMPANY sn elk silane aw, 
NORWALK, CONN. U. S. A. Ee ee aks 





| Yellow-Stripe Aluminum Oxide Metal-Working Cloth. 





Yellow-Stripe Aluminum Oxide Wood-Working Cloth. 





SANDPAPERS Yellow-Stripe Aluminum Oxide Wood- Working Paper. 





Orange-Stripe Garnet Paper. 





METAL-WORKING PAPERS AND CLOTHS Orange-Stripe Garnet Cloth. 





Clover Grease-Mixed Grinding Compound. 








WOOD-WORKING PAPERS AN D CLOTHS Clover Water-Mixed Valve-Grinding Compound. 





Name 





CLOVER GRINDING AND LAPPING COMPOUNDS _ | Address 








Character of Business 
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UNIFORMITY 


@ Year in, year out, since 1824, Plymouth Ship Brand Manila Rope 
has built its reputation on absolute uniformity — uniformity in quality 
of fiber and workmanship, which produces a rope of unvarying high 
quality and dependability — rigidly controlled at every step of manu- 


facture and inspection. 


WHAT THIS It means that Plymouth Manila Rope has become 
MEANS TO YOU established as the rope standard of America... 
that it is known to your customers as ““The Rope You Can Trust”... 
that handling Plymouth Rope marks the merchant as a dealer in quality 
..-that Plymouth is the most profitable rope to carry, because it assures 
your customers of the greatest satisfaction and economy—and that type 


of goods brings repeat business! 





PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. ° WELLAND, CANADA 


Sales Branches: New York «+ Boston e Baltimore’ « Philadelphia 
Chicago . Cleveland New Orleans . San Francisco 


PLYMOUTH - 0.020 oie: 
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MUCH ! 


Use G. E. light meter to help you sell your 


Right in your own neighborhood are the 
proprietors of dozens of small shops, factories, 
garages, bakeries, restaurants, hotels and 
apartment houses. . . 
trade with and whose lamp business you are 
entitled to. Some of them may be entitled to 
a small Form E contract which you can serve. 


many of whom you 


Others may buy only a few cartons of lamps at 
a time. It is a profitable lamp business and you 
should be getting it . . . but you'll have to ask 
them for it. 

All too often this business goes to peddlers of 


General Electric manufactures lamps for home lighting and decoration, automobiles, flashlighis, 
photography, slores, offices and factories, street lighting and signs. Also Sunlight lamps. 


THE LIGHT METER SHOWS 
YOUR STORE HAS ONLY 4 
FOOT CANDLES OF LIGHT. 
YOU NEED 7 TIMES THAT 


















INEVER KNEW JT WAS 
THAT BAD... GUESS YOU RE 
RIGHT. BETTER SEND ME 
SOME BIGGER LAMPS ! 






















TRE 


Here are five ways you can A ia 


boost summer lamp business. = 
Try the ones that tie-in best 8 
with your own business: | 
1—Garden Lighting—More and a 
more garden enthusiasts are 

lighting their gardens at night to 

increase their hours of enjoyment ‘ 


of them. Write for the G-E Gar- 
den Lighting booklet for ideas to 


pass on to your customers. 
& 


2—Sports Lighting—Tell your 
customers how many people are 
playing tennis, ping pong, pitch- 
ing horseshoes, and dining out- 
doors at night right in their own 
back-y ards. This ston you the 
opportunity to sell more Mazpa 
lamps for these activities as well 
as such related articles as electric 
toasters, grills, etc. 















The Light Meter measures lighi as accurately 



























as a thermometer measures temperature. It F 
shows how much light is being received and = 
indicates the mini required fool-candles ao : ina —There’: : Lb 
Sor different seeing tasks. At $11.50 it can hig font ee ES. thee % 
soon pay for itself in added lamp business it Sight lamps, pin-it-up lamps, and . 
can help vou get. For full details, wrile to considerable wiring. Sell a 100- C 
General Electric Co., Dept. 166, Nela Park, watt Mazpa lamp for every porch ; 
Cleveland, O. reading lamp. : fi 
> ® c 
2 
4— Burglar Protection—Flood- PY g 
light installations are easy to sell Fe 
in summer for garages, homes, I 
and summer homes . . . especially 
for burglar protection. This can 
also mean a profit from fixtures 
and large sized Mazpa lainps at 
the new low prices. , 
neighbor more G.E. MAZDA LAMPS! ° ) 
. « : ( 
5—Summer Cottages— Remind 
. . . customers to buy an ample sup- 
cheap, inferior lamps at cut-rate prices. As a ply of Mazpa lamps of different 
reputable merchant in your community, you sizes for summer homes and cot- 
je ' ie tages ... Feature flashlights for 
have a right to expect your share of lamp busi- summer use in cars, boats, etc. 
ness, and the summer months are an excellent 
time to go after it. 
Get a G. E. Light Meter and use it when you 
call on these people. It’s an effective way of 
showing how little sales-making light most 
of these places have. And it’s a good tool 
to help you sell more General Electric 
Mazpa lamps . . . the kind that Stay 
Brighter Longer. 
Y 
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They slay brighter Longer 
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SILVER KING 





The Leading Distributors from Coast to Coast say... 
“THE SILVER KING’S A WINNER!” 


Forget Silver King’s amazing features, remarkable sales rec- 















ord, broad advertising program—and it’s still easy to see how 
completely the aluminum bicycle has swept the country. All 
you need do is to look at this list of these large, well-rated, 
pace-setting distributors of America, who carry all models for 
immediate shipment. This remarkable roll-call of distributors 
would not have accepted the Silver King practically overnight, 
if it were not a real profit-maker for both distributor and dealer. 


ASK YOUR NEAREST DISTRIBUTOR, LISTED HERE, FOR FULL PARTICULARS 
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Just 


Among 
Ourselves 


By CHARLES J. HEALE 


Editor, Hardware Age 


Factory Selling— 


At the recent Triple Mill Sup- 
ply Convention, an increased num- 
ber of hardware manufacturers 
were in attendance. Talking with 
many of them brought to light a 
growing idea that too many hard- 
ware wholesalers and retailers are 
dabbling so much in the study of 
cheap goods that they are missing 
a profitable market available in all 
industrial centers. The result has 
been a growth of strictly industrial 
supply distributors in all manu- 
facturing centers, taking a volume 
of business that was formerly and 
very naturally a division of the 
hardware business. Factory sell- 
ing is a very profitable activity 
for hardware firms. The majority 
of lines required are either nor- 
mal hardware stock items or 
closely akin to them. The knowl- 
edge of most lines and require- 
ments should be second nature to 
every experienced hardware man. 
With the capital goods market 
showing a decided (though long 
delayed) upward trend, the pur- 
suit of industrial supply business 
is particularly advisable at once. 
It requires personalized, outside 
selling backed up with prompt 
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and intelligent service. Factories 
will welcome local sources of 
supply, all things being equal, but 
are very exacting on materials, 
workmanship and prompt deliv- 
eries—all of which are available 
in good hardware establishments. 


Game Traps— 


An Illinois trapper, with 11 
years’ successful experience, of- 
fers a set of rules for others pur- 
suing this profitable and interest- 
ing activity. He learned them 
from an old-time trapper and of- 
fers them through the columns of 
Farm Journal. Here are his rules: 

“1. Use good traps. 

“2. A set can never be made too 
carefully. 

“3. Rather catch one prime belt 
than two unprime ones. 

“4. Never run a bigger trap line 
than you can tend to each day 
(that is, look at your traps, skin 
and stretch your catch before the 
next morning). 

“5. Respect the other fellow’s 
rights, stand up for your own. 

“6. Obey the laws and see that 
the other fellow does the same. 
They are for your protection as 


So. 


well as for the game’s. 





These rules would make good 
copy for an advertising card to 
be used by hardware dealers. 
Game traps are a standard and 
profitable hardware store item. 
The good trappers in your area 
will welcome and appreciate a 
little publicity on these rules. 
Your local newspapers and the 
farm population will also be in- 
terested. Good trapping prac- 
tices make plenty of trapping for 
everyone, like good rules in any 
game or business. 


Farm Population— 


Of utmost importance to hard- 
ware distributors is the welcome 
news that the number of Ameri- 
can farms has increased 500,000 
since 1930. During the same _pe- 
riod, the farm population has 
grown. On this the Bureau of 
Agricultural Economics reports in 
1931 and 1932 an increase of 
farm population approximating 
750,000 and an excess of births 
over deaths of another 900,000, 
and a loss of 200,000 in 1933. 
The result remains a net gain of 
substantial size. The farm trade 
has always been a backbone fac- 
tor to hardware distributors and 
often a barometer of the trade’s 
status. 


Hotel Dollars— 


The American Hotel Associa- 
tion tells us that the dollar you 
give a hotel is distributed as fol- 
lows: Payroll, 31 cents; merchan- 
dise, food, beverages, cigars, etc., 
19 cents; sundries, supplies, etc., 
23 cents; depreciation, 9 cents; in- 
surance, taxes, 6 cents; leaving a 
margin of 12 cents to pay bond- 
holders’ interest on investment 
and provide a profit—if any. 


A Name— 


The National Association of Re- 
tail Grocers feels that the desig- 
nation, “independent grocer,” is a 
misnomer and inappropriate for 
their use. They have selected as 
a substitute the term, “individual 
grocer.” This master stroke was 
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Let Us Help You Sell Steel Traps 


This Display in Color— FREE With Traps 


Let the 
Trapper know 
you have the 
New Traps 


ORDER FROM YOUR WHOLESALER AT ONCE. 
STEEL TRAP PRICES HAVE BEEN VERY LOW. 
HIGHER PRICES ARE EXPECTED. 
FUR PRICES ARE HIGHER AND GOING UP. 
TRAPPERS ARE EXPECTING A VERY PROFITABLE YEAR. 


COVER EARLY. 





your full line. My Wholesaler is 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pennsylvania 


Please have full information on your Steel Trap Display mailed to me. A\lso prices on 





Dealer’s Name 





Address 
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aecomplished by convention reso- 
lution, which reads as follows: 
“Whereas the term ‘independent’ 
grocer has been clearly demon- 
strated to be a misnomer due to 
the fact that he needs help, aid, 
succor and assistance, principally 
by cooperation: therefore, be it— 
Resolved, that we advocate, wher- 
ever practical, from this date 
hereafter that the term ‘individual’ 
be used in place of ‘indepen- 
dent.’” Everything should be all 
hunky dory in the grocery field 
from now on or from now here- 
after. But I wonder which here- 
after is meant. 


Conventions— 


It is estimated that during 1936 
more than 10,000,000 persons will 
attend conventions in the United 
States and Canada; their expendi- 
tures for hotel rooms, food, trans- 
portation, recording of proceed- 
ings and other goods and services 
will exceed $780,000,000, which 
would be an increase of $35,000,- 
000 over last year, and almost 
double the amount spent in 1932. 

In addition to 18,035 interna- 
tional, national, state and regional 
conventions and conferences, there 
will be more than 1500 fairs, ex- 
hibitions and other shows with at- 
tendance estimated at 78,637,000. 


Correspondence— 


A certain tool manufacturer 
wrote a Western wholesaler ask- 
ing if it were true that this dis- 
tributor had quoted a drastic 
price cut to a certain large indus- 
trial customer. It seems that 
another jobber had made this 
charge, complaining that such 
price-cutting was robbing him of 
desirable business and prestige 
with the customer. The accused 
wholesaler was not guilty, but the 
the accuser had been, on three oc- 
casions, and so the buyer decided 
that there was plenty of extra 
margin still available. So the in- 
dustrial buyer chiseled and un- 
truthfully reported a further price 
cut in hopes of chiseling still 
further. The net result is that the 
manufacturer is not now selling 
the accuser, and the falsely ac- 
cused jobber gets the business at a 
better price, as he is the only near- 
at-hand source for this particular 
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manufacturer’s much-needed line 
of special tools. This is a true 
story. 

Reminder— 


This reminds me of an experi- 


_ ence when visiting a New England 
wholesaler recently. I was talk- « 
ing with the sales manager. He | 


showed me reports from several 
salesmen. Among these were three 
charges of severe price cuts on 
certain lines by nearby jobbers. 
In my presence, the sales man- 
ager phoned all three accused 
houses and found that only one 
of the three was actually handling 
any of the items save one. So— 
even though there was a price cut 
on this one item by the one house, 
the other four or five instances 
were built entirely on false ru- 
mors or claims by buyers. This 
is ‘also a true story. The moral 
here (and in the preceding para- 
graph) is to investigate before 
jumping at conclusions, and for 
salesmen generally to have a lit- 
tle more courage, instead of being 
too quickly stampeded at every 
thrust made by the cunning buyer. 


Steel Houses— 


For several years steel-housing 
projects have been under way in 
various parts of the country. 
Progress in this development 
seems very slow but steady. The 
subject is again coming to the 
front with new organizations fi- 
nancing and erecting these all- 
metal homes. A few good exam- 
ples are shown elsewhere in this 
issue. Several times I have asked 
builders’ hardware men what they 
think about this development and 
its effect on the sale of finishing 
and related building hardware. 
Their answer, for the past five 
years, has been: “Whatever type 
of doors they have, some kind of 
hinges will be required, also 
locks. bolts, etc. Whatever kind 
of windows and cabinets they 
have, the necessary hardware will 
be included.” The answer is cor- 
rect. There is nothing alarming 
about the idea of steel houses nor 
has progress to date been suffi- 
cient to become a problem to the 
hardware industry and trade. As 
times goes on, the development 
will be more rapid as there are 
many advantages to the properly 


insulated, all-metal house’ that; 


will appeal to a great many home 
buyers. Among these must_ be 
considered fireproof features, abil- 
ity to buckle and “uribuckle, ex- 
tra rooms, and to move knocked 
down from one¥location to an- 
other. A future “swap-in” plan 


~is also a consideration, as metal 


from .an old house permits more 
salvage than wood or concrete. 
Brick, of course, has a fair sal- 
vage. It is not too much to ex- 
pect a regular trade-in sales plan 
such_as automobile dealers offer. 
When. and if the steel house de- 
velopment grows to any such 
point there will be hardware 
needed, but of different design 
and perhaps of different mate- 
rials. 


Patman Bill— 


At press time I am increasingly 
doubtful about the final strength 
of any anti-price discrimination 
legislation which this Congress 
may pass. Nor am I sure that the 
President will sign such a bill de- 
spite his oft-repeated messages 
against price-cutting and its dis- 
astrous consequences. The same 
hope of relief for independent 
merchants, which ran high in the 
early NRA days, persisted at the 
start of the Patman campaign. 
But it now begins to look as 
though history may repeat itself, 
nothing much happening. As it 
stands, the Patman-Robinson Bill 
offers a little hope in the limit 
placed on quantity discounts, so 
that beyond a certain amount (to 
be decided by the Federal Trade 
Commission, also a doubtful pro- 
cedure) there will be no further 
discount for quantity. Basically, 
it eliminates secret rebates, pseudo 
advertising and promotion allow- 
ances and other disguised dis- 
counts, and in that particular is 
very good. The functional basis 
for determining buying prices is 
so mildly arranged that it is dif- 
ficult to appraise its probable 
value. As L. H. Bronson says in 
an article in this issue, the contest 
of “Function vs. Quantity” is very 
much in the public mind and be- 
ing brought more and more to 
the attention of legislators for 
their consideration and action. 
Read what Mr. Bronson has to say 
on this subject. 
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B. M. Dennis & Son, Decatur, Ill. 














HEN asked to divulge the 
secret of his great success 
as a soldier, a certain fa- 


mous Confederate general of the 
Civil War said, in characteristic 
fashion, “Git thar fu’stest with 
th’ mostest men.” 
, ‘ bs P Seemingly, B. M. Dennis & e 
Good windows sing a siren song that brings Son, hardware dealers, 611 North 
Water Street, Decatur, IIl., had 
some such thought in mind when 





people into the store of B. M. Dennis & 


Son, Decatur, Ill., by creating a pleasing they started planning their 1936 
fishing tackle display. 

approach to the fishing tackle department Not only was the promotion 
planned and staged long before 

for anglers. the fishing season opened, there- 
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by enabling the firm to “git thar 
fu’stest,” but the company pre- 
sented a very comprehensive show- 
ing of fishing supplies which 
could be admirably likened to 
“th’ mostest men.” 

The display was made up of 
an interior showing of fishing 
goods and an outstanding window 
trim. The window on the right, 
as one enters the store, was chosen 
for the purpose. The window on 
the left was used for seeds. 


Backgrounds 


Pictured backgrounds, with a 
human interest twist worked into 
them, were employed to catch the 
passerby’s eye and rivet attention. 
For the seeds, a hand - painted 
scene of a modern home with roll- 
ing lawn, flowers and a garden 
was brought into play. Seeds in 
bulk, and in packets, were effec- 
tively displayed in the foreground. 

The picture that embellished 
the fishing tackle window was also 
hand-painted. The pictures ex- 
tended clear across the respective 
windows, were executed in several 
colors and were true to life. 

The hardware firm, by means 
of these two backgrounds, brought 
about complete harmony of the 
windows and created a most pleas- 
ing approach to the store. 

It is no exaggeration to say 
that men, old and young, have 
stood before the fishing tackle 
window for long periods of time, 
steadfastly looking at the picture 
in the background with a peculiar 
glitter in their eyes. 

Seemingly, the angler so vividly 
portrayed trying his luck in the 
romping brook adjacent to the 
farm house, evoked endearing 
memories that floated over the 
mind like strains of old familiar 
music. 

“Yes, holy memories do go 
stealing over one when fishing 
scenes are set before the eye, as 
most of us at some period of our 
lives, have gone fishing,” stated 
Walter L. Dennis. “It is an un- 
forgettable experience and one 
that we all like to go through 
again and yet again. 

“Therefore, Dennis & Son rea- 
soned it would be a good idea 
to put something in the window 
to call up vivid images, stir the 
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imagination, make people want 
to go fishing and come into the 
store to investigate further.” 


In the center of the window, 
and resting against the pictured 
background, were neatly arranged 
platforms on which were dis- 
played bait boxes, spinners, trout 
flies, buck-tail crabs, reels, stream- 
ers, wing bugs, swivels, etc. 

The platforms were of differ- 
ent sizes and painted in alumi- 
num. Crimped tin was used to 
cover up the space between plat- 
forms, and to lend a more ar- 
tistic effect; at the same time, 
adding to the decorative scheme. 
Black tape was used for the 
edging above the tin. 

Elsewhere in the window and 
in orderly array and pleasing va- 
riety were colorful bobbers, fish- 
ing rods, fishing nets, seines, bait 
boxes, fishing hooks, bamboo 
rods, steel rods, bait casting and 
trolling lines, dry line dope, silk 
lines; fly rod reels, etc. 


Lures 


The hair wings, aluminum ge 


bodies, feather tails, cork bodies, 
haitiypry:feather minnows, fancy 
feathered lies, frogs and other 
enticing lurésin BAY. golor con- 
trasts and giving every ‘ appear- 
ance of living flies and bugs, put 
a “kick” into the window that 
would not be denied. On a few 
display cards were grouped other 
items. Here and there were de- 
scriptaye placards and a _ few 
price cards. 





Courtesy Outboard Motors Corporation 





Inside the store, next to the 
window, was grouped other fish- 
ing tackle in glass covered cabi- 
nets along the wall. Tackle was 
neatly hung on hooks. Glass 
shelves midway of the cabinet 
held reels, small bait boxes, cast- 
ing weights, spangles, fishing 
hooks, spinners and the like. 

Nearby was space for minnow 
pails, long fishing poles, casting 
rods, seines and related items. 
Within easy reach of those com- 
ing into the department was a 
pile of free books called, “Game 
and Fish Codes of Illinois.” 


Windows 


Continuing, Mr. Dennis said: 
“Our window sang the siren song 
that brought people in. First, it 
attracted attention because it was 
different and screamed a message 
at a glance. 

“The window aroused keen in- 
terest because it tied up with the 
fishing trait to be found in nearly 
all of us—it was in step with 
the average passerby. 






© 2e¢We created desire by showing 
an & uate assortment of such 
sup as fishermen need to get 


some teal sport out of fishing. 
Then, we secured action by quot- 
ing attractive prices on a few 
leaders. 

“Long ago we learned that 
customers appreciate sound ad- 
vice and want assistance when 
making purchases. It is no dif- 
ferent when it comes to selling 
fishing tackle and related goods. 
Naturally, after the window had 
lured prospective customers in we 
tried to make the purchases as 
large as possible without in the 
least resorting to high pressure 
selling tactics. 

“In some cases we were asked 
to sketch the first principles of 
fly casting. This came about 
largely through a news item say- 
ing that crappie fishing in Lake 
Decatur was good, and that fly 
fishing was growing in favor as 
it was sportier than using min- 
nows. 

“Then again, we had to outline 
some of the fundamentals of bait 
casting. In such instances we ren- 
dered all possible aid and in- 
variably the treatment accorded 

(Continued on page 78) 
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ESPITE the strong ten- 
dency on the part of hard- 


ware merchants to dis- 
count the suggestion that em- 
ployees can be dishonest; despite 
the fact that the great majority of 
them are loyal, hard working and 
inherently honest, it has been defi- 
nitely established that staggering 
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An investigator tells in 
this series of stories star- 
tling and interesting ex- 
periences in recovering 
more than a quarter mil- 
lion dollars taken from 
hardware tills by mis- 
guided hands. 
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sums of money are diverted an- 
nually from the cash registers of 
the country. A trained investi- 
gator and his staff has been suc- 
cessful in not only apprehending 
many culprits, hitherto unsus- 
pected and even highly trusted, 
but in recovering much of the 
loss. He has consented to write 


a series of articles which will deal 
with the types of individuals who 
have, through a variety of im- 
pulses, fallen upon evil ways. 
Beginning with this issue we 
present these articles, not with 
the purpose of making examples 
of unfortunate individuals, but to 
help correct the habit by showing 
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how surely they will be brought 
to account eventually. Honest 
employees have nothing to fear 
and the correction, reparation or 
removal of dishonesty from hard- 
ware establishments will, we hope, 
place honest people beyond the 
shadow of unwarranted suspicion. 
Here is the first story: 


He was a man above middle 
age; had been a clerk in the 
same store for a period of seven- 
teen years—more important, he 
gave cvery outward indication of 
honor in all that the word should 
imply. By progressive and con- 
tinued effort he had developed 
himself to the point where he was 
very valuable to his employers, 
especially in the field of certain 
machinery, which he not only sold 
to the trade, but kept serviced as 
well. His employers appreciated 
his efforts and he had every rea- 
son to play fair and honest with 
them and himself. Yet he was 
found in error. 


They Were Confident 


The clients in this particular 
case were men of enviable per- 
sonality. They had been in busi- 
ness together for many years; 
not only did they trust one an- 
other implicitly, but they sincere- 
ly felt that all their employees 
had been carefully selected, fairly 
treated and nothing indicated that 
they needed the services of an in- 
vestigator in any way. Only after 
repeated contacts and a thorough 
study of happenings in other 
places of business, were they con- 
vinced that a survey would be 
best—more as a matter of policy 
than as a need, they felt. 

When it was found that their 
key employee was deliberately 
taking advantage of the trust 
placed in him it was quite a 
shock. But, they rallied quickly 
and we went into his home his- 
tory thoroughly. We learned that 
this man had a wife who was 
not exactly normal in intellect. 
She seemed to have a peculiar 
complex that prompted her to 
buy almost anything that took 
her fancy, regardless of price. 
She was not entirely selfish in 
this extravagance and sometimes 
would buy very expensive shoes 
for her husband which he could 
not wear, but which he had to 
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keep for fear of exciting her 
wrath. She appeared to be no fit 
person to be a “helpmate” at 
any rate. 

When the individual was called 
in to be confronted with his guilt, 
his reaction was not only imme- 
diate but honorable. He told 
briefly of his difficulties at home, 
but without any whine from him. 
He had been forced to great ex- 
tremity to keep up with the de- 
mands of his home, although they 
had no children. One of his first 
statements was: “This thing has 
been preying on my mind and 
conscience for years, and I am 
glad that you have brought it 
to a close.” He gave a real sigh 
of relief when he said it, and 
we knew that it had sprung from 
the heart. 

He was a stockholder in the 
company which employed him, 
to the amount of two thousand 
dollars.. He gladly turned it all 
over to his employers, on ac- 
count. He seemed to be glad to 
do this without any undue urg- 
ing. If this amount had covered 
all that he confessed to have 
taken, the matter would have soon 
been closed, but he had been in 
the habit of taking cash for many 
years, and, because of rather un- 
usual circumstances, he was en- 





abled to recall very definitely the 
exact time of his fall. 

He was of foreign birth. Sev- 
eral years before he had made 
his last trip abroad to see his 
home folks and returned with his 
finances very much _ impaired. 
The temptation became greater 
than his strength to resist and 
he fell. From that point on his 
error became easier to accom- 
plish, both from the standpoint 
of technique and from the dead- 
ening of conscience. He was on 
the way down. There was one 
compensating factor. As_ stated 
above, he was able to establish 
with a relative degree of accu- 
racy the starting point. Although 
it was a good many years in the 
dim past. 


Raising the Money 


He was an individual who had 
not made any attempt to develop 
friends outside of his own imme- 
diate business circle. He was at 
a distinct disadvantage when it 
came to financing the remainder 
of his acknowledged peculations, 
and after several days effort on 
his part—with no apparent re- 
sults—he confided in me that he 
believed if he was granted a lit- 
tle more time he could raise the 

(Continued on page 78) 
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A KEROSENE ELECTRIC FAN IS NOW 
THE PRODUCT OF AN ENGLIGH 
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Study Your Consumers and Plan 
Your Sales According to What 


that if you have anything to 

sell either merchandise or ser- 
vice, the first thing to do is to 
consult your consumer. As long 
as a business is run along the 
lines of serving the consumer the 
way he wishes to be served, it can- 
not go very far wrong. The trou- 
ble usually starts when the top 
men in an enterprise try to run it 
according to some of their pet 
ideas, forgetting the consumer. It 
is dangerous for the directing men 
in any enterprise to be faddists. 
In a number of cases I have seen 
good businesses wrecked because 
the head man or men were deter- 
mined at all costs to carry out 
their pet ideas. Of course, pet 
ideas are all right if they are in 
line with what the consumer wants, 
but unless they are, they are ex- 
ceedingly dangerous. 

Last week I went out to St. Louis 
to attend the first annual conven- 
tion of the National Federation of 
Sales Executives. The convention 
was held in the Statler Hotel on 
May 29 and 30. Someone in the 
Pennsylvania office here in New 
York called me up about my 
ticket, etc., and upon inquiring 
the price of a round-trip ticket to 
St. Louis, I was surprised at the 
new low rate. It was a little over 
$57. Quite a change from the old 
straight rates. However, the lower 
berth in the Pullman car was not 
any cheaper, in fact it was $10 
and some odd cents. It certainly 
seems out of proportion for the 
railroad fare one way to be about 
$28 while the Pullman berth is 
over $10. Rather high-priced sleep- 


iy has always been my theory 
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They Want 


By SAUNDERS NORVELL 


ing! Since my return, however, 
Pullman rates have also been re- 
duced. 

It is a curious fact that the day 
I left St. Louis for New York, the 
train was almost empty. But the 
next day, when the new rates went 
into effect, the train was crowded. 
Evidently a lot of people waited 
for the lower rates. In the West 
the railroads have had the low 
rates for some time, but the East- 
ern roads up until June 2 resisted 
the reduction. In my judgment 
they have made a mistake. I be- 
lieve it is another case of the head 
men in the business not studying 
the consumer. I believe what the 
railroads lose on the reduced rates 
they will make up on increased 
traveling. 


Railroad Presidents 


The trouble with the railroads 
has been that their leading men 
have nearly all risen through the 
operating department. Railroad 
presidents are proud to state that 
they started out as track walkers. 
It has been rather amusing to me 
in years past, when I would take 
a trip in a special car with a rail- 
road president, to see this train 
stop at a station when the presi- 
dent and several other operating 
men would get off, shake hands 
with the station agent, take a look 
at the station, which had been 
cleaned up in advance as they 
knew the president was coming, 
and then solemnly walk along the 
track and look intently at the road 
bed, the rails and the ties. Some- 
times we would stop where a sec- 
tion gang was at work. The presi- 


dent would go up and greet the 
workers, and probably take a pick 
or a shovel and show them how he 
used to do it. Then we would climb 
on board again and continue the 
tour of inspection. I had the temer- 
ity on one or two occasions to tell 
the President I thought this pro- 
ceeding was very funny. It struck 
me that if some experienced road 
man inspected the road bed and 
made a report to the president, 
this would be better than the presi- 
dent’s own casual inspection. How- 
ever, the morale of the railroad 
employees, so they stated, was 
improved by the station agents, 
track walkers and section hands 
occasionally having the opportu- 
nity of shaking hands with the 
president himself. 

But it seemed to me, that while 
the president was doing these 
ters were*being neglected, such as 
the president overlooking just 
what was happening in the way of 
changes in shipping and passenger 
traffic. Evidently what has hap- 
pened to the railroads indicates 
very clearly that the presidents 
did not see how far reaching 
would be the effect of hard roads, 
truck and airplane competition. 

On the other hand, in watching 
the evolution and development of 
the automobile, trucking and air- 
plane businesses, it occurred to me 
that the men in charge of these 
new forms of transportation had 
studied the wants and desires of 
the consumers, in other words, cf 
their customers, much more than 
the railroad presidents did. I be- 
lieve, for instance, if Henry Ford, 
Chrysler, Sloan and other men of 


29 





this class in the automotive world 
had gone into the railroad busi- 
ness, the story would have been a 
very different one. 

As I stated previously, I left 
New York for St. Louis on the 
Pennsylvania Railroad. Again I 
stood in the great New York sta- 
tion of this road. I have named 
this station the “Palace of Stair- 
ways.” As I stood in the grand 
concourse, I saw men and women 
laboriously carrying their heavy 
grips up and down these stairs. 
I saw women lugging children by 
the hands up and down the stairs. 
I said to myself: “Certainly the 
man who built the station, the 
man whose statue in bronze stands 
here, may have thought of how to 
get trains in and out of the sta- 
tion, but he never thought of the 
poor overloaded passengers who 
had to climb up and down those 
stairs.” A little later, however, I 
was delighted to find that since I 
last wrote on this subject, the 
Pennsylvania station have installed 
an esculator. It was crowded go- 
ing up and down. The world does 
move! 

My berth was in a car that was 


a combination sleeping coach, cafe 
and lounge. But what struck me 
immediately, as it happened to 
be a very warm day, was the fact 
that this coach was air cooled. 
And this cooling makes quite a 
difference. It was very comfor- 


table in the car. You can’t air 
condition a bus! 

Right on the minute the train 
pulled out, went under the river 
and we had that funny feeling 
in our ears. Along came the reg- 
ular conductor and the Pullman 
conductor. They put a hot one 
over on me. I had only taken a 
lower berth, but I found that 
while my part of the car was al- 
most empty, they had put a very 
husky individual in the berth over 
me. I wondered if he snored. The 
Pullman conductor suggested that 
for the payment of $1.80 extra I 
could have the upper berth, too, 
and he would put the man who 
had that berth in another one 
nearby. I said I had noticed that 
while there were a lot of empty 
upper berths in the car they had 
filled the one over me. He did 
not reply to this, but reiterated that 
I could have the upper and lower 


to myself for the payment of $1.80 
more. Now I felt I was already 
paying too much for the Pullman, 
but I gave up $1.80 more to get 
rid of my upstairs neighbor. 


Dinner Is Served 


Just as I finished reading the 
evening papers, a ste ward an- 
nounced that dinner was being 
served in the dining car. I went 
in, studied the menu, and noticed 
that dinner was both table d’hote 
and a la carte. For $1.50 they 
served a very excellent table 
dhote dinner. I took the table 
dhote dinner, and the thing that 
struck me as curious, something 
that I think should be referred to 
Washington for adjustment, was 
that while the price was fixed at 
$1.50, they gave me two or three 
helpings of the same dish and 
three small bottles of milk with- 
out any extra charge. Doesn’t this 
come under the head of rebates? 

St. Louis has a funny central 
railroad station, too. It is not a 
“palace of stairways,” but when 
the train enters St. Louis it seems 
to go about two miles due south 
of the station and then backs into 
the station on a “Y.” At least 
fifteen minutes are lost backing up 
and down on this “Y” by every 
passenger train entering and leav- 
ing St. Louis since this station 
was built. Again a case illustrat- 
ing my point that railroad men 
and engineers in the past have 
practically always forgotten about 
the convenience of their customers 
and have only considered prob- 
lems of operation. Some day some 
enterprising railroad man who has 
been brought up in the automo- 
bile business will straighten out 
that “Y” in St. Louis. 

I stopped at the Statler Hotel. 
Had a delightful room with a 
large sitting room on the corner, 
awnings over the windows, bath- 
tubs, shower baths, gushing hot 
water and ice water. Plenty of 
bath towels, soap, etc. Snappy 
service. Everybody on their toes. 
Beds that were a delight to sleep 
in. Well, just let me say here 
that this hotel evidently has 
studied what the consumer wants, 
and they give it to him. Even on 
the bureau there was a nice little 
package of needles, thread and 


buttons, and also a Gideon Bible. 


” 

Another thing I noticed while 
on the train to St. Louis was that 
the signs on the different stations 
giving the names of the towns, 
were hung parallel to the railroad 
tracks. Passing through these 
towns at forty miles an hour you 
just can’t read the signs, while 
on the other hand, if the signs 
were placed at an angle of about 
33 1/3 degrees, there would be 
no difficulty whatever in reading 
them. You could look forward 
out of the window and see the 
sign before you passed it, while 
with the present system you have 
passed the sign before you can 
read it. 

Of course, these are little things, 
but in railroad building, as in 
everything else, why not do things 
so they will be convenient for 
the consumer, the fellow who pays 
the bills? 

The convention room at the 
Statler was air cooled. They had 
microphones at the speakers’ ta- . 
ble. The lights were all properly 
adjusted. Soft general lights care- 
fully shaded, and good lights at 
the speakers’ table (a point often 
overlooked). This convention 
room was evidently planned for 
the convenience of speakers and 
listeners. There was just one thing 
wrong in all of these arrange- 
ments. The chairs in the audi- 
torium were small, and straight- 
backed, with hard seats. As the 
hours of the convention passed 
and the speaking continued, I 
watched the audience shift from 
one side to the other. Some day 
there are going to be auditoriums 
where they will arrange things 
for the comfort of the listeners. 
There is only one auditorium that 
I have ever seen that was con- 
veniently arranged in this respect, 
and that is the auditorium in the 
Squibb Building in New York 
City. In this auditorium the seats 
are built in, well cushioned and 
very comfortable. Naturally in a 
convention room _ comfortable 
chairs with arms. take up more 
space, but as the hired man said 
when the farmer’s wife reminded 
him that the butter on the table 
cost forty cents a pound: “It’s 
wuth it.” 

There were some very good 

(Continued on page 80) 
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ELIJAH T. HARRIS, 
president, Payson Mfg. Co., 
builders’ hardware, casters, etc., 
and president and treasurer of 
the’ Harris & Reed Mfg. Co., 
wrenches, casters and sheaves, 
both Chicago firms, entered the 
hardware business in 1871— 
sixty-five years ago. As a youth 
of 19, his first position was as 
manager of the Harris Burglar 
& Fire Proof Safe Mfg. Co., 
Chicago. In 1874, after having 
passed through the harrowing 
experiences of the great Chicago 
fire, he organized the business, 
which with some intermediate 
changes of name, is now known 
as the Harris & Reed Mfg. Co. Five years later he also 
organized the Harris Brass & Bronze Co., which later be- 
came Harris & Winslow Co., and still later became the 
Winslow Bros. Co., to whom Mr. Harris sold his interests. 
In 1905, he assumed control, reorganized, and became the 
active head of the Payson Mfg. Co., which was founded 
in 1875. The latter company is recognized as being the 
largest Middle Western manufacturer of builders’ hard- 
ware, excluding locks and hinges. Other major lines pro- 
duced by the company are industrial truck and furniture 
casters, and geared sash operating devices. During his 
career Mr. Harris has also operated a number of other 
metal manufacturing and finishing plants, and for a con- 
siderable portion of the time, he has concurrently con- 
ducted several businesses, including a paper box factory. 
His activities have largely centered in Chicago, and among 
other unusual distinctions, he brought Chicago’s first plat- 
ing dynamo into the city. Mr. Harris, now in his 84th 
year, is just as active as ever in managing the affairs of 





ELIJAH T. HARRIS 
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his companies, and all executive matters of importance 
receive his personal attention. He has served as a director 
of the Illinois Manufacturers’ Assn.; as vice-president for 
Illinois of the Mississippi Valley Assn.; as vice-president 
of the Great Lakes-St. Lawrence Development, and as vice- 
president for Illinois of the Rivers and Harbors Congress. 
In addition, he has interested himself in business associa- 
tions, civic undertakings, and church work, and has devoted 
much time to the duties usually devolving upon officers of 
such groups. For many years his chief hobby has been 
the development of economically operated transportation, 
and he has strenuously and continuously advocated lower 
railroad freight rates, in the firm belief that such reduc- 
tions would produce general prosperity. 






THOMAS J. USHER, in- 
active, becomes a member of the 
Hardware Age Fifty Year Club 
with an unusual record of 56 
years in the service of one com- 
pany—the Russell & Erwin 
Mfg. Co., makers of builders’ 
hardware, etc., New Britain, 
Conn. Mr. Usher was a lad 
of 16, when on March 4, 1880, 
he began working in the com- 
pany’s New York City ware- 
house at 43 to 45 Chambers St. 
At the start, he worked at get- 
ting out city trade orders and 
had agreed to work for one year 
at a wage of $2 per week. After THOMAS J. USHER 
being on the job for three years 
he was promoted to delivery clerk at the city desk and time- 
keeper, and within the following two years he became a 
road salesman with Eastern New York State, Western Con- 
necticut, and a portion of Canada as his territory. In 1886, 
he was transferred to the territory embracing Kansas, Okla- 
homa, Nebraska, Western Missouri and Western Iowa, and 
during the next 18 years spent in covering this territory 
he made his headquarters at Lincoln, Neb. In 1904, he was 
appointed manager of the company’s Chicago office, which 
remained under his supervision until 1921, when he was 
named sales manager of Russell & Erwin’s auto hardware 
department, in which capacity he was serving when he was 
placed on the inactive list in 1928. Mr. and Mrs. Usher, 
who make their home at the Plaisance Hotel, 60th St. and 
Stony Island Ave., Chicago, celebrated their golden wedding 
anniversary a few months ago. Mr. Usher’s infectious 
smile, and his pep and good fellowship have always been 
a delight to a wide circle of friends in the trade. When he 
was actively in Russwin service his favorite hobby was “to 
sell more goods.” 
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ARTHUR H. VAN VORIS, Says 


I. Van Voris & Sons 
Cobbleskill, N. Y. 


We Minimize 


ur Credit Losses... 


HEN closing our books 
upon the year’s business, 


we were unusually pleased 
at the negligible amount of our 


credit losses in dollars and cents. 
And by “credit losses” I refer to 
accounts which were balanced by 
being written off the records. 
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I believe we all recognize the 
value of advertising and display 
in helping to create sales. We 
don’t object to spending our time 
and money in the effort to bring 
customers to our stores, but we do 
want to get our money for the 

merchandise items sold. It’s ever 
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so true that no sale is really com- 
plete until the article or product 
is paid for and, if a charge ac- 
count, that the account shall be 
balanced in full. 
We are concerned with our type 
of business and you with yours. 
Ours, by the way, consists in deal- 
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ing largely with farmers, since we 
are located in the center of one 
of the dairying sections that helps 
supply the New York milkshed 
with its daily milk. At the outset 
the stage is probably rather set in 
our favor, since we are dealing 
largely with an established rural 
population and not a transient in- 
dustrial one as does the city- 
located store. 

Our store has been a hardware 
store in its present location since 
1861 and its present ownership 
has extended over so many years 
that we are very well acquainted 
with our trading area residents. 
So if a customer asks for credit 
when we know full well he is not 
entitled to it, common sense alone 
dictates that we shall refuse it. 
We always try to do this tact- 
fully, endeavoring to maintain his 
friendliness toward us so that he 
may return in the future to make 
cash purchases—and this often 
happens. 

But even farm population is 
not one hundred per cent settled 
and established, so there are many 
occasions when we want certain 
credit information before we ex- 
tend credit. Here are some of the 
things we find out about this 
prospective credit customer: 

(1) Does he own his own farm? 
(2) Is the farm mortgaged and how 
does he maintain his payments? 
(3) What other deferred payment 
merchandise is he paying for and 
from whom was it purchased? 
How much does he owe on it? 
Is he a tenant farmer? If so, who 
owns the farm? 


(5) Does he operate the farm on 
shares? If so, who owns the farm? 


(4 


This information is not difficult 
to secure and once in our posses- 
sion we are in a position to judge 
the financial standing and reputa- 
tion of the prospective customer. 

When we extend credit, we make 
it clear that we expect a payment 
on account or the total payment 
if the amount is small, each thirty 
days—at milk-check-time, which 
is on the fifteenth or the twenty- 
fifth, according to which distribu- 
tor purchases the milk. We specify 
these dates as every dairy farmer 
receives a check at this time and 
it is therefore the logical payment 
date. 

Items of any consequence, like 
radio, electric refrigerator, kitchen 
range, oil burner heater, etc., are 


sold on sales contract. This in- 
sures possession on our part until 
the final payment is made. We 
secure these contract blanks from 
the secretary of the New York 
State Retail Hardware Associa- 
tion and they have done us much 
good. 

I next suggest an excellent 
credit device which can readily 
be established in any small town 
like our own. This is the forma- 
tion of a Merchants’ Cooperative 
Credit Board. All that is necessary 
is to secure some reliable and 
active young chap who may serve 
as permanent secretary at a small 
salary. Funds covering salary, 
printing and postage arise from 
small monthly assessments col- 
lected by the secretary from all 
members. Credit letters to be 
mailed to delinquent customers 
(specimen illustrated) are fur- 
nished to members. Likewise, 
members start the organization 
functioning by supplying the sec- 
retary with a list of all dead beats, 
lost or outlawed accounts and 
slow-pay customers (all desig- 
nated by symbols after the names). 
Complete list is compiled and sup- 
plied monthly to all members. 
Opportunity is afforded delin- 
quents to have their names re- 
moved and placed on a reinstated 
debtor list, which is part of each 
monthly list for members. 

This local credit information 
system has been very beneficial 
in this town and is highly spoken 
of by merchant members. It has 
broadened out, by request, so that 





it now comprises several other 
towns in our county, although op- 
erated by a young man in this 
town. 

Do you observe that names of 
all merchant and_ professional 
members appear at the top of this 
specimen letter, so the recipient 
knows his credit standing is pretty 
well spread out before those with 
whom he naturally does business 
in his trading area? 

I summarize briefly: 

To minimize your credit losses, 
don’t be reluctant to say “NO” 
when this should be your answer 
to a credit request. Get enough 
information about a new prospec- 
tive credit customer to be assured 
as to his character and business 
dealings with others and if the 
background is favorable you will 
doubtless add a good customer to 
your store. Don’t neglect securing 
protection on large items by the 
use of sales contracts. Be definite 
in stating when you expect ac- 
count payments to be made and 
insist that these requirements be 
reasonably fulfilled. And, if prac- 
ticable, join with other local mer- 
chants in forming and sustaining 
a cooperative credit association 
for dispensing credit information 
and for concerted effort in collect- 
ing questionable or bad accounts 
that have gotten on your books in 
an unguarded moment. 

If you believe in advertising 
and display, work just as hard for 
credit and collections—it pays. 
You made the sale. The profits 
belong to you. 





Wholesale Census Work 
Is Progressing Rapidly 


The taking of the wholesale cen- 
sus is progressing rapidly. Reports 
on the 1935 operations of individual 
wholesalers in all parts of the coun- 
try are now pouring in to the Phila- 
delphia headquarters of the Census 
Bureau. The raw material of the 
census reports is first inspected, as- 
sembled, analyzed and_ converted 
into composite statistics which 
supply needed information of broad 
practical use on various phases of 
American business. 

From the moment a census re- 
port is obtained from a wholesaler, 
its confidential nature is carefully 


guarded, and only sworn employees 
of the Bureau of the Census are per- 
mitted to examine the individual 
returns. No access to them is per- 
mitted under the law, not even to 
other Government agencies, and no 
information is ever disclosed which 
would reveal any of the facts or 
figures in the individual returns. 

In the nation-wide census organi- 
zation there are more than 400 
supervisor offices, from which the 
thousands of enumerators work. As 
the canvass of an enumeration dis- 
trict proceeds, the reports are as- 

(Continued on page 75) 
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By LEWIS H.BRONSON* 
The Bronson & Townsend Co., 


New Haven, Conn. 


r 1 HE case of “Price Based on 
Function Performed” vs. 
“Price Based on Quantity 

Bought” has now reached the 

Court of Public Opinion. Men 

who have thoughtfully and with- 

out prejudice evaluated the differ- 
ing economic, social, and moral 
effects of each method on our 

American life have realized that 

eventually the case would have 

to be fought out in the Supreme 

Court of Public Opinion, but it is 

only within the last few months 

that the case has been listed for 
argument in that court. When the 
arguments have all been presented, 
it may be that the court will de- 
cide it has not yet sufficient facts 
or broad enough experience to 





*Reprinted with permission from 
“Our Spokesman” issued monthly by 
The Bronson & Townsend Co., for 
dealers and sources of supply. 
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The Case of “Price Based on 





Function Performed” vs. “Price 
Based on Quantity Bought” has 
now reached the Court of Pub- 
lic Opinion. Preferential pricing 
leads to monopoly and uneco- 
nomic practices. 


make a final decision, but it seems 
quite certain it will insist that 
immediate steps be taken to de- 
velop such further facts and ex- 
perience as may be necessary to 
make a final decision. It also 
seems probable that a procedure 
will be adopted which will make 
it possible to keep the case before 
the court until adjudication is ef- 
fected. 

If the business world, forget- 
ting expediency, had the courage 
to believe that policies based on 
sound economic, social and moral 
procedure would through a period 
of time actually make business 
better off, this problem of pricing 
procedure would be much easier 
to solve. And further, if business 





would accept the fact that the pub- 
lic or social interest is all impor- 
tant and will in the end dom- 
inate, it would be possible to chart 
a course leading to the desired 
end with less penalties exacted 
along the way. In the case under 
discussion, if we could start with 
the premise that the plan of price 
differentials which is most advan- 
tageous to the general public will 
in the end be most advantageous 
to business as a whole, it probably 
would be possible for business 
itself to set up its own plan, in 
this way making government su- 
pervision unnecessary. Unless 
some such approach is developed, 
business will force government su- 
pervision of price differentials just 
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as it forced government supervi- 
sion of transportation rates fifty 
years ago. A study of history may 
serve to make clear the definite 
analogy between the growth of 
monopolies as a result of prefer- 
ential freight rates and the growth 
of monopolies within our system 
of distribution as a result of pref- 
erential price differentials. 

As the facts in regard to the 
growth and development of trans- 
portation in this country are of 
general knowledge, it will be un- 
necessary to more than briefly 
sketch them here in outline. 

In the early days of the eight- 
eenth century, transportation was 
largely a local function. The water 
courses were made use of wherever 
they were available, but there was 
nothing in those days that corre- 
sponded to what is now called a 
“common carrier.” The cost of 
transportation was usually a ques- 
tion of special bargaining to cover 
each individual transaction. The 
movements of population into the 
Central West made necessary a 
greater use of transportation, and 
for a few years there was a con- 
siderable extension in the use of 
navigable waterways supplemented 
by a system of canals. In the 30’s 
and 40’s there began the building 
of railroads which after a few 
years largely displaced canals. 
Beginning with the Civil War and 
the thirty years after the War, 
there was a very large expansion 
of railways which resulted in many 
cases in unnecessary duplication. 


Until there became an excess of 
transportation facilities, the sale 
of transportation was a seller’s 
market. In other words, as long 
as there were not enough trans- 
portation facilities to take care of 
the demand, the owners of trans- 
portation facilities were able to 
dictate the rates. When, however, 
railroad building created an excess 
capacity, the market for transpor- 
tation become a buyer’s market. 
As long as there was a shortage 
of transportation and a surplus of 
merchandise, the buyer had to pay 
the offered price; as soon as there 
was a surplus of transportation, 
railroads began to compete with 
each other for the tonnage which 
was offered. 

When there first began to de- 
velop a surplus of transportation 
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facilities, it was generally thought 
that the reduction in rates, which 
resulted from the railroads com- 
peting with each other for the 
business available, was of public 
advantage. And for a time this 
was so because necessarily the re- 
sult was lower prices to the con- 
sumer for the merchandise he 
bought. This was not, however, 
the only change for there was de- 
veloping something else, little un- 
derstood at the time, which was 
to be distinctly to the disadvantage 
of the consumer. The country was 
growing very fast and with its 
rapid growth production, instead 
of being purely local, began to be 
centralized at certain points; the 
steel industry in Pittsburgh, the oil 
industry in Ohio and Pennsyl- 
vania, and the meat-packing in- 
dustry in Chicago. These industries 
were very large users of transpor- 
tation. There was a surplus of 
transportation and it was only 
natural that these industries should 
use every means available to get 
for themselves the lowest possible 
rates. 

Transportation, then as now, 
was an important part of the price 
the consumer paid for the mer- 
chandise he bought. It is quite 
probable that when the small pro- 
ducers of steel, oil or packing 
products protested that they were 
being penalized and were being 
driven out of the competitive pic- 
ture, due to the preferential rates 
given to the larger producers, the 
large producer argued that the 
volume of his business warranted 
the preferential rates he was al- 
lowed by the transportation com- 
panies. He perhaps was able to 
prove that the larger tonnage could 
be handled at less cost than that of 
his smaller competitor; and finally 
he vehemently asserted that it 
would certainly be unfair to take 
away from the consumer the favor- 
able price which the consumer re- 
ceived just because the Standard 
Oil Co. and other large producers 
were receiving preferential freight 
rates. 

Out of this situation the forces 
of competition and other forces 
which were even more unsocial 
made possible the development of 
preferential freight rates to such 
an extent as imade monopoly not 
only possible but an actuality. It 


took some years, however, for the 
consumer to see that the prefer- 
ential freight rate, which in the 
beginning enabled him to buy his 
merchandise at a lower price, had 
in it the power to make possible 
monopoly with all its accompany- 
ing unsocial effects. 

When in 1880 or thereabouts 
the case of preferential freight 
rates was finally brought before 
the Supreme Court of Public Opin- 
ion, the decision was made that 
these rates made monopoly pos- 
sible and, therefore, were unsocial. 
For that reason they must be elim- 
inated. At that time the Interstate 
Commerce Commission was cre- 
ated, and transportation has had 
to adjust itself to the require- 
ments of Federal legislation en- 
acted then and since. 

How much better it would have 
been if the railroads of the coun- 
try could have had the foresight 
to anticipate the unsocial effects 
of preferential freight rates and 
had put into effect the necessary 
restrictions under their own in- 
itiative? Government bureaucracy, 
although necessary when individ- 
ual initiative does not lead the 
way, is from its very nature costly 
and a hindrance to the free play 
of individual initiative. 

How close an analogy is there 
between the development and con- 
sequences of preferential freight 
rates and the development and con- 
sequences of preferential price 
differentials? Isn’t an almost iden- 
tically similar course being fol- 
lowed? During the rapid growth 
of the country there was under- 
production. Therefore, it was a 
seller’s market, and though there 
probably always had been some 
preferential prices,-they were not 
common enough to have any gen- 
erally unsocial effect. The begin- 
ning of the change was some fif- 
teen years ago. Perhaps it would 
be fair to say the beginnings were 
thirty years ago with an interrup- 
tion caused by the World War. 
Certainly for the last ten or fif- 
teen years overproduction has been 
possible. This has resulted in a 
buyer’s market. 

The big buyer of merchandise 
causes producers to bid one 
against the other for his business, 
as did the big buyer of transpor- 

(Continued on page 84) 
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Sell Summer Comfort 


In Your Window Trims 


that is supposed to get you 

down. And get you down it 
will if you let the fellow with 
snappy window trims take the 
play away from you. Summer 
comfort is the keynote of your 
campaign. People get to feeling 
sorry for themselves during the 
“dog days” and will naturally 
take interest in any display or 
offering that promises comfort, 
and the hardware store has more 
lines of merchandise that offer 
themselves to promotion as sum- 
mer comfort lines than most retail 
establishments. The suggested 
windows presented here are ex- 


[': here—that hot weather 
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amples of what can be done to 
sell comfort. 
The “dog days” window can be 





made to pull the public your way 
not only by its warm weather mer- 
chandise, but by the skillful use 
of colors that suggest coolness 
and comfort. That big wall board 
icicle, for instance should be 
painted white with a bluish green 
shading to make it look colder. 
The foundation of this window is 
made of the Harpware AGE inter- 
changeable display fixtures and 
these are covered with crepe paper 
or other material that may be 
preferred. The color for the 
covering of the fixtures should be 
two shades of blue and white. In 
other words, medium dark blue 
and a very light blue. It is sur- 
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prising how a suggestion of cool- 
ness can be given by the use of 
blue color. It is possible to actu- 
ally produce a frigid effect. If 
you augment this suggestion by 
such measures as are at your com- 
mand to make the store several 
degrees cooler, even by damping 
down the floors, you will have 
made a long step forward in 
bringing the public toward your 
cash register. 

In the “Porch Pepper Uppers” 
window you can vary the color 
scheme to greens and other gay 
colors that suggest lawn and porch 
comfort. This arrangement is par- 
ticularly simple and the merchan- 
dise will not only govern your 
color scheme, but provide a good 
deal of it. 

Spotless cleanliness and neat- 
ness is another factor in suggest- 
ing a cool and comfortable store 
in which to shop. Let no untidy 
counters, tables or floors prevent 
your making the weather work 
for you during July and August. 
The big idea during these months 
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is to make the customers feel as 
comfortable as possible and stress 
the comfort and coolness that 
your merchandise, including fans, 
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thermos bottles, beverage sets, ice 
cream freezers, porch chairs, etc., 
can give. Make the hot weather 
produce cold cash for you. 


W oodworking demonstration in window of Warner Hdw. Co., Minneapolis, Mian. 
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GEORGE W. GREEN 


Above: Mrs. Wilmot Canvassing 
among Long Beach residents 
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H. W. Green & Son Co., 
Long Beach, Calif., aided 
by three women canvass- 
ers, get substantial profit 
and favorable publicity in 
sale of pest control mer- 
chandise. .. . 


Volume 
for Green 


EORGE W. GREEN, H. W. 

& Green & Son Co., Long 

Beach, Calif., has built up 

a large and growing business in 

pest control merchandise by main- 

taining an outside staff of sales- 
women. 

The staff, he states, consists of 
three women, and each is selected 
for her type of personality, a type 
in each case adapted to a particu- 
lar section of the city. 

These women work on a com- 
mission basis and keep at their 
house-to-house canvass the year 
around. They all make fairly good 
money. For the most part, of 
course, the better residential dis- 
tricts are the only parts covered. 

Gardeners as well as home own- 
ers are contacted and some very 
large sales result. Each woman 
calls on an average of forty-five 
families daily and revisits the 
same homes as often as four times 
a year. 

Selling accessories, such as gar- 
den tools, has been tried but has 
not worked out. It divided the 
saleswomen’s attention and cut 
down sales of pest control mer- 
chandise. 

The work calls for interviews 
both indoors and outdoors. Moth- 
proofing materials are, of course, 
part of the stock and this type of 
merchandise means indoor selling. 

Interviews are not brief as a 
rule but are purposely stretched 
out long enough to make a per- 
sonal impression. By this method 
the saleswoman in nearly every 
case has become a sort of family 

(Continued on page 76) 
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Modernizing 
Helps Build 
Chandlers Trade 


SUBSTANTIAL increase in 
A business has developed 

with J. H. Chandler & Son, 
Newton Centre, Mass., since the 
firm moved from 747 to its new 
quarters at 796 Beacon Street, 
where they have 2084 square feet 
(62 x 32) with an equal amount 
in the basement for storage, com- 
pared with the 1536 square feet 
(48 x 32) they occupied at the 
former location. With merchan- 
dise neatly and attractively ar- 
rayed on modern display equip- 
ment, the new arrangement is an 
added factor in the greater volume 


JUNE 18, 1936 


of trade over that of a year ago. 

A feature acquired by the 
change consists of two skylights, 
which provide an abundance of 
natural light, an improvement 
much appreciated by customers. 
There is also a window in the rear 
of the store, on Union Street, 
which also affords additional 
light. , 

An unusual feature is a plat- 
form in two sections, which is used 
for window displays. This plat- 
form is on casters, so that the sec- 
tions can be moved into positions 
where they may be easily dressed 


Compare this smart new 
arrangement of the J. H. 
Chandler & Son store in 
Newton Center, Mass., 
with the former place of 
business, pictured below 
before removal to the 
new premises. 


and then wheeled into the front 
windows. Each one is seven feet 
long and four feet deep. Viewing 
from the outside, one would be- 
lieve that the sections were per- 
manently built in. The displays, 
of course, are varied from time to 
time. In addition to the front win- 
dows, another display window on 
the side, with exposure on a lawn, 
affords still more light, as well as 
excellent display space. 

The building is admirably 
suited for a hardware store. Orig- 
inally a private garage, with a 

(Continued on page 76) 
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Service Stores and Circus Methods 


(A letter to Mr. Norvell) 


Eximira, N. Y.—I have always 
greatly enjoyed your weekly articles 
in the Harpware AGE, and es- 
pecially so because you often start 
off on some subject that to me looks 
suspiciously “dry” but darned if it 
doesn’t quickly become real interest- 
ing and before I’ve finished the ar- 
ticle, I usually learn something. 

Probably I’m wrong, but in this 
week’s story (See HA May 7, 1936, 
p. 122) I just can’t see how, in 
actual practice your service sugge3- 
tions would prove profitable. Of 
course there are a few people who 
do appreciate such service, but the 
general public—I doubt it. For ex- 
ample we do quite a fair sized fur- 
nace repair parts business along 
with our store and install new re- 
placement grates or weld the old 
ones. As this business is only sea- 
sonable a customer needs service 
once in one to three years or quite 
often they are “one timers.” As 
the majority of this work amounts 
to only a few dollars it is not profit- 
able to carry it on the books and 
we try to work it on a cash basis, 
payment being made to the me- 
chanic. Now we have received calls 
to weld broken grates and our 
mechanic upon arriving at the cus- 
tomer’s house mentions that the job 
is cash upon completion and con- 
tinues to remove the broken parts, 
taking them to a welders, waiting 
until finished, and then replacing the 
casting. Making out a sales slip 
totaling say $2.75, the customer 
yelps that they are being robbed, 
that some one previously did the 
same work for $1.50 and flatly re- 
fuses to pay the bill. About three 
collection trips without success puts 
the damper on this sort of service. 

Now take servicing a roof leak, 
and also painting the valleys and 
gutters, such a job takes one-half 
to two gallons of paint, a few 


pounds of roof cement. It may run 
from $5.00 to $15.00 and is sure 
to bring a howl of protest. We 
have even had people come in our 
store two years after cementing a 
roof leak and complain that the roof 
has started to leak again and that 
it was up to us to repair it free of 
charge. Speaking of roofs reminds 
me that one family purchased a 
drum of coating from us and the 
last spring flood tipped the drum 
over (they had removed the lid) 
and the coating had washed out. 
They wondered if we wouldn’t give 
them another drum free. 

Another thing about service work 
is that people are eager to make 
dates for such work and then lock 
up the house and go shopping. We 
have had mechanics spend over four 
hours in one day driving to various 
homes to do service work and find 
the houses locked. To pay a man 
$1.00 an hour, plus heavy compen- 
sation and public liability insurance, 
truck expense, the wasted time get- 
ting out material for ,these special 
jobs, etc., and then have it non- 
productive isn’t so good. Over a 
period of time we found that only 
six hours out of an eight-hour-day 
was actually productive. 

Now it happens that the first few 
years of my away from home life I 
spent in the circus and carnival 
field and I learned that if some other 
“opry” was making money where 
our show was not that it was high 
time some one looked over this op- 
position and found out where our 
organization was weak. I learned, 
too, that a trouper is more loyal to 
his employer than any other profes- 
sion. For example a certain small 
carnival with three rides, four shows 
and a collection of concessions all 
loaded in two baggage cars wan- 
dered into some poor Kentucky ter- 
ritory. The first week’s stand was 
a blank or rather a bloomer in show 


talk. Well Saturday night came 
and the boss squared all local bills 
but we didn’t have a cent toward 
moving the railway cars. The man- 
ager quickly cornered a number of 
farmers and asked if they would 
haul the show to the next town, 
mentioning the payoff would depend 
on the business. Well somehow 
enough farm wagons were secured 
and the funny carivan started off. 
Monday night it rained and every- 
body including the farmers who had 
entered into the spirit of the game 
dined on soup. Gradually through 
the week the drivers were paid off 
and everyone hoped for better busi- 
ness. Well it just wasn’t there so 
every one souped and new drivers 
were hired for nine straight weeks. 
Every one stuck “with it” and the 
tenth week business boomed, and 
the show jumped into real territory. 
I’m wandering off my subject but 
I mentioned this because when I 
get discouraged with trying to run 
a store I think back and say “Well 
perhaps next week or next year will 
be the ‘tenth’ week.” 

But what I started to say was that 
after my folks persuaded me to come 
back home and help run the busi- 
ness, I sat down and wondered 
where the leaks were, why we or 
any other local concern was not 
making money. I happened to 
think »f the chain Sears, etc., stores 
and it came to me that they do not 
do service work. They take the 
cream sales and let the other fellow 
do the non-profitable work. They’d 
gladly sell a new furnace, but no 
they didn’t have any employee that 
could put on a new furnace clean 
out cap. 

This led to a bit of experimenting 
on our part and we decided that we 
would push the sale of parts but 
not the installation. We give the 
customer a list of free lance me- 
chanics and they can obtain who 
they please. In return the me- 
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chanics purchase the bulk of their 
supplies from us. Now on this basis 
we make a good profit on repairs, 
get the spot cash and do not have 
to worry about the servicing end. 
So far it seems to have increased our 
sales for last season we sold over 
three tons of furnace pipe and a 
good ton of furnace cement. We 
are now working along the lines of 
the chains — including advertising 


cash prices and our business has 
grown quite a bit. 

Possibly my idea may be all 
wrong but it certainly looks good 
in our case. I would like to read 
your reaction—sans names—in one 
of your articles. Inasmuch as I’m 
a Johnny come lately I presume 
my face will burn, but anyway I'll 
be glad to learn. 

A. C. MILLER 





The 10% Discount Idea 


ALHAMBRA, CALiFr.—Glad you 
published the letter on “The 10% 
Discount Plan for Curbing Price 
Cutters.” 

Some few years ago I sold a large 
5 and 10c store some No. 3 tubes 
@ $4.50 per doz., also some trade 
marked files @ $1.18 per doz. They 
priced the tubes at 38c each, scat- 
tered a few of the good files along 
the counter with about fifty dozen 
other files all marked 10c each. 
Many people thought they were able 
to do this by reason of their great 
buying power. This trick is very 
effective in creating a lot of free 
advertising, but it makes the cus- 
tomer think the regular price dealer 
wants too much profit on many other 
items. 

One good thing the system will do 
is to make it exceedingly dangerous 
for the person who advertises cut 
prices on standard price articles. 
The final result will be the elimina- 
tion of the price cutter from ordi- 
nary merchandising. 

The publicity figurehead of a 
prominent “we-sell-for-less” store 
made a rather foolish remark, say: 
ing: “Now it is true the indepen- 
dent pays a great deal more to the 
manufacturer than we do,” meaning 
on the same class of merchandise. 
Now it is true that this firm does 
not buy from all factories, although 
they could probably prove they did 
buy some tires and guns at an extra 
low price and used these items as 
special leaders, put out more as bait 
than anything else. 

This scheme of permitting a li- 
censed dealer to buy from any seller 
at 10 per cent discount from retail 
price, in any quantity, will effect a 
change in merchandising—probably 
resulting in more than twice as 
much merchandise being sold, at a 
great saving to all the people too. 

For many years I travelled, sell- 
ing merchandise to jobbers and 
dealers, I have also been in retail 
hardware in a very competitive dis- 
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trict and it is my opinion that if 
you don’t get a profit on the indi- 
vidual item, you also keep the other 
fellow from getting a profit on that 
item. The sum total of these no- 
profit items will add up to a no- 
profit total, yet increasing the over- 
head. 
J. F. ASHCRAFT, 
J. H. Ashcraft Hardware Co. 





Faces 


Piepmont, Ata.—I enclose a 
poem which I should like to have 
you publish in your magazine. 


FACES 


The truth is this: 
I know a place 
Where cleanliness 
Is all supreme 
On every face. 
The face of man, 
The face of glass, 
The face of women 
As they pass. 
The face of clocks, 
The face of scales, 
Engraved lamp chimneys 
Show cases, milk pails. 
Where is this place? 
Someone will say. 
The hardware store 
Where I work and play. 


MARGARET TURNER, 
Piedmont Hardware Co. 


Store Snoopers 
St. Atsans, L. I., N. Y.—I won- 


der if you have ever given serious 
thought to the established practice 
of large department stores in the 
metropolitan area, having their pro- 
fessional store shoppers making the 
rounds of their competitors, both 
department stores and_ individual 
small shops, copying down on 
memos, the prices, description of 
such articles, sold, and even going 
so far as to ask the clerks certain 
questions, that are easily seen as 
snooping, for confidential informa- 
tion, and then reporting such infor- 
mation back to their respective em- 
ployers. 

I have witnessed such acts often, 
and only the other day I recog- 
nized one, a lady, whom I had seen 
in the buying office of the firm who 
employs her, asking about bicycles, 
and then later seeing this same 
shopper in a down town department 
store, asking questions of a clerk, 
who is also an assistant buyer. She 
made notes of certain features and 
finish of a bike, that was sold by 
her firm uptown ... and then 
asked and was politely given com- 
plete information, simply because 
this clerk knew who she was with, 
although she did not know that the 
clerk knew who she was with. 

I bring this subject up because, 
the line I sell for a manufacturer, 
has been shopped often and then 
I have lost certain amount of busi- 
ness because these shoppers some- 
times incorrectly report information, 
that will cause a buyer to refuse to 
buy, because some other store sells 
the line, possibly at a different 
markup, than what they may sell 
goods fors 

It seems like unfair competition 
all around for manufacturers and 
independent stores for these depart- 
ment store shoppers to sneak in- 
formation from their tompetitors, or 
to make it plain, become commercial 
spys .. . without being penalized for 
such unbusinesslike acts. 


A. E. R. 





Why Some American Factories 
Lose Foreign Business 


Also a question for retailer-readers 
to answer, asked by an English Reader 


MippLessroucH, ENGLAND. — Am 
often puzzled by certain things. I 
pay $60 a year subscriptions to 
American Technical Journals. When 


I see interesting commodities which 

I think would be able to handle I 

write. Half do not reply, a quarter 
(Continued on page 90) 
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ABCDEFGH] 
JKLM HOPQR 
TUVWXY. 


The complete alphabet for the stenciling of block letters. 
This is very simple to cut when the methods described in 
this article are followed. 











Cutting Stencils for Lettering 


HE process of cutting out 

letters and ornamental show 

cards for stencil patterns is 

a very simple and instructive oper- 

ation, when once the beginner 

knows how and where to cut and 
the best materials to use. 

It adds greatly to the attractive- 
ness of the card, as a variation, to 
use this type of lettering, and the 
stencil is a very convenient and 
speedy means of making several 
copies of any card. Price tickets 
may be made in this way also. 
Nearly every retail merchandiser 
is in need of stencils for various 
purposes and a little study given 
to the simple rules explained in 
this article will enable the novice 
to obtain surprisingly satisfactory 
results in a very short time. 

Stencils of this character are of 
special value in the fact that they 
permit of fast work, are inexpen- 
sive, allow for repetition of design 
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on as great a quantity of signs and 
show cards as may be desired. 
The choice of material from 
which stencils are gut depends to 
a very great extent on the quantity 
of impressions required from each 
stencil. If two dozen impressions 
are required, the stencil may be 
cut from a sheet of common wrap- 
ping paper. The letters should be 
first roughly sketched out in pen- 
cil, using the plain full-block 
type, as shown herewith. After 
sketching out design give the 
whole pattern a thin well rubbed 
out coat of shellac (either orange 
or white shellac will do.) The 
lead pencil marks will show plain- 
ly through the shellac coating, 
which will be dry or “set” enough 
to cut out the letters in fifteen or 
twenty minutes. It is advisable 
to make one or two impressions on 
paper while the stencil is new, as 


this will save the time of draught- 
ing a new stencil should the first 
one break. If fifty prints are 
wanted, it is advisable to procure 
the regular prepared stencil paper, 
which is prepared in the following 
manner: Cut a heavy piece of 
manila wrapping paper the size of 
stencil wanted; this should be 
treated on both sides with a coat 
of boiled linseed oil, allowed to 
stand for twenty-four hours and 
then thinly coated on both sides 
with shellac. Most paint and art- 
ists’ supply stores carry this pre- 
pared oiled paper. For a perma- 
nent stencil sheet celluloid will be 
found almost indestructible and 
very easy to cut—such as is used 
for side curtains on automobiles; 
it comes in sheets 20 x 48 in. It 
may be purchased at most auto 
supply stores. It is thin, trans- 
parent and very easy to cut. It 
(Continued on page 88) 
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- Recent Developments in Steel Houses 


AT RIGHT 


REFABRICATED 
from basement to 
roof, this five-room 
bungalow constructed 
by Structo, Inc., c/o 
Mesker Brothers Iron 
Co., 424 South Seventh 
Street, St. Louis, in 
Pine Lawn, a suburb of 
St. Louis, was viewed 
by 8000 persons dur- 
its construction. Of- 
fering non-standardized 
designs, the company 
leaves determination of 
shape, number of 
rooms and interior and 
exterior finishes to the 
architects and pros- 
pective home-owners. 
Approximately 15 tons 
of steel is used in this 
house, which has side 
walls of 14-gage plates 
and makes use of steel 
in beams and trusses. 
This company can build 
a five-room house with 
full basement, com- 
pletely equipped and 
ready for occupancy, 
for a cost to the pur- 
chaser of $3,500. 




























m. AT LEFT 


HE Twentieth Century Home, pre- 

cision-built by the Harnischfeger 

Corp., Milwaukee, sells for less 
than $4,000 erected, and provides six 
rooms and bath. There are two large 
bedrooms, each having the modern sys- 
tem of cross ventilation; a living room; 
a dining room and a well-equipped 
kitchen and heater room. The home may 
be had with or without basement and 
with two types of roofs—either hip or 
flat. Steel framing and trusses give the 
Twentieth Century Home its structural 
strength. The type of construction is 
recognized as fire-safe and vermin, ro- 

dent and termite-proof. 






AT RIGHT 


BEAUTIFUL country setting enhances 
the charm of this modern four-room 
bungalow constructed by Ameri- 

can Houses, Inc., 480 Lexington Avenue, 
New York. Framed in steel, and with a 
steel-reinforced roof and floor, this type 
house requires from I'/ to 2 tons of 
steel and sells for less than $5,000. 

new plan has been introduced whereby 
local dealers will provide substantially 
all the equipment going into each house, 
while the frame, joists and shell of the 
structure will continue to be fabricated 
at the factory. Not only will good will 
and cooperation be obtained from the 
local dealers by this plan, but a flexible 
price will be made possible due to the 
difference in conditions throughout the 
country, and the type of equipment 
selected by the individual owners for 

their particular homes. 
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Look between the 
lines of a complaint 
letter, and read the 
other side of the 


story. Don’t let hot 


temper lose cold 


cash! 


tention has been given to the 

importance of making every 
letter, regardless of its subject, a 
sales letter for the house. And I 
believe this is doubly important 
in the case of letters handling 
complaints and seeking to make 
adjustments. Many times these 
everyday letters destroy good-will 
that it has taken years of patient 
effort to build up. I recall par- 
ticularly some _ correspondence 
that I recently examined between 
a large retailer and his customer 
—an important contractor. 

The contractor was seeking an 
adjustment on some faulty ma- 
terial. And he was having quite 
a time of it. The merchant 
showed the most astonishing lack 
of customer psychology I have 
ever encountered. At one point 
he blandly stated, “We realize 
that you were mad when you 


i recent years increasing at- 
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Handling Complaints 


and Adjustments 
by Letter 


wrote us on March 14.” How is 
that for a soothing statement? 

In the end the merchant granted 
all that the customer asked, but 
he spoiled the whole thing by say- 
ing, “We are sure you will agree 
that we have been unusually gen- 
erous in this settlement.” The 
customer will agree to nothing of 
the sort. He feels that he has a 
just grievance, and he resents hav- 
ing the merchant take the “see 
how big hearted we are” attitude. 
It brings to mind James Russell 
Lowell’s comment on the elder 
John Adams: “He has a genius 
for saying even a gracious thing 
in an ungracious manner.” 


Graceful Adjustments 


If you are going to make an 
adjustment, then for goodness sake 
make it freely, quickly and in 
such a manner as to give the cus- 
tomer an impression that you are 
eager to do the square thing. An 
adjustment letter, when it isn’t 
bungled, is a real opportunity to 
strengthen customer relations. 

Let us study this matter of com- 
plaints for a few moments and see 
if we can come to a better under- 
standing of how an apparent nega- 
tive situation may be turned to 
positive profit. 

Have you ever watched a busy 
business man reading his morning 
mail? He gives more than pass- 
ing interest to the inquiries, and 


glances eagerly at the orders. But 
when it comes to the complaints 
—well, that’s another story. One 
good healthy, hearty complaint 
can take all of the joy out of the 
B.B.M.’s whole morning. He sees 
only the negative side. A com- 
plaint is a “kick”—and a “kick” 
is something to be shunned, and 
dreaded, and greatly deplored. 
That’s the usual way of reason- 
ing it out. 

But it’s all wrong. Experience 
is teaching us that the “kick” is 
not without value. The complaint 
letter, properly handled, may be 
made the most valuable missive in 
the morning mail. But my sym- 
pathy goes out to the man who 
has to handle complaint letters in 
any organization. He must have 
the patience of Job, the wisdom 
of Solomon, and the tough hide of 
a Fourth Ward political boss. Yet 
there is nothing that brings you 
quite so close to a distant customer 
as a really violent complaint let- 
ter. The stronger it is, the better 
will be your opportunity for the 
right kind of a come-back. 

Perhaps you have been doing 
business with a man for five years 
without really coming to know 
much about him. Sometimes he 
trades with you, and sometimes 
with your competitor. It doesn’t 
seem to make much difference to 
him. Once in a while you get in 
a printed order form from the 
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company signed “J.L.S.” You 
don’t even know who “J.L.S.” is. 

Then one day something hap- 
pens. Maybe your shipping clerk 
makes a bone-headed play, and 
sent “J.L.S.” four dozen of No. 3, 
instead of three dozen of the No. 
4, which his order calls for, as 
plain as day. But anyway, what- 
ever the trouble is, your customer 
lets you know about it. He writes 
a complaint letter that is a com- 
plaint letter. He tells you exactly 
what he thinks of you, and why 
he thinks it. And instead of those 
inoffensive initials, the letter is 
most likely signed “James Liv- 
ingston Smith.” At last you have 
become acquainted with your man. 

And right there is your chance. 
You have got James Livingston 
Smith exactly where you want 
him. You can tie that customer 
to you and your firm tighter than 
bark to a tree—or you can lose 
his entire business. The decision 
is up to you. It’s all in the way 
you handle the complaint letter. 

How should a complaint letter 
be handled? There can be no 
adequate answer to that question, 
because no two complaint letters 
are alike in all respects. Letters 
are merely written expressions of 
individuality. They must be han- 
dled differently, just as human 
beings require different treatment. 
But I want to make one positive 
statement. I cannot too strongly 
impress upon every merchant the 
necessity for employing courtesy 
in answering every complaint let- 
ter. Don’t be content with polite- 
ness, which is mere surface civil- 
ity, manifested in empty, mean- 
ingless phrases. And don’t be too 
gushingly apologetic in acknowl- 
edging your mistakes. We haven’t 
much respect for a _ groveling 
worm. 


Hold That Temper 


Don’t lose your temper. Some- 
where “between the kivers of the 
Good Book,” as the Negro parson 
has it, there is an admonition to 
the effect that a man who governs 
his temper is greater than he who 
taketh a city. At any rate, it is 
certain that he will make more 
friends if he happens to be in the 
complaint department of a mod- 
ern business house. Cultivate the 
gentle art of quietly and calmly 
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sitting down and considering the 
other fellow’s side of it. Maybe 
he’s all wrong. His perspective 
is twisted out of shape. He isn’t 
seeing things as clearly as he 
should. In that case it’s up to 
you to get him back on the right 
track—to make him accept your 
viewpoint. And it’s by no means 
an easy undertaking. 


Beatitudes 


It seems to me that in compiling 
the Beautitudes of Business, we 
should head the list with Blessed 
is he who can explain without 
arousing animosity. Most of us 
dislike explanations—from the 
other fellow. It is human to hate 
folks who are trying to convert us 
—if we know what they are trying 
to do. It’s the business of the 
tactful explainer to keep that fact 
dark until the deed actually is 
accomplished. 


Men write complaint letters be- 
cause they have complaints. They 
are “sore” about something, per- 
haps several somethings. The let- 
ter is written at white heat. They 
are peeved, and they don’t care 
who knows it. But the very worst 
thing a correspondent can do is 
to answer one of those insulting 
letters in the tone in which it is 
written. After the customer gets 
that letter “off his chest” he be- 
gins to feel better. In two or three 
days he is secretly a little ashamed 
of himself for losing his temper. 
He begins to wish that he hadn’t 
put in that last paragraph. Then 
along comes a snippy, sarcastic 
letter from the house—and the 
customer is off again, this time 
for good. 

But let us see what happens 





when another tack is taken. Sup- 
pose, for example, that a cus- 
tomer has ordered a bill of hard- 
ware and neglected to include 
some needed hinges. Not realiz- 
ing that the error is his own, he 
sits down and writes you a hot 
letter about your careless han- 
dling of his order. Here’s a fine 
chance to get back at that cus- 
tomer. What a peach of a sar- 
castic letter we could write! But 
let’s handle it this way: 

Dear Mr. Blank: 

If we neglected to include the 
hinges on your recent hardware or- 
der, we certainly deserve everything 
you said about us in your letter of 
the 16th. We’re sincerely sorry 
about the trouble and delay. 

In checking over our memoran- 
dum we find the hinges are not 
listed. Perhaps our Mr. Baker 
neglected to jot down this item; or 
possibly you overlooked mentioning 
the hinges. At any rate, the impor- 
tant thing is that you need those 
hinges, and need them mighty bad. 
So they are going forward today by 
Parcel Post, Special Delivery, Spe- 
cial Handling. You should have 
them almost as soon as this letter 
reaches you. 

We do hope that you will not be 
seriously inconvenienced. 

Now, there is nothing extraor- 
dinary about that letter. The cus- 
tomer was in the wrong. Yet we 
have satisfied him and retained 
his good-will. In order to give 
him a chance to “save his face” 
we have admitted a possibility of 
error on our part; yet we have 
not become grovelingly apolo- 
getic. The tone of our letter is 
conciliatory yet not servile. 

And now for a final admoni- 
tion: Summed up in a few words, 
the moral is this: Look between 
the lines of a complaint letter, and 
read the other side of the story. 
And don’t let your hot temper lose 
cold cash! ° 





New Valentine Products 


“Val-Oil”—water-proofing liquid de- 
signed to prevent oxidation of metal 
but may be used as a protective coat- 
ing for iron, wood, steel, cement, brick 
or stone, and as a primer and rust 
preventative on metal, and as a sealer 
for wood or plaster. Applied by spray- 
ing, brushing, dipping or wiping, and 
may be air-dried or baked. Maker states 
it sets to touch in one to one and a 
half hours and dries to a hard, tough, 
but elastic, film over night. “Wall- 
master”—a flat wall paint which de- 
spite its heaviness, the maker states, 
will flow with the ease and smoothness 
of a finishing varnish and should be 





used with little or no reduction. In 
tests it has been found that it would 
cover 620 sq. ft. per gal. without re- 
duction. Valentine & Co., 386 Fourth 
Ave., New York City. 





Putty Softener 


Junior Model — electrical —same as 
for 1-A model but smaller and has heat- 
ing element along one edge only. Will 
heat % in. around each end to allow 
for working in corners. Not recom- 
mended to replace larger model, but 
is desirable where less expensive in- 
strument is needed. The Fletcher, Terry 
Co., Forestville, Conn. 
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J. S. SHADDOCK 
Retiring President 


GEO. L. TURNER 
Secretary 


JOHN GRUMMER 


New President 


Arkansas Dealers Resolve 
To Seek Tax Reductions 


DOPTION of a resolution fa- 
A voring co-operation with ap- 
proximately 20,000 retail mer- 
chants in Arkansas in a_ united 
effort to seek reduction of taxes in 
measures to be presented to the 
1937 Legislature was a feature of 
the 36th annual convention of the 
Arkansas Retail Hardware and Im- 
plement Association at the Hotel 
Marion, Little Rock, on May 26th 
and 27th. More than one hundred 
delegates attended, and practically 
every speaker on the program de- 
nounced the present State tax laws. 
The meeting was called to order 
by J. S. Shaddock, Camden, presi- 
dent, who in a brief opening ad- 
dress, urged all members to give 
their fullest support to association 
activities. Invocation was offered 
by the Rev. R. D. Adams, of the 
First Presbyterian Church, Little 
Rock. Mayor R. E. Overman deliv- 
ered the welcoming address. 
Rivers Peterson, editor, Hardware 
Retailer, Indianapolis, spoke on 
“Will the Consumer Pay the Cost?” 
Mr. Peterson said that the problem 
of distribution is one of the most se- 
rious facing the hardware industry 
today. “Any system of distribution 
which is more economical to the 
consumer is the one which will be 
accepted,” said Mr. Peters. “Quan- 
tity will always affect the price of 
merchandise, and we should learn 
how to meet these problems as well 
as tax difficulties,” he declared. 
Wm. Mitchell, Morrilton, spoke 
on “The Future of the Small Hard- 
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ware Dealer.” Mr. Mitchell recom- 
mended courtesy at all times. “Don’t 
worry so much about competition,” 
he told the delegates, “but concen- 
trate on making your store one of 
the best in your town and strive to 
go forward.” Mr. Mitchell also said 
that a hardware dealer should con- 
sider the size of his town, local fac- 
tors and should study the needs of 
those who live in his town. 

“T want to say, too,” Mr. Mitchell 
said, “that I owe some of my suc- 
cess to Hardware Age and other 
trade journals, which I believe are 
indispensable, not only to the city 
dealer, but also the small town 
dealer. I get valuable information 
from these publications and use it 
in my business.” 


Utilities in Business 


“Utilities in Business” was the 
subject of an address by Son San- 
ford, Searcy, who told of the many 
changes that had taken place in the 
past few years concerning merchan- 
dise handled by utilities companies. 
Mr. Sanford also scored the present 
tax system and urged all members 
to co-operate in bringing about a 
readjustment of some character. 

H. H. Tucker, president, Fones 
Brothers Hardware Co., wholesale, 
Little Rock, spoke on “The Jobber’s 
Obligation to the Dealer.” Mr. 
Tucker described the necessity of 
adding new merchandise and said it 
was necessary to provide for the dis- 
crimination in taste of the con- 





sumer. He also expressed the be- 
lief that the retail hardware dealer 
could lock forward to better busi- 
ness. 

J. D. Parks, manager, John Deere 
Plow Co., Little Rock, gave a talk 
on “Profits in Agricultural Imple- 
ments.” He said there were three 
things necessary: buying at a profit, 
selling at a profit, and proper han- 
dling of finances. “Quality mer- 
chandise,” he said, “is the first req- 
uisite in the success of the hardware 
dealer.” Mr. Parks suggested that 
dealers handle and push one line of 
goods. “Learn the selling features 
of your product,” he said; “make 
personal calls on farmers, explain 
your products, study the mortality 
of certain farm implements and use 
a follow-up system of calling on 
prospects.” 

The address of Hubert Smith, 
Searcy, on “Consumer Competi- 
tion,” was read by Secretary Turner. 
Illness prevented Mr. Smith’s pres- 
ence at the convention. 

A talk on “Credits and Collec- 
tions” was given by C. W. Maxfield, 
Batesville, who substituted for 
Charles Pitman, Prescott, who could 
not be present. Mr. Maxfield re- 
lated a number of his experiences 
in making collections, and said his 
firm had cut down fifty per cent on 
credit business during the past few 
years. 

George W. Basore, president, 
Ozark Hardware Co., Berryville, 
spoke on the “Arkansas Sales Tax.” 
Mr. Basore told the members that, 
in his county, the present sales tax 
law was vigorously opposed. 

One of the most interesting and 
enthusiastic speeches of the day was 
rendered by Jacob Hartz, Hartz 
Hardware Co., Stuttgart, Ark., one 
of the outstanding opponents of the 
present sales tax law. Mr. Hartz 
resides in a section of the State 
where the merchants were the first 
to rise against the sales tax law. He 
commanded the attention of every 
member present as he told how the 
business men in his county were 
fighting the sales tax, and he urged 
those present to join with them in 
placing certain problems before the 
next Legislature. 

Clifton Rodes, director of sales, 
Belknap Hardware & Mfg. Co., 
wholesale, Louisville, Ky., one of 
the principal speakers, spoke on 
“Meeting the Situation Today.” In 
harmony with the subject discussed 
by most of the other speakers, Mr. 
Rodes said that the present Gover- 
nor of Kentucky, A. B. Chandler, 
had been opposed to the State sales 
tax, and that he was overwhelm- 

(Continued on page 90) 
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The 

Standard Reference Book 

for hardware and related 

merchandise the next edi- 

tion of which will appear 
on August 27, 1936. 


Frencutown, N. J.: Who makes 
the Director lawn mower?—E. C. 
Johnson & Co. 

ANSWER: F & N Lawn Mower 
Co., Muncie, Ind. 


* + 


FarirFIELD, Conn.: Where can we 
buy Craftsman wood carving sets, 
as made by H. Taylor, Sheffield, 
England?—The Fairfield Masons’ 
Supply Co. 

ANSWER: Alfred Field & Co., 
Inc., 93 Chambers St., New York 
City. 

* * 

CuHatuaM, N. J.: Who makes the 
Blue Bird C & C lawn mower?— 
Trowbridge & Atteridg. 

ANSWER: Chadborn & Coldwell 
Mfg. Co., Newburgh, N. Y. 


- @& ¢ 


Boston, Mass.: Who makes the 
Unique sash balance? — S. Simons 
Hardware Co. 

ANSWER: Unique Window Bal- 
ance Corp., 296 E. 134th St., New 
York City. 


- 'S © 


Cotumsia, S. C.: Furnish address 
of Isaac A. Sheppard & Co., manu- 
facturers of stoves.—Lorick & Low- 
rance. 

ANSWER: Eastern Ave. & Ches- 
ter St., Baltimore, Md. 

ek 


Martins Ferry, Onto: Who 
makes a hand lawn mower that has 
a cutter bar like a moving machine? 
—Leo Ciaver Hardware. 

ANSWER: Clipper 
Dixon, Ill. 


Mfg. Co., 
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Who Makes It? 


information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
26, 1935. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


tion or issue. 


Saint Joun, N. B., Canapa: Is 
the Angle Lamp Co., Inc., formerly 
of 47 S. Ninth St., Brooklyn, N. Y., 
still in business?—W. H. Thorne 
& Co. 

ANSWER: This firm has been 
absorbed by the Standard Container 
Co., 37 S. Ninth St., Brooklyn, N. Y. 





Helps in Closing Sales 


PertH Amboy, N. J.—Thank 
you for our copy of “Who Makes 
It?” issue of HARDWARE AGE. 

We find this book very helpful 
in closing a sale, particularly 
when the customer has no knowl- 
edge of the manufacturer of a cer- 
tain item. 

We have no doubt that we shall 
have to refer to this Directory 
quite frequently during the com- 
ing months, to our advantage. 

WituiaM BalrLey, 
Perth Amboy Hardware Co. 


Occupies Prominent 
Place 


WasHINGTON, InD.—We are 
pleased to advise that we have re- 
ceived our copy of HARDWARE 
AcE Directory and same occupies 
a prominent place in our office. 

Ever since you have issued 
“Who Makes it” (the writer has 
spent fifty-two years in the hard- 
ware business) I have considered 
the edition one of great value and 
it is constantly in use by those as- 
sociated with me in the conducting 
of our business. 


L. H. O’DonneELL, 
O’Donnell Hardware Co. 


New Lonpon, Conn.: Who makes 


’ Chloroil, a special oil for firearms? 


—The G. M. Williams Co. 

ANSWER: Savage Arms Corp.. 
Utica, N. Y. 

* * * 

Jerrerson City, Mo.: Who makes 
(1) Ateco Standard cake decora- 
tors, and (2) stone sledges bearing 
a trade mark consisting of a horse- 
shoe with A in its center ?—Schleet 
Bros. 

ANSWER: (1) A. Thomsen & 
Co., 488 Woodward Ave., Brooklyn, 
N. Y., and (2) Stanley Rule & Level 
Plant, New Britain, Conn. 

* * * 

Witurmantic, Conn.: Furnish 
correct firm name and address of 
Nelson Bros., pump manufacturers. 
—The Hurley-Grant Co. 

ANSWER: Nelson 
Saginaw, Mich. 

* * 


Bros. Co., 


Emrortia, Va.: Who makes 
Vacuum Grip pliers?—W. T. Til- 
lar Co. 

ANSWER: Forged Steel Products 
Co., Newport, Pa. 

* * * 

CHARLESTON, S. C.: Who makes a 
sash sustainer, which holds windows 
open without weights or balances? 
—Ball Supply Co. 

ANSWER: Austral Window Co.. 


* 101 Park Ave., New York City. 


* %*+ 


Los ANGELES, Cau.: Supply name 
and address of the eastern manu- 
facturer of an electric razor that 
retails for $10—Key Hardware Co. 

ANSWER: Clipshave, Inc., 11 N. 
Pearl St., Portchester, N. Y. 

* *% * 

New York City: Furnish address 
of the Acro Die Casting Co., manu- 
facturers of white brass screen num- 
bers.—Semer Hardware Co. 

ANSWER: 6641 Burleigh St., 
Milwaukee, Wis. 
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Patman Forces Accept Borah-Van Nuys Amendment 
for Anti-Price Discrimination Legislation 


Revised Patman-Robinson Bill due for immediate considera- 
tion in Congress as this issue goes to press. Some vagueness 
exists in control and penalty procedure and some indefinite 
decisions regarding exemption of farm cooperatives perplexes 


sponsors of bill. 
Agreement on the Patman- 
Robinson anti-price discrimina- 
tion bill has been reached by 
House and Senate conferees 
after acceptance of the Borah- 
Van Nuys amendment which was 
a bone of contention. The amend- 
ment was incorporated in the 
Robinson bill in the Senate but 
was opposed and defeated when 
effort was made to include it in 
the Patman bill in the House. 
Though he fought it bitterly on 
the floor of the House, Represen- 
tative Patman issued a statement 
saying he considered the bill 
agreed upon as generally satis- 
factory. He pointed out that the 
Borah-Van Nuys provision will go 
into the bill as a separate sec- 
tion. Nevertheless, the provision 
becomes part of the legislation 
which conferees were prepared to 
bring before the Senate and Con- 
gress for immediate approval 
when Congress again meets Mon- 
day, June 15, according to our 
best information at press time. 
Patman said the Borah-Van 
Nuys bill will really strengthen 
the legislation rather than weak- 


en it, a statement which is in 
striking contrast to the conten- 
tion made by Patman on the 
House floor that the Borah-Van 
Nuys amendment would kill the 
bill. He contended at that time 
that the amendment was unwork- 
able. He pointed out that it will 
not prohibit pseudo-brokerage or 
pseudo advertising allowances or 
anything else except where quan- 
tities are exactly the same. It 
could be changed, he then stated 
by just taking one case out of a 
carload or putting one more in 
a carload and it would not apply. 

“Furthermore, it is worded in 
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a way that an independent would 
have to show that this large cor- 
porate chain was doing it for the 
purpose of destroying him as a 
competitor. That means that the 
little independent would have to 
employ a staff of snoopers or 
clairvoyants or somebody to go 
out and get this evidence for him. 
He would have to go all over 
the nation in order to do it. 
Furthermore, it provides that the 
competitors shall not sell at an 
unreasonably low price. Not only 
is that very indefinite as to what 
is an unreasonably low price but, 
in addition to that, it will have 
to be shown that it was sold at 
an unreasonably low price for the 
purpose of destroying a competi- 
tor,” said Mr. Patman, who in 
opposing the amendment on the 
House floor, wanted to know 
what is the use of a penalty if 
there is no law. He was re- 
ferring to the Borah-Van Nuys 
provision for a criminal penalty 
and a fine up to $5,000 and im- 
prisonment up to one year for 
violating its provisions against 
discriminating against com- 
petitors by a discount, rebate, 
allowance or advertising service, 
or to sell goods in any part of the 
United States at prices lower than 
those exacted by the seller else- 
where in the United States for 
the purpose of eliminating a com- 
petitor. 

Upon the conference agree- 
ment, however, Patman said the 
bill insofar as civil rights are 
concerned will remain as it is. 

“I am personally elated over 
the situation as it now stands,” 
said Mr. Patman. “The House 
will have to act on the conference 
report first. It will be Monday. 
week June 15, 1936, before this 
can be done. We are not expect- 
ing any trouble in the House and 
my present information is that 
we will not have any trouble in 
the Senate getting the conference 
report adopted. The feeling seems 





to be that the corporate chains 
are afraid to make an effort to 
kill this bill for fear that it will 
inspire an effective campaign that 
will cultivate public sentiment suf- 
ficiently to cause Congress to pass 
laws that will absolutely destroy 
all chain enterprise at the ses- 
sion beginning next January.” 

That the bill is proving difficult 
of analysis is shown by various 
interpretations placed on it and 
some have questioned its actual 
effectiveness. 

The Borah-Van Nuys amend- 
ment, which reflected the prin- 
cipal difference bet ween the 
Senate and House bills, said to 
strengthen Section 2 of the Clay- 
ton anti-trust act permits differen- 
tials which make only due allow- 
ance for differences in the cost of 
manufacture, sale, or delivery 
resulting from the differing meth- 
ods or quantities in which com- 
modities are sold or delivered. 
It also permits the lowering of 
prices made in good faith in order 
to meet competition and permis- 
sion is granted to select custom- 





ers. On the other hand, the bill 
as agreed upon carries the Sen- 
ate provision by which the Fed- 
eral Trade Commission is author- 
ized to fix quantity discounts 
“where it finds that available 
purchasers in greater quantities 
are so few as to render differen- 
tials on account thereof unjustly 
discriminatory or promotive ol 
monopoly. The House provision 
gave the commission much wider 
powers to fix quantity discount 
limits. 

By knocking out the amend- 
ment of Senator Vandenberg, the 
conferees removed the exemption 
from the measure of manufac- 
turer in the purchase of their 
supplies. The amendment of 
Senator McNary was revised so 
as to provide for lowering of 
prices in order to meet competi- 
tion in a community where it is 
done in good faith. Revision 
also was made in the provision 
relating to cooperatives so that 
all dividends or earnings may be 
returned to their members. This 
change was looked upon as a 
mere sop to cooperatives inas- 
much as they would in any event, 
have the right to all dividends 
or earnings. 





APPOINT REED ASST. 
DIRECTOR OF CENSUS 


Secretary of Commerce, Daniel 
C. Roper, has announced the ap- 
pointment of Dr. Vergil D. Reed 
of Boston as assistant director of 
the Bureau of the Census, suc- 
ceeding Dr. Stuart A. Rice who 
resigned to accept the chairman- 
ship of the Central Statistical 
Board. Since September, 1935, 
Dr. Reed has been chief of the 
Retail and Wholesale Trade Divi- 
sion of the Census of Business. 
During the existence of the 
Massachusetts State Recovery 
Board, directed by E. A. Filen, 
Dr. Reed was a member of the 
Research and Statistics Commit- 
tee. 
In 1922 he joined W. R. Grace 
& Co., exporters and importers, 
resigning in 1927 to become man- 
ager of the Research and Service 
Department of Bissel & Land, 
Inc., a Pittsburgh industrial ad- 
vertising agency. After two 
years with this concern he went 
to Boston University as an as- 





sistant professor in marketing. In 
1930 he became associated pro- 
fessor in the same field but was 
granted leave of absence in 
1935 to take up his duties with 
the Census of Business. Simul- 
taneously with his association at 
Boston University, Dr. Reed 
served as vice-president and direc- 
tor of research of the Wells Ad- 
vertising Agency in Boston. 
John Guernsey has been ap- 
pointed to take charge of the 
retail and wholesale trade work. 
Mr. Guernsey was in charge of 
retail trade in both the 1929 and 
1933 census. He recently was 


editor of the Retail Ledger. 





GULF STATES STEEL 
APPOINTS ASST. S-M. 


W. Marsh Acker has been ap- 
pointed assistant general sales 
manager of the Gulf States Steel 
Co., Birmingham, Ala., effective 
May 15, it was announced by 
Carl C. Brown, general sales 
manager. 


HARDWARE AGE 





JUNE 


sale 
dist 
ame 
wal 
dire 
Nes 
ent 
spe 


Ar 
Pi 
fec 
no 


ati 
fre 
sir 


Jt 





WARE 





-E FOR 








e bill 
Sen- 
Fed- 

ithor- 

punts 
lable 
tities 
eren- 
ustly 

e ol 

ision 

vider 
ount 


iend- 
, the 
stion 
ifac- 
their 

of 
d so 
; of 
peti- 
it is 
sion 
sion 
that 
y be 
This 
sa 
nas- 
ent, 
nds 


_In 
oro- 
was 

in 
rith 
1ul- 

at 


rec- 


Ad- 


ap- 
the 
rk. 

of 
ind 


vas 


ap- 
les 
eel 
ive 


les 


AGE—WHILE IT’S NEWS 


THE 


TRADE [eee 











JUNE 18, 1936 











DAVIS TO DIRECT 
SALES FOR NESCO 


Guy C. Davis, formerly district 
sales manager of the Dallas, Tex., 
district for The National En- 
ameling and Stamping Co., Mil- 
waukee, Wis., has been appointed 
director of sales of the entire 


Nesco organization. Mr, Davis’ 
entire business career has been 
spent in the kitchen utensil and 





GUY C. DAVIS 


housewares industry. His most 
recent successes have been in 
connection with sales organiza- 
tion and distribution in the kero- 
sene stove and range industry 
for Nesco and other nationally- 
known companies in the field. 

T. W. Gulley, vice-president, 
will collaborate with Mr. Davis 
in his new position, and William 
Kelley, general sales manager, 
will work with the large national 
wholesale organizations and other 
distributors. 


BENNETT, HEAD OF TIN 
PLATE FIRM, RETIRES 


C. W. Bennett, president, 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa., has retired, ef- 
fective June 1. He has an- 
nounced no plans for the future. 

Mr. Bennett, upon his gradu- 
ation in mechanical engineering 
from the University of Wiscon- 
sin, in 1892, became associated 
with the Marinette Iron Works, 
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West Duluth, Minn., as a ma- 
chinist. After a short period with 
the LaCrosse Plow Works, he 
associated himself with the me- 
chanical department of the 
World’s Fair. In 1894 he joined 
the Illinois Steel Co. as a drafts- 
man and assistant to the master 
mechanic. Three years later he 
joined the American Tin Plate 
Co. at its Ellwood, Ind., works, 





and was located there nine years, 
first as master mechanic and 
later as manager of the Indiana 
mills of the company. 

In January, 1906, he was trans- 
ferred to Pittsburgh and ap- 
pointed assistant to the presi- 
dent. In November, 1925, he was 
elected vice-president, and on 
Jan. 1, 1934, was made president 
of the company. 





ASSOCIATED POT & KETTLE CLUB NEWS 


The Los Angeles Pot & Kettle 
Club is sponsoring many activi- 
ties, the most recent of which 
was the dinner dance held 
June 6 at the Hollywood Coun- 
try Club. 

The coming convention at the 
Wawona Hotel, Yosemite Park, 
June 26 to 28, is uppermost in 
everybody’s mind and the many 
reservations indicate that it will 
be a successful affair. All hard- 
ware and houseware men who 
are in the vicinity of the Pacific 
Coast at that time are invited to 
attend the convention and the 
same rates and privileges that 
have been secured for the mem- 


bers will be gladly extended to 
such travelers if they will com- 
municate with M. Sweyd, chair- 
man of the convention, 718 
Mission St., San Francisco, Cal. 


The Oakland Club had a very 





interesting meeting on May 21 
under the chairmanship of J. H. 
Crowley. Although, because of 
its proximity to San Francisco, 
the membership is not very large, 
numbering about 22 members, 
the attendance at the luncheons 
is very satisfactory, considering 
that many of the men travel. 

Weldon Read, member of the 
Los Angeles Club, will sponsor 
another golf tournament. 

The Portland Club, youngest 
member of the group, is making 
excellent progress under the 
leadership of O. M. Tucker, 
president, and W. F. Morton, 
vice-president. Both Mr. Tucker 
and Mr. Morton are shown in 
the photograph, along with the 
other officers of the club, A. B. 
Cox, recording secretary; Wil- 
liam Young, treasurer, and Fred 
C. Wood, corresponding secre- 
tary. 

A number of members from 
the Seattle Club are expected to 
attend the Wawona convention. 





Officers of the Portland Pot & Kettle Club. Seated, left to 
right, A. B. Cox, Rec. Sec., O. M. Tucker, Pres., W. F. Morton, 


ve. 


Standing, Wm. Young, Treas., Fred C. Wood, Cor. Sec. 





HARDWARE MEN ARE 
WINNERS IN FISHERMEN’S 
WEEK WINDOW CONTEST 


William B. Burke, display 
manager of the Morehouse & 
Wells Co., wholesale, 
Ill., was awarded first prize of 
$50 in the Fishermen’s Week 
window display contest sponsored 
for the third consecutive year by 
The Sporting Goods Dealer. 

Other hardware men won third, 
fourth, sixth, and seventh prizes; 
one qualified as a runner-up, and 
three received honorable men- 
tion. They were: Robert L. Gat- 
liff, Rialey-Milam, Inc., Miami, 
Fla.; Glenn K. Benard, Black & 
Co., Decatur, Ill.; George F. 
Hauber, College Branch, Maxwell 
Hardware Co., Berkeley, Cal.; 
Stewart Fillingham, George W. 
Hubbard Hardware Co., Flint, 
Mich.; H. M. Bullock, W. D. 
Joyner & Sons, Rocky Mount, 
N. C.; H. A. Wiesen, Jacobs’, 
Flint, Mich.; Fred J. Stutz, 
Turner Hardware & Implement 
Co., Modesto, Cal., and Joe 
Bevers, Callum & Boren Co., Dal- 
las, Tex, 

In the Fishermen’s Week news- 
paper advertising contest, also 
sponsored by The Sporting Goods 
Dealer, W. D. Joyner & Sons 


won first prize. 


Decatur, 


ANNUAL SALES MEETING 
OF FONES BROS. CO. 


Approximately 50 employees of 
the Fones Bros. Hardware Co., 
Little Rock, Ark., attended the 
annual sales meeting there June 
5, 6. A banquet was held at the 
Hotel Albert Pike, with R. H. 
Baker, vice-president and mer- 
chandise manager, presiding. 
Ralph W. Carney, sales promo- 
tion manager, The Coleman Lamp 
and Stove Co., Wichita, Kan., was 
guest speaker. 

Other speakers on the program 
included, Henry H. Tucker, presi- 
dent, president Fones Bros. Hard- 
ware Co.; George McCraig, Dal- 
las, Tex.; Louis Rugg, Memphis, 
Tenn.; Arch L. Hager, St. Louis; 
Herbert R. Kay, Pittsburgh, Pa.; 
Bob Vance, Bona-Allen Co., 
Buford, Ga.; L. L. Anderson, 
Dayton, Ohio; Wilbur Higgins, 
Starline, Inc., Harvard, IIl., and 
L. E. Gilliard, Philadelphia, Pa. 
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Fred Pfeifer Receives 50 Year Club Certificate at Luncheon 


Tendered Him by Hardware 


Charter member of the HARDWARE AGE 50 Year 


Club Guest of Honor at Im 
8, 1936. 


Frederick Pfeifer received his 
certificate of membership in the 
Harpware Ace Firty Year CLus 
at an informal, impromptu lunch- 
eon arranged by some of his 
friends in the hardware trade. 

The party was held at the Mer- 
chants Restaurant, New York 
City, on Monday, June 8, 1936, 
with about 30 present. The ar- 
rangements were handled by 


| 


| 





Ralph S. Allen, Diamond Expan- 
sion Bolt Co., and secretary of 
the Brooklyn Hardware Associa- 
tion and of the Hardware Square 


Club. Mr. Pfeifer represents 
several leading companies in the 
eastern part of the United States, 








434 RESERVATIONS 
FOR HOUSEWARES SHOW 


Four hundred and thirty-four 
manufacturers have reserved 
space for exhibiting their lines 
at the New York Housewares 
Show to be held July 19 to 25 at | 
the Hotel Pennsylvania, New | 
York City. At the office of the | 
Housewares Manufacturers’ As- | 
sociation, Flo English, executive 
secretary and manager of the | 
show, reports that more than 90 
per cent of the available space 
has already been taken. Accord- 
ing to Mrs. English, there is 
more interest in this year’s show | 





than there has been in many | 
years. 

It is estimated that this year’s 
widespread enthusiasm is partly 
due to the growing success of 
shows as a means of stimulating 
business in all fields—and partly 
due to the progress made in styl- 
ing housewares, china and glass. 

The New York Housewares 
Manufacturers’ Association is ar- 





50 


promptu Luncheon, June 











principally The Paine Co., and 


| the Payson Mfg. Co. He has 


been in the hardware business 
for 54 years and was one of the 
early members of the HARDWARE 
Ace Firty Year Civs, an honor- 


| ary life membership group for 


men who have served any part 
of the hardware industry for 50 
years or more. 

George H. Griffiths, president, 
HarpwareE AGE, made the presen- 





Friends 


tation of the framed certificate, 
following appropriate tributes to 
Mr. Pfeifer by Sydney Atkinson, 
president, Brooklyn Hardware 
Association, Lew Edwards, Amer- 
ican Saw & Mfg. Co., president, 
Hardware Square Club, and Roy 
C. Schmidt, Stanley Works, and 
Seymour Sears, The Tucker Co., 
speaking for the Hardware 
Boosters. Mr. Pfeifer is a mem- 
ber of the latter two organiza- 
tions and is well known and ad- 
mired throughout the trade. 
Chas. J. Heale, editor, HARDWARE 
AGE, acted as toastmaster and 
made brief introductory remarks 
about Mr. Pfeifer’s business 
career and his enviable status 
in the industry. He also ex- 
plained the purpose of the club. 


An interesting phase of this 
little celebration is the fact that 
no invitations were issued nor 
any announcements made. Tlie 
party was originally a luncheon 
for Mr. Pfeifer and three others, 
but as word spread other good 
friends joined the party entirely 
on their own spontaneity. 








ranging a social program which 
will include a cocktail party and 
banquet at the Hotel Pennsyl- 
vania, and a boat ride up the 
Hudson River, a boat having 


| been chartered for the latter. All 


entertainment will take place 


| after the show hours which are 


from 9 a. m. to 6:30 p. m. Guests 
will have an opportunity to be- 


| come acquainted and talk shop 


or relax. 
Another phase of this year’s 


| show is the interest expressed by 


foreign countries. Many foreign 
embassies have written for data 
on the show and have indicated 


| that their representatives plan to 


do buying for foreign consump- 
tion. 


GOLF TOURNEY OF HDWE. 
MERCHANTS & MFRS. 
The Hardware Merchants’ & 

Manufacturers’ Association of 

Philadelphia, 505 Arch St., held 


a golf tournament and meeting 





May 26. Thirty-four members 
and guests participated in the 
tournament which was held in 
the afternoon. Fifty-five members 
attended the dinner meeting in 
the evening, which was one of 
the largest regular meetings the 
association has ever held. The 
balance of the meeting was de- 
voted to regular business, after 
which the golf prizes for the 
afternoon were awarded. 

John S. North, North Bros. 
Mfg. Co., is president of the as- 
sociation; William George Steltz, 
Supplee-Biddle Hardware Co., is 
vice-president, and George A. 
Fernley, 505 Arch St., Philadel- 
phia, is secretary-treasurer. 


Harry Bastian has opened the 
Bastian Hardware store on North 
Main St., Galena, Ill., with a 
stock of hardware, paints, stoves, 
etc. Mr. Bastian has been in 
wholesale and retail hardware 
for 25 year:. 





AMERICAN CHAIN CO. 
ELECTS OFFICERS 


At the annual meeting of the 
board of directors of the Ameri- 
can Chain Co., Inc., Bridgeport, 
Conn., held May 19, the follow- 
ing officers were elected: Walter 
B. Lashar, chairman of the 





A. P. VAN SCHAICK 


board; William T. Morris, pres- 
ident; Wilmot F. Wheeler, ex- 
ecutive vice-president and trea- 
surer; Arthur P. Van Schaick, 
vice-president in charge of sales; 
Charles G. Williams, vice-presi- 
dent in charge of production, 
and William M. Wheeler, sec- 
retary. 

Mr. Van Schaick is a past 
president of the American Hard- 
ware Manufacturers’ Association. 





CHURCH, SALES DIR., 
STAINLESS STEEL PROD. 
H. A. Church, formerly gen- 


eral manager of Lux-Visel, Inc., 
Elkhart, Ind., has been appointed 





H. A. CHURCH 


sales director for the Stainless 
Steel Products Co., La Grange, 
Ill. Previous to his Lux-Visel 
connection, he was vice-president 
of Thomas H. Bowers Advertis- 
ing Agency and for 17 years was 
connected with Aluminum Prod- 
ucts Co., La Grange. 
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TWO SUMMER HOUSEWARE SHOWS 
TO BE HELD IN THE MERCHANDISE MART 


Two distinct housewares 
shows, called the “International 
Housewares and Major Appli- 
ance Markets,” will be presented 
in the Merchandise Mart, Chi- 
cago, from July 6-18 and August 
3-16. 

During the first of these, to 
be held in conjunction with the 
furniture, floor covering, curtain 
and drapery, and lamp markets, 
most emphasis will be placed on 
major appliances, according to 
general manager, T. J. Reed, 
who explained that a majority 
of the buyers who will be in 
the Mart at that time for other 
markets are also buyers of re- 
frigerators, stoves, ironers, wash- 
ing machines, and the like. At 
the same time, however, all 
spaces devoted to housewares 
and small appliances will hold 
special showings, too, he said, 
and many manufacturers plan to 
make additions to their lines at 
this time. Those manufacturers 
who will open temporary show- 
rooms for the July market period 
will be permitted to remain over 
for the August shows. 

A highlight of the July show 
will be the 14th Floor club’s 
monthly buyer luncheon, which, 
will probably be held in the sec- 
ond floor auditorium because it 
is expected that at least 500 
buyers will attend the luncheon 
at which a prominent merchan- 
dising authority will speak. 

The August market will be 





held in conjunction with the 
glass, pottery, and _ giftwares 
show. Members of the 14th 


Floor Mart Club and the asso- 
ciation of housewares exhibitors, 
will join with the Glass, Pot- 
tery, and Giftwares Association 
of Chicago in formulating plans 
for the event, and the two other 
groups will cooperate throughout 
the market. 

One of the entertainment fea- 
tures will be a party similar to 
that staged at the “Chez Paree” 
during the January markets. 
This affair, which will be held 
with the cooperation of glass and 
pottery exhibitors, will be free 
to buyers. The “Kooler” will be 
again operated and the usually 
daily free luncheons will be pro- 
vided without charge to buyers 
during both markets. Worth- 
while prizes will be given 
throughout the market periods 
and other entertainment is 
planned. 


CHIVINGTON SALES MGR. 
FOR LONERGAN MFG. CO. 


Lonergan Mfg. Co., Michigan 
City, Ind., manufacturer of fire- 
side oil-burning heaters, has ap- 
pointed Deane Chivington sales 
manager. Mr. Chivington was 
formerly in charge of the ap- 
pliance division of the Standard 
Oil Co. of New York, Prior to 
that he was a manufacturer of 
trucks in Chicago. 





COLEMAN DOUBLES OIL HEATER LINE 
AND QUADRUPLES PRODUCTION CAPACITY 


After last season’s success, The 
Coleman Lamp and Stove Co., 
Wichita, Kan., has doubled its 
line of oil heaters and 
quadrupled its production ca- 
pacity to take care of the demand 
which last year exceeded the 
preduction capacity. Charles E. 
Parr, general manager, has 
pointed out that people through- 
out the county are realizing their 
unusual value for many heating 
requirements. 

“The biggest selling feature is 
the new Heat-A-Justor Doors,” he 
said, “which provide a focused 
comfort zone of quick, radiant 
heat, in addition to the heat cir- 
culated by the heater. So many 
people have demanded this extra 
service that we have created two 
new models with these doors. 

“Another feature is the ap- 
pearance of the heaters, which 
harmonize with all types of fur- 
niture. The fact that these heat- 
ers burn inexpensive furnace oil 
with 80 to 85 per cent actual 
heat recovery gives them added 
advantage. 

“This widespread interest in 
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the new heaters has created un- 
usual sales opportunities, but 
the dealers who get most of the 
business will have to go out and 
bring it in. Competition will be 
keen and the dealer who sits and 
waits for his customers to come 
in will likely be left behind. 

“The most successful dealer 
will first learn all about the 
product from the manufacturer 
—know its superior points. Then 
they will get full instructions on 
how to determine the proper size 
of heater for the space to be 
heated and how to install it cor- 
rectly. 

“Alert dealers will profit by a 
planned schedule of local adver- 
tising to tie-up with the manu- 
facturer’s national advertising. 
This should be accompanied by 
various other means of gaining 
prospects, such as direct mail, 
convassers, telephone calls, dis- 
plays, etc. The heaters should 
be well displayed and ready for 
demonstration at all times. 

“We still have a few exclusive 
Coleman franchises to offer ac- 
ceptable, aggressive dealers. Both 





the product and the market are 
right for them, but it will take 
thorough and intelligent cultiva- 
tion to develop the sales that are 
potentially possible.” 





KNUPFER, GEN. S.-M. 
OF CARBORUNDUM CO. 


The Carborundum Co., Niagara 
Falls, has appointed Charles P. 
Knupfer general sales manager. 
Mr. Knupfer for many years 
represented the company as con- 





CHAS. P. KNUPFER 


tinental sales manager in Europe. 
His long association with the 
company, his wide experience in 
directing the sales of its prod- 
ucts in practically all the mar- 
kets of the world, together with 
a broad technical knowledge of 
abrasive and refractory products, 
fit him for his new position. 
Mr. Knupfer will make his 
headquarters at Niagara Falls 
where the executive and sales 
offices and the main plant of The 
Carborundum Co. are located. 





MERCHANDISING PLAN 
FOR CANNING EQUIPMENT 


The Swartzbaugh Mfg. Co., 
Toledo, Ohio, manufacturer of 
the Conservo Steam Cooker and 
Canner, and the Everhot Auto- 
matic Electric Roaster, has de- 
veloped a merchandising plan 
for selling canning equipment. 
The plan is offered free to deal- 
ers and encompasses a canning 
contest, which is described in 
detail. 

The plan presents a_back- 
ground for such a contest. Active 
selling canning items that should 
be stocked are listed, as well as 
the materials needed. It is sug- 
gested that a “special” be fea- 
tured, and prospects gained 
through women who are church 
and club leaders by letters ask- 
ing them to spread the news 
around. 

To further aid the dealer, ad- 
vertising mediums are set forth 
and advertising copy has been 





prepared for use in announcing 
the contest and for the day be- 
fore its close. The procedure 
for the contest is outlined and 
includes the judging, the awards, 
and the subsequent disposal of 
the entries. 

The Conservo Department of 
The Swartzbaugh Mfg. Co., will 
supply the following sales helps 
free: Two-color mailing circu- 
lars; lithographed window trim; 
cuts and mats; and cook books. 
Extra copies of the cook book 
are supplied at five cents per 
copy. 


138-YEAR-OLD STORE 
CLOSES ITS DOORS 


The Lawson Hardware Co. 
established in Newburgh, N. Y., 
in 1798, was sold in bulk sale 
to Creamer & Seigel, Feb. 1, 
1936. This latter firm, in an at- 
tempt to liquidate the stock, held 
sales up until April, when the 
balance of the stock was sold to 
a New York City firm. Today 
nothing remains of this 138-year- 
old store but the building, the 
business having been terminated. 

The firm had its inception 
when John Brown, an_ Irish 
refugee, erected the first brick 
building in Newburgh on the 
west side of Water St., between 
Second and Third Sts., and his 
sons set up a hardware and agri- 
cultural store. In 1868 C. J. 
Lawson purchased a half interest 
in the business and three years 
later became sole owner. Upon 
his death in 1879 Frank J. and 
James T. Lawson continued the 
business together until 1903. 

In 1907 Ralph W. Whitehill 
bought a part interest from J. T. 
Lawson, and in 1913 the entire 
business passed under the control 
of Mr. Whitehill, with whom was 
associated his brother, Walter H. 
Whitehill. 

Ralph W. Whitehill, Grand 
Ave., Newburgh, who was trea- 
surer and general manager of the 
business until September, 1935, 
is now engaged in the sale of 
builders’ hardware, contractors’ 
and mill supplies, stocks of which 
are carried. 


HARRY H. HENDRICK DIES 


Harry H. Hendrick, 59, hard- 
ware merchant and burgess of 
Linesville, Pa., passed away sud- 
denly May 21. He had been ill 
only a few days. 

Mr. Hendrick upon his gradu- 
ation taught school for several 
years and then became interested 
in the hardware business. For 
the past 20 years he had been 
a member of the firm of Hen- 
drick & Brooks at Linesville. At 
the time of his death he had 
served as burgess for nearly six 
years. His widow survives. 
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MERGE AMERICAN SHEET AND TIN PLATE CO. 
WITH CARNEGIE-ILLINOIS STEEL CORP. 


The American Sheet and Tin 
Plate Co., Pittsburgh, Pa., was 
merged with the Carnegie-Illinois 
Steel Corp., also of that city, 
effective June 1, the consolidated 
companies being known as the 
Carnegie-Illinois Steel Corp., 





B. F. FAIRLESS 


with headquarters at Pittsburgh 
and Chicago. 

The officials of the new com- 
pany are: B. F. Fairless, presi- 
dent; G. C. Kimball, executive 





D. A. BARRETT 


vice-president at Chicago; L. H. 
Burnett, vice-president; C. V. 
McKaig, vice-president and gen- 
eral manager of sales; J. H. Mc- 
Kown, assistant vice-president 
and assistant general manager 
of sales; W. I. Howland, Jr., 
vice-president, western sales, Chi- 
cago; J. W. Hamilton, secretary; 
F. C. Harper, treasurer; O. M. 
Havekotte, assistant treasurer at 
Pittsburgh; E. B. Harkness, as- 
sistant treasurer at Chicago; 
William Donald, comptroller; J. 
E. Lose, vice-president in charge 
of operations; D. A. Barrett, vice- 
president; W. C. Oberg, manager 
of operations, Pittsburgh district ; 
R. B. Saylor, assistant manager 
of operations, Pittsburgh dis- 





F. C. HARPER 


trict; Walther Mathesius, man- 
ager of operations, Chicago dis- 
trict; H. G. Ilvried, assistant 
manager of operations, Chicago 
district; C. F. W. Rys, chief 
metallurgical engineer; Sydney 
Dillon, chief engineer; J. A. 
Hagan, chief industrial engineer; 
C. R. Miller, Jr., purchasing 
agent at Pittsburgh; F. J. Rief, 
purchasing agent at Chicago, and 
Carroll Burton, vice-president, 





Lorain division. 





NUTMEGGERS HOLD 
ANNUAL OUTING AT 
NORWICH INN 


The Nutmeggers held a very 
successful outing on Wednesday, 
June 10th, at the Norwich Inn 
and Golf Club. A large field 
entered the golf tournament but 
the winning player, Stewart A. 
Russell of Holyoke, Mass., 
showed a brand of golf that 
easily made him the winner, 
shooting a 76 for the 18 holes. 
Even with a handicap he was 
still good enough to win de- 
cisively. 

An excellent supper was served 
on the veranda of the club and 
a brief meeting held at which 
Chas. Gallager presided. Three 


and admitted to membership. 
They are W. E. Wyman, Minne- 
sota Mining and Mfg. Co.; H. 
J. Strugnell, Remington Arms 
Co., and E. F. Harding of Henry 
Disston & Sons, Inc., Philadel- 
phia. 

After the adjournment of the 
business meeting the members 
spent the remainder of the eve- 
ning in a social get-together. 





WIDER TERRITORY FOR 
HAROLD F. SULLIVAN 


Harold F. Sullivan, of Hari- 
ford, Conn., having covered 
Western Massachusetts and 
lower New York State for A. G. 
Spalding & Bros. for the past 13 
years, has now taken over all of 





new members were voted upon 
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New England and New York 


State as direct sales representa- 
tive for A. J. Reich, Wright & 
Ditson and Spalding under the 
new combined sales set-up on 
special dealer accounts and dis- 
tributors. 


ANIMAL TRAP OFFERS 
FREE DISPLAY STAND 


The Animal Trap Co. of Amer- 
ica, Lititz, Pa., is providing an 
attractive three colored display 
stand, without charge, in connec- 
tion with orders placed through 
wholesalers for its animal traps. 
The size of the display stand 
makes it adaptable for either 
counter, window, or display table 
use. To help attract attention, 
three free lacquered sample traps 
are included with the display. 





CHI-NAMEL CO. 
ADDS TO SALES STAFF 


The Chi-Namel Paint & Var- 
nish Co., 43 E. Ohio St., Chicago, 


do special sales work in central 
Indiana. He has been with the 
Nu-Enamel Corp., for the past 
few years and has had previous 
experience in the building trade. 





NORTH DAKOTA 


J. T. Elsaas has opened a 
hardware store in Pekin, N. D. 





OKLAHOMA 


John Troy has purchased 
Tommy Godwin’s interest in the 
Tharp Hardware store, Tonkawa, 
Okla. He had formerly been in 
the hardware business in Ponca 
City, that state. 





OREGON 


George Cooper, fire chief and 
a member of the city council, 
Monmouth, Ore., has opened a 
hardware store there. He will 
feature electrical appliances and 





Ill., has appointed H. F. Hart to 


supplies and radio equipment. 





SHAW, DISTRICT MGR. 
FOR FAIRBANKS, MORSE 


W. S. Shaw has been ap- 
pointed southwestern district 
manager of the Home Appliance 
Division of Fairbanks, Morse & 
Co., Indianapolis, Ind., and in 
this new position will play an im- 
portant part in marketing Fair- 
banks-Morse refrigerators, radios, 
washers and ironers. 





W. S. SHAW 


In 1920 he joined the General 
Electric merchandise department, 
and after a year in the factory at 
Bridgeport, Conn., was trans- 
ferred to Atlanta, Ga., where he 
became southern zone manager. 
In 1929 he returned to Bridge- 
port and spent two years placing 
the General Electric sun lamp on 
the market. For two years Mr. 





Shaw was manager of appliance 








sales for the General Electric 
Supply Co. in the Chicago dis- 
trict, and for one year was the 
Chicago merchandise representa- 
tive. For the past year and a 
half he has represented the Radiv 
Corporation of America in Kan- 
sas, Missouri, Oklahoma, and 
Texas. 


GEORGE L. SEXTON 
STARTS NEW BUSINESS 


The Long Hill Laboratories, for 
the manufacture of a number of 
items for the hardware field, has 
been formed by George L. Sex- 
ton, until recently vice-president 
and general manager of Bond 





GEORGE L. SEXTON 


Electric Corp. Mr. Sexton is 
president and general manager of 
the new company, the offices of 
which will be located at the 
plant in Long Hill, Conn., and 
New York City. 
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HERE AND THERE IN THE HARDWARE TRADE 





ALABAMA 
Mrs. Homer M. White and 
her two sons, William and Rob- 
ert White, have opened the White 
Hardware Co. at Scottsboro, Ala. 





S. D. Brooks, proprietor of 
Brooks Hardware Co., Inc., An- 
dalusia, Ala., has sold his entire 
interests in the business. The 
firm is now owned and operated 
by B. H. Ford, president, G. W. 
Moye, vice-president and Joe 
Ford, secretary-treasurer. 





CALIFORNIA 
John L. Moore Banning, Cal., 
has sold his hardware store to 
the George M. Cooley Co. of 
San Bernardino, Cal. 





Leonard D. Bowen has opened 
the Vista Hardware and Sports 
Good Store in the new business 
block on East Tulare, between 
Twelfth and Rowell Sts., in the 
Sierra Vista business section of 
Fresno, Cal. 





The hardware store in Reed- 
ley, Cal., formerly under the 
name of J. O. Steinfeldt, is now 
known as Steinfeldt & Oslin, 
Inc., due to the death of Mr. 
Steinfeldt. 


FLORIDA 
Smith Hardware Co., Avon 
Park, Fla., has moved into new 
quarters in the Jacaranda Bldg. 





T. B. Jarrett, Hollywood, Fla., 
has sold his business to M. E. 
Ozu, owner of the Little River 
Hardware, who will continue 
the business as the Hollywood 
Mercantile Co. with E. C. Mor- 
gan in charge. 





GEORGIA 
Bill Estroff has purchased the 
Appling Hardware Co., Baxley, 
Ga., and plans to continue the 
business in its former location. 





The Davidson Feed Store, 
Lithonia, Ga., operated by Nor- 
ton and Wheeler Davidson, re- 
cently added a complete line of 
hardware and farm equipment. 





Heyward Smith, of Oglethorpe, 
Ga., and J. B. Easterlin, Jr., of 
Montezuma, Ga., have organized 
a firm at the latter city to han- 
dle a complete line of farm 
equipment and hardware. 
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ILLINOIS 
Ira Haines has become the 
owner of the A. M. Fyffe & Co. 
hardware store, Lawrenceville, 


Il. 


IOWA 
The Carroll Hardware and 
Seed Co., Carroll, Iowa, has pur- 
chased the hardware business of 
L. A. Gnam of that city. 





After July 1, Thompson Bros. 
Co., retail firm of Muscatine, 
Iowa, will be located at 129 W. 
2nd St. The present address 
of the firm is 118 E. 2nd St. 





KANSAS 
Leslie F. Smith has purchased 
the Egelston hardware store, 
Westmoreland, Kan., from Ches- 
ter B. Hilliard, who had bought 
the business a short time ago. 





KENTUCKY 

The New Bohon’s Store at 
24 North Main St., Winchester, 
Ky., was opened May 9. Earl 
G. Hinds is local manager of 
the new concern which will carry 
general hardware, paints, furni- 
ture, tires, etc. 





LOUISIANA 

The John W. Ward Hardware 
Co. has opened its third store 
at the corner of Second and 
Murray Sts., Alexandria, La. The 
firm operates another store at 
1734 Lee St., that city, and a 
third store in Pineville, La. 





MICHIGAN 
The Fred Pfaff and Co. hard- 
ware business of Grand Haven, 
Mich., has been sold to F. M. 
Hill and Sons of La Fontaine, 
Ind. 





T. B. True has purchased the 
hardware store and stock of 
Harry A. Knapp at Eaton Rap- 
ids, Mich. 





Ross Phelps has opened a hard- 
ware store at Saugatuck, Mich. 





A. B. Bartlet, hardware mer- 
chant of Manton, Mich., for more 
than 40 years, has retired from 
business. Amos Nye, Gerald 
Bostick, and Virgil Nye have 
taken over the stock and formed 
the Manton Hardware Co. 


The Schaberg-Dietrich Hard- 





ware Co., 2118-20 Lewis St., 
Flint, Mich., has added an en- 
tire store width to its original 
building for a household appli- 
ance department, a radio and re- 
frigerator service shop and busi- 
ness office. 


MISSISSIPPI 


The Mississippi Hardware Co. 
will open for business on or 
about June 1 at 1422 Washington 
St., Vicksburg, Miss., with a 
complete line of general hard- 
ware, sporting goods, harness 
and paints. Officers of the com- 
pany are: Elmer J. Platte, presi- 
dent; J. C. Ramsey, vice-presi- 
dent and general manager; and 
V. W. Logan, secretary-treasurer. 





NEBRASKA 
T. W. Goit has purchased the 
M. Furlong hardware, furniture 
and undertaking business of 
Auburn, Neb. He has been con- 
nected with the business since 
1917, 


NEW JERSEY 
The Frank Kearney Co., Inc., 
hardware and building supplies, 
has moved from 158 Frelinghuy- 
sen Ave., Newark, N. J., to 482 
Chancellor Ave., that city. 





The Summit Hardware and 
Paint Co., 359 Springfield Ave., 
Summit, N. J., is adding another 
story to its building im order that 
it may increase its stock to care 
of its growing business. 





A. F. Thompson, 466 New 
Brunswick Ave., Fords, N. J., has 
recently purchased the hardware 
business of Mathew J. Balent of 
that town. 


NEW YORK 


Nash Feldman has leased a 
store and basement for a hard- 
ware business at 633 Third Ave., 
New York City. 





F. W. Muller has moved his 
business from 825 Lexington Ave. 
to 187 E. 64th St., New York 
City. 





Nicholas Garbis has leased 
space for a hardware store at 
910 Eighth Ave., New York City. 





NORTH CAROLINA 
C. T. Holt, of the Burlington 
Hardware Co., Burlington, N. C., 





recently opened a new depart- 
ment in the store, featuring gar- 
den tools and supplies for the 
home. Another special depart- 
ment in the store is given over 
to chinaware. 





Hal F. Holman, connected with 
the Baird Hardware Co., Oxford, 
N. C., for the past 30 years, has 
sold his interest in the firm to 
J. M. Baird, joint owner of the 
company. 


OHIO 
After 32 years of business in 
Crooksville, Ohio, the Crooks- 
ville Hardware Co. has moved to 
Zanesville, that state, to con- 
solidate with the Lumb Hard- 
ware Co. of that city. 





SOUTH CAROLINA 


The Iron City Hardware has 
moved to new quarters at 116 S. 
3rd St., Ironton, Ohio. 





The Bishop-Kennedy Hardware 
Co., formerly located at 200 
South High St., Columbus, Ohio, 
has leased temporary storerooms 
at 11 E. Rich St., there. 





PENNSYLVANIA 
Sigal’s Auto & Hardware Store, 
Pittsburgh, Pa., has moved to 
larger quarters at 2041 Center 
Ave. 


TEXAS 


Alton Ashby and E. D. Lockey, 
Jr., have formed a partnership 
tnd have purchased the Troup 
Hardware and Implement Co., 
Troup, Tex. They plan to re- 
model the building and will carry 
a complete line of hardware, 
housewares, . farm implements, 
etc. The firm will continue as 
the Troup Hardware and Imple- 
ment Co. 





The P. K. Birdwell Hardware 
Store, Tyler, Tex., has opened in 
the building formerly occupied 
by the East Texas Auto Supply 
Co. 


WEST VIRGINIA 


Triplett Bros. have opened 
their new hardware and furniture 
store in the old Opera House 
block on Wells St., Sistersville, 
W. Va. Among the lines carried 
will be general hardware, build- 
ers’ hardware, electrical appli- 
ances, gas ranges, and paints. 
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WILLIAM BUTTERWORTH 


William Butterworth, chair- 
man of the board of directors 
of Deere & Co., Moline, IIL, 
passed away May 31 of a heart 


attack at the Seaview Golf Club, | 


Absecon, N. J. 

Mr. Butterworth, upon gradu- 
ation from Lehigh University, 
went to Paris with the United 
States commission in charge of 
this country’s exhibit at the ex- 
position there. Returning to 
Washington, he served as private 
secretary to the Commissioner of 
Patents, studying law at night, 
until 1892, when he was ad- 
mitted to the Iliinois bar. A few 
months later he married Kath- 
erine Mary Deere, daughter of 
Charles H. Deere and grand- 
daughter of John Deere, founder 
of the Moline Plow Co. 

He went to work for his 
father-in-law’s company as an 
assistant buyer, succeeding to 
the presidency in 1907 upon the 
death of Mr. Deere. He retained 
that position until 1928, when he 
became chairman of the board. 

As head of the company, Mr. 
Butterworth became a director of 
the United States Chamber of 
Commerce in 1914. In 1928 he 
was named president ‘and later 
became first chairman of that 
body to be reelected and one 
of the two former presidents to 
hold three consecutive one-year 
terms. He also served as presi- 
dent of the Illinois Manufac- 
turers Assn. from 1917 to 1920; 
and as a director of the Moline 
National Bank, the United Light 
and Power Co., and the Illinois 
Bell Telephone Co. His widow 
and a brother survive. 





MILTON A. BARTELS 


Milton A. Bartels, 50, who had 
operated the Bartels Hardware 
Co. in North Kansas City, Mo., 
passed away recently at his home 
there. He had been ill for two 
weeks. 

When Mr. Bartels first came 
to Kansas City, he was employed 
by the Towneley Metal and 
Hardware Co., later operating his 
own store for 14 years. He leaves 
his widow, two sons, and a 
daughter. 


CYRUS H. McCORMICK 


Cyrus H. McCormick, 77, who 
succeeded his father, the inven- 
tor of the harvester machine, at 
the head of the family firm, 
passed away June 2 at his Lake 
Forest estate, Walden, III. 

Mr. McCormick was educated 
in the public schools of Chicago 
and Princeton University, from 
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which he received an honorary 
master’s degree in 1887. Upon 
his graduation from Princeton, 
Mr. McCormick started at the 
bottom in his father’s firm, the 
McCormick Harvesting Machine 
Co., succeeding to the presidency 


| in 1884, upon his father’s death. 


When the International Har- 
vester Co. was formed in 1902, 
Mr. McCormick was elected 
president. He resigned in 1918 
to become chairman of the board 
of directors, and on Sept. 9, 
1935, he resigned this position, 
but remained a member of the 
board and of the company’s 
finance committee. 

Mr. McCormick helped to in- 
augurate several policies dealing 
with his company’s relations with 
its workers, among them the 
Harvester industrial plan, an 
organized safety movement, vol- 
untary compensation for workers 
injured in the course of duty, a 
pension system wholly supported 
by company funds, and a plan of 
promotion for worthy executives. 

During the World War, he 
served as a member of the spe- 
cial diplomatic commission to 
Russia. He also went to England 
and France as an inspector for 
the Y. M. C. A., in which he 
maintained an active interest all 
his life. Mr. McCormick was 
also noted for his various philan- 
thropies. He leaves his widow, 
two sons, Cyrus H., Jr., and 
Gordon McCormick. 





GEORGE RAIDER 


George Raider, 84, who had 
operated a hardware store at 
Fremont, Mich., for 62 years, 
passed away at his home May 
25, after an illness of two years. 
He had retired from active work 
a year ago. He was also a di- 
rector of the Old State Bank at 
Fremont. He leaves his widow, 
two sons, two grandchildren, and 
two great-grandchildren. 





RIPLEY G. RALSTON 


Ripley G. Ralston, 73, identi- 
fied for more than 30 years with 
hardware and house building ma- 
terial firms at McKenzie, Tenn., 
passed away recently. He was 
with the Wrinkle-Moore Hard- 
ware Co. about 30 years. He 
leaves his widow, three daugh- 
ters, and seven grandchildren. 





GEORGE W. APPLETON 


George Willis Appleton, 82, 
associated with the Walworth 
Manufacturing Co., South Bos- 
ton, Mass., since 1880, passed 
away recently. 
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GEORGE H. POND 


George H. Pond, 68, veteran 
hardware merchant and member 
of The Lightbourn & Pond Co., 
33-39 Broadway, New Haven, 
Conn., passed away May 31, fol- 
lowing a lengthy illness. He 
was stricken with a shock in 
August, 1932, and never fully 





G. H. POND 


recovered his health. He re- 
turned to business only to suffer 
a second shock in November, 
1933, after which he was never 
able to return to business. 

Mr. Pond began his business 
career with a hardware manu- 
facturing firm in Springfield, Vt.. 
later returning to Winsted, 
Conn., his birthplace, where he 
operated a hardware store for a 
few years. In 1898 he went to 
London, Eng., where he estab- 
lished the English branch of the 
Jones & Lamson Machine Co. of 
Springfield, Vt., with which he 
had previously been connected. 
From England Mr. Pond came 
to New Haven in 1899 and en- 
tered the partnership of Light- 
bourn and Pond, then known as 
Linsley & Lightbourn. He was 
secretary-treasurer of the firm. 

His widow and a daughter sur- 
vive. 





E. T. HARRISON 

Edward Tucker Harrison, 62, 
president of the Southern Stove 
Works, passed away recently at 
his home in Richmond, Va. He en- 
tered business as a young man in 
the employ of the Southern Stove 
Works. In 1905 he became trea- 
surer of the Continental Stove 
Co., continuing in that position 
for several years until he was 
made secretary and treasurer of 
the Southern Stove Works. Since 
1920 he had been president of 
that company. At the time of 
his death he was also vice-presi- 
dent of the Richmond Stove Co., 
Inc. He leaves a daughter and 
a son, Edward Tucker Harrison, 


Jr. 





STEPHEN A. INGERSOLL 


Stephen A. Ingersoll, 78, 
passed away at his residence in 
Galesburg, Ill., after 50 years of 
service with the steel farm im- 
plement and automotive indus- 
tries. 

In 1884 at the age of 26, Mr. 
Ingersoll began his career in the 
implement industry with the 
founding of the Sandoval Manu- 
facturing Co., Sandoval, Ill. This 
firm was later moved to Gales- 
burg, IIl., and the name changed 
to Galesburg Coulter-Disc Co. 
Here was originated and per: 
fected the first electric heat- 
treating process as applied to 
discs and coulter blades for har- 
rows, plows, and drills. From 
this little Sandoval plant, employ- 
ing a few men, he saw the plants 
and operations of the company 





STEPHEN A. INGERSOLL 


expand until today the combined 
plants of the Ingersoll Division 
have a payroll of approximately 
1300 employees. 

Rapid expansion of the busi- 
ness led to the purchase, in 1916, 
of the Indian Rolling Mill Co. at 
New Castle, Ind., and in 1929, 
the Chicago Rolling Mills, Inc., 
were acquired and the name of 
the combined companies was 
change to Ingersoll Steel & Disc 
Co., which in turn became a 
division of Borg-Warner Corp. 
with headquarters at 310 S. 
Michigan Ave., Chicago. At this 
time Mr. Ingersoll retired from 
active participation in the busi- 
ness, and responsibility for the 
direction of the company fell to 
his son Roy C. Ingersoll, who had 
for 20 years been closely associ- 
ated with his father. 

Associated with Roy C. Inger- 
soll, president of this division of 
Borg-Warner Corp., are two other 
sons and a son-in-law; Harold G. 
Ingersoll, vice-president and 
treasurer, in charge of the New 
Castle Plant, and Stephen L. 
Ingersoll, vice-president and man- 
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ager of sales for IngAclad Stain- 
less-Clad and other steels, and 
Arvid P. Zetterberg, vice-presi- 
dent and secretary and manager 
of sales for the shovel depart- 
ment. 





KINZER VanBUSKIRK 


Kinzer VanBuskirk, 88, hard- 
ware merchant of Pottstown, Pa., 
passed away May 26, following a 
long illness. Mr. VanBuskirk 
as a young man entered the 
hardware business with his father 
at 109% High St., Pottstown. In 
April, 1877, he entered into a 
partnership with Augustus K. 
Lorah, and they opened a hard- 
ware store at the present loca- 
tion of the store of VanBuskirk 
and Bros., 218 High St. The 
partnership continued five years 
until the deceased’s brother, the 
late Charles G. VanBuskirk, 
bought out the interest of Mr. 
Lorah in 1882 and the firm name 
became VanBuskirk and Bro. 
Kinzer VanBuskirk retired from 
the hardware business in 1928, 





selling out his interest to Henry 
K. Ancona. He leaves his 
widow; four children by his first 
wife; and three brothers. 


JOHN B. DuBOIS 


John B. DuBois, 67, pioneer 
hardware dealer of Green Bay, 
Wis., passed away May 25, fol- 
lowing a five-day illness of pneu- 
monia. He established the Green 
Bay Implement Co., 35 years ago, 
with Lawrence and Benjamin 
Gotfredson, and prior to his re- 
tirement several years ago was 
with the hardware firm of 
DuBois-Massey. He leaves his 
widow, three sons, and one step- 
son. 


F. 0. MOBURG 


F. O. Moburg, founder and 
president of the Rex Research 
Corp., Toledo, Ohio, passed away 
the evening of May 28 of a cere- 
bral hemorrhage. He had been 
in failing health for more than 





a year and had spent the winter 
in California resting. 

Mr. Moburg was known as one 
of the pioneers in the insecticide 
field. Born in Iowa, his business 
career started as a salesman for 
a stock food concern. Recogniz- 
ing the need for satisfactory 
insecticides, he soon was de- 
veloping formulae, one of which, 
Fly-tox, a leading fly spray, is 
the pioneer around which a great 
industry has grown. In 1896, 
Mr. Moburg organized the Rex 
Spray Co. Out of this came 
several subsidiaries in various 
countries, using his formulae and 
in which he took an active in- 
terest. He was credited with the 
development of the commercial 
lime-sulphur solution, now used 
as orchard sprays. 

Shortly after the depression 
set in Mr. Moburg sold the agri- 
cultural division of the business 
and reorganized the Rex Spray 
Co. as the Rex Research Corp., 
devoting his energies to promot- 
ing Fly-tox and similar products. 

Due to Mr. Moburg’s failing 





health, the management of this 
business has for the past year 
been actively in the hands of 
H. W. Moburg, vice-president 
and sales manager, who will now 
continue the management. 





FREDRICH G. ALSBACH 


Fredrich G. Alsbach, 79, as- 
sociated with the Logan and 
Gregg Hardware Co., Pittsburgh, 
Pa., for 55 years, passed away 
at his home there June 2. He 
leaves a daughter and a grand- 
child. 


PAUL A. SCHELL 


Paul Ankeny Schell, 71, head 
of the Schell Hardware Co., 
Somerset, Pa., for the past 50 
years and prominent business 
man in that community, passed 
away May 24 following a 10 days’ 
illness of pneumonia. He leaves 
his widow and two sons, Cap- 
tain Wilbur E. Schell and John 
J. Schell, both associated in the 


business. 








Meet Miss Quality Hardware 


OWARD DAY of the Buhr- 
man-Pharr Hardware Co., 
Texarkana, Ark., sent us this pic- 
ture and with it the following 
comments: 

“TI want you to meet Miss Qual- 
ity Hardware. She is in the lead 
with Andy Iron tagging along. 

“Miss Quality Hardware is just 
plowing along, making a clean 
sweep from coast to coast, so you 


see what QUALITY can do. With 
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quality hardware you can com- 
plete any job. 

“The public is fed up on store 
cards reading like this: ‘25c. Cuff 
Buttons for 10c.’. They know very 
well, 10c. cuff buttons is what 
they will get. So, don’t fool your- 
self by thinking you are fooling 
the public. 

“Follow the foot-steps of Andy 
Iron and don’t lose sight of 
QUALITY HARDWARE.” 








Dripless Penetrating Oil 


“Door-Ease”—maker states it will run 
in quickly but will not run out because 
it congeals into a_ full-bodied, all- 
mineral lubricating film of high vis- 





cosity; reaches its maximum flow im- 
mediately for quick penetration, and 
will provide effective lubrication at 
200 degrees F. The 4-oz. refillable oiler, 
shown, has a spring panel side and pro- 
vides a “controlled flow” feature which 
permits it to deliver either a drop or 
a pressure stream. The oil is put up 
in this oiler to list at 25c. each, or 
is packed 12 to a counter display to 
list at $3.00; dealer’s cost, $2.00. Avail- 
able also in larger packages. American 
Grease Stick Co., Muskegon, Mich. 
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ADVANCES BECOMING EFFECTIVE 


Steel Bars, Plates, etc. 


Window Glass. 


DECLINES BECOMING EFFECTIVE 


Witherby Socket Firmer & Butt Chisels. 
Linseed Oil. 


Turpentine. 


‘ADVANCES BEING ANTICIPATED | 
Auto Tires. 1936 


Putty. Ladders. 


Steel price advances for the 
third quarter were announced May 
26, and were briefly outlined in the 
June 4 issue of Harpware Ace. An 
increase of two dollars per ton af- 
fects steel blooms, billets, slabs, 
bars, plates, structural shapes, hot 
rolled strip (not cold rolled) and 
sheets, except tin mill coated and 
black sheets, and except “galvan- 
nealed.” Skelp and steel pipe were 
not advanced, nor were wire rods, 
nails, wire or staples. Early this 
month, announcement followed that 
prices of alloy steel, for tool mak- 
ing, were advanced 5 to 6 per cent 
by leading producers, effective for 
third quarter business. The revi- 
sions were said to be based on in- 
creased taxes and wages—the same 
conditions which governed the rise 
on semi-finished steel. The present 
price on standard rails has been 
extended into the third quarter. 

* _ ca 


The steel price rise* will 
bring the mills a busy June, though 
it is logical to expect some reaction 
during the early part of next quar- 
ter. A stabilizing influence in steel 
consumption is the great improve- 
ment in buying by the railroads, 
which are “modernizing” at a most 
encouraging rate. Their bid for 
customers, with new equipment, 
faster trains, and reduced rates, is 
resulting in a notably increased 
patronage. 1936 should be a great 
year for travelers, and for those 
who equip them with clothes -and 
luggage and vacation supplies. Dur- 
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Bolts & Nuts. 
Rubber-covered Copper Wire. Cocoa Mats. 
Stove Bolts. 


June 18, 


ing May the railroads bought 9677 
freight cars, bringing the total for 


the first five months of the year to 


22,240, or 3541 cars more than were 
purchased during all of 1935. The 
current year’s purchases of all three 
classes of rolling stock — freight 
cars, locomotives, and passenger 
cars—are now above those for the 
entire year 1935. Also, 1936 rail 
orders continue their approach to 
1935’s twelve-month figures, reach- 
ing already about 92 per cent of 


that total. 
+ + 


Bolt and nut prices have been 
started upward by the advance on 
steel bars, a general increase of 
about five per cent being announced 
on June third. Carriage, machine, 
lag and plow bolts, tire and ele- 
vator bolts, hot and cold punched 
nuts, and semi-finished nuts all take 
the five per cent mark-up. On May 
26, stove bolts were advanced ap- 
proximately ten per cent. 

ee 


The expected new price lists 
on tacks were issued about May 27 
by all leading manufacturers. The 
new net schedules do not differ 
greatly from the printed lists which 
were put out on Oct. 16, 1933. 
* * & 


Makers of galvanized hard- 
ware cloth on May 25 reaffirmed 
dealers’ prices on the same basis 
as issued last October, but with- 
drew the various quantity discounts 
previously in effect. Authorized dis- 


HOWS the 


HARDWARE 
Business ? 


counts to jobbers, for quantity pur- 
chases, are about as heretofore. 


C+ ig 


Effective May 29, the Amer- 
ican Window Glass Company ad- 
vanced its prices on window glass 
about eight per cent, and other 
makers have followed. 


* + 


The Steel wool market con- 
tinues weak. Prices on linseed oil 
and turpentine remain low—a de- 
cline of 21%4 cents per gallon on 
the former, being in effect on May 
29. Makers of putty are anxious 
for higher prices, as their margins 
have been too close. Quotations are 
very firm, and in some sections ad- 
vances have already been an- 


nounced. 
* * * 


Makers of prepared roofing 
are enjoying a large sales volume, 
with building and repair work now 
on the increase. A recent survey 
by the Ruberoid Company, covering 
42 states, reveals an average ex- 
pected gain of 15 per cent in build- 
ing material sales, in 1936 over 
1935. Seventy-two per cent of cur- 
rent roofing sales are reported as 
due to repairs and modernization, 
and 28 per cent to new construc- 
tion. Fifty-eight per cent are for 
residential buildings, and 42 per 
cent for non-residential. A new 
policy of the Ruberoid Company 
was announced on May 26, as fol- 
lows: 


“All orders for asphalt shingles, roll 
roofings, cap sheets, saturated felts and 
a oe will henceforth be accepted 
by us subject to prices in effect at time 
of shipment. 

“Any advance in our prices may be- 
come effective immediately. No orders 
will thereafter be booked for shipment 
at former prices and orders on hand 
or in the mails will be subject to the 
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Photo of the Finest 
STEEL TRAP EVER MADE / 
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Blake & Lamb 
of 1936 


Definitely higher in quality! 
Definitely lower in price! 


Standardized sizes in both under spring 
and long spring patterns. The one. na- 
tionally known brand sold exclusively 
through the hardware trade. 


Ask your jobber! 


THE HAWKINS COMPANY 





» AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 





JUNE 18, 1936 57 








advanced prices if shipped after the 
effective date thereof.” 


Se 2 © 


Cocoa mat prices were raised 
June 1 about 24% to 7% per cent 
by leading manufacturers, due to 
increased costs of the yarn used. 
Most makers have been building 
up their stocks of material, and 
probably have given their distribu- 
tors an opportunity to cover them- 
selves. The full effect of this ad- 
vance may therefore not reach the 
retailer for some weeks. 


Se & 


Effective June first, the extra 
five per cent allowed for early 
placing of axe orders was with- 
drawn. Prices now revert to the 
regular schedule, $12.00 per dozen 
base on first quality single bit un- 
handled axes, and $16.00 on double 
bit. The average ordering so far 
this year has been heavier than 
last season, and indications point 
to a good axe year. In all tool lines, 


the relative gain in demand for the ~ 


better grades is noticeable. This is 
especially true in the case of trowels 
and tools used by mechanics and 
builders. 


+ + 


The Winsted Edge Tool Com- 
pany has reduced its prices about 
ten per cent on Witherby socket 
firmer and butt chisels. The re- 
ductions bring this line imtu con- 
formity with the prices on other 
leading makes of chisels. 

* & # 


Makers of sickle grinders 
have raised prices about 12% per 
cent, ascribed to the increased cost 
of castings and labor. 

* * * 


Canning supplies are selling 
freely, though somewhat curtailed 
due to drought losses on canning 
crops. Pressure cooker sales are 
very active. The art of home-can- 
ning, revived during the depression 
years, seems to persist and gain 
as the times get better. 


* * * 


An advance of 2% per cent 
on rubber-covered copper wire has 
been announced, to be in effect 
June 15. Other electrical wire 
prices are firm, and in line with 
the steady position of the copper 


market. 
* * 


As to sports supplies, job- 
bers are commenting upon the 
growing popularity of the “soft 
ball” game, with demand for these 
balls and bats outstripping that 
for “hard ball” equipment in many 
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cities. Sales of golf goods are con- 
siderably ahead of other recent 
years. 
oc 
Dog supplies, collars, har- 


ness, leads and muzzles, are in 





season, and stores featuring these 
are finding the line active and prof- 
itable. A recent “dog census” re- 
ports that there are fifteen million 
dogs in the United States. Most 
of these are pets, and their wants 





Rising Costs of Materials Presages 
Further Advances in Ladder Prices 


Leading manufacturers of 
ladders have advised Hardware 
Age that steadily rising costs of 
materials will make it necessary 
for them to place a further ad- 
vance of 10 to 15 per cent into 
effect in the near future. The 
manufacturers report that lum- 
ber production is far behind 
the demand for the first time 
in many years, with foreign 
buyers purchasing huge quan- 
tities of lumber on the Pacific 
Coast, and offering four times 


. more than the manufacturers’ 


normal current price for good 
grade ladder stock. Some 
makers predict that lumber 
prices, within the next few 
months, will reach the highest 
levels of recent years, and it is 
said that of the total lumber 
cut only from 5 to 10 per cent 
is of a quality suitable for the 
manufacture of ladders. 

In addition to the rapidly 
advancing costs of lumber 
Pacific Coast freight rates have 
been increased approximately 
$50 on every carload of fir, 
spruce, hemlock and ponder- 
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osa lumber. Also, within re- 
cent years manufacturers have 
improved their products by 
cadmium plating all ladder 
hardware at an additional esti- 
mated expense to the industry 
of from $50,000 to $75,000, 
with no increase in selling 
prices. Moreover, during the 
period of the NRA, and again 
without advancing prices, the 
industry shortened hours and 
increased wages which have 
since been maintained. 

During the past three years 
or more, the industry has been 
in a very much demoralized 
condition and some ladders 
have been sold for far below 
their cost of manufacture. 
This is an unhealthy condition 
for any industry. It is there- 
fore encouraging to know that 
the recent advance has been 
firmly held, which has partially 
remedied a deplorable situa- 
tion, and further improvement 
is in prospect. Profits must 
proceed real recovery to bring 
back prosperity and resultant 
re-employment. 
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MORE BEAUTIFUL... 
MORE DURABLE... 
MORE SALEABLE... 


McKinney Modern Chrome Hardware is 
making a big hit with the trade and con- 
sumer alike because its shining beauty has 
EYE APPEAL—its base of non-rusting 
metal means FREEDOM FROM TARNISH 
— its range of uses extends from breakfast 
nook to bathroom . . . kitchen to laundry. 


A top quality line is Modern Chrome 
Hardware. All wood screws are BRASS 
(not steel) and CHROME Plated (not 
nickel plated). The pins in the hinges 
are brass (not steel) IMMEDIATE 
DELIVERIES NOW AVAILABLE FROM 
STOCK. 


Incidentally—the display card illustrated 
above does a very effective selling job. 
It's the best little SALESMAN YOU ever 
heard of. Ask your jobber's salesman how 


you can get one—or write to us. 


McKINNEY MANUFACTURING CO. 


General offices and Factories 
Pittsburgh, Pa. 
New York Chicago San Francisco 
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TISEMENTS 





QUALITY - SALEABILITY - SERVICE 


Modern Chrome Hardware or 
Forged Iron... hinges or butts ... 
garage hardware . . . garden hard- 
ware or mail boxes, regardless of 
what it is, if McKinney makes it 
you can be absolutely sure of its 


quality . . . sure of its saleability. 


The new McKinney Organization 
pledges the trade 100% coopera- 
tion. Our jobber policies are 
known and respected. Our quality 
is the hall mark of fine craftsman- 
ship. To meet trade demands, we 
are gearing up our production... 
expediting our service. We are 
now in a position to make prompt 
delivery from stock on all items of 


our line. 


FEV: barmyebebl } 


Vice-President, Charge of Sates 


McKINNEY MANUFACTURING CO. 


Main Offices and Factories 
Pittsburgh, Pa. 


District Offices 


New York Chicago San Francisco 


THIS 1S ONE OF A SERIES OF INSTITUTIONAL ADVER- 
BY McKINNEY MANUFACTURING COMPANY 
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aré provided for in many a family 
budget. 
: * * * 

Wheeled toy sales are still 
centering on the streamlined mod- 
els, and jobbers are reporting good 
gains over last year, both on wagons 
and velocipedes. 

* * a 

Tire prices are satisfactorily 
following the new schedules an- 
nounced recently, and in some 
quarters a further small advance 
is prophesied. If it comes, it will 
be chiefly effective in steadying the 
May 4 increase, whose purpose, in 
turn, was to withdraw “emergency” 
discounts, and establish the former 
price levels, broken down by com- 


petition. Rules for elimination of 
trade abuses in the tire industry 
were adopted at a recent Trade 
Practice Conference at Chicago, 
presided over by a member of the 
Federal Trade Commission. The 
conference branded as unfair such 
practices as selling below cost, 
false advertising, secret rebates, 
price discrimination, misrepresenta- 
tion, incomplete tire branding, and 
price guarantees for more than 
thirty days. Rules adopted were 
submitted to the Federal Trade 
Commission for approval, and if 
approved, will be sent to each mem- 
ber of the industry. Acceptance by 
a majority will make the rules bind- 
ing for the industry as a whole. 





WHOLESALE HARDWARE COLLECTIONS 


KANSAS CITY—The per cent of 
wholesale hardware outstandings 
on April 30, 1936, as compared with 
the same date of last year was plus 
2.3 per cent, and amounts collected 
were plus 19.4 per cent. 


NEW YORK — The per cent of 
wholesale hardware charge ac- 
counts outstanding March 31, 1936, 
collected in April was 39.4 per cent 
in 1935, and 40.8 per cent in 1936. 


RICHMOND — The percentage of 
April 1, 1936, wholesale hardware 
receivables collected during the 
month was 48.1 per cent. 


PHILADELPHIA — The ratio of 
collections to receivables in April, 
1936, was 48; in March, 1936, was 
42, and in April, 1935, was 42. 


CHICAGO—The per cent of change 
from April, 1935, in wholesale hard- 
ware accounts outstanding was plus 
20.2 per cent; collections were plus 
15.8 and the ratio of accounts out- 
standing to net sales was 167.2 per 
cent. 


ST. LOUIS — General collections 
during April showed little change 
from the favorable record of recent 
months. Representative interests 


Per Cent of Increase or Decrease in 1936 

Wholesale Hardware SALES as Compared 

With Corresponding Months of 1935. 
(National Averages.) 
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reported on April collections as fol- 
lows: fair, 42.5 per cent; good, 53.4 
per cent; excellent, 2.7 per cent, 
and poor,.1.4 per cent. 


SAN FRANCISCO — The percent- 
age of wholesale hardware collec- 
tions during April to the total 
amount due from customers (out- 
standing) on first of month was 50 
per cent in April, 1936, and 43.5 per 
cent in April, 1935. 


DALLAS—tThe ratio of wholesale 
hardware collections during April 
to accounts and notes outstanding 
on March 31, 1936, was 50 per cent. 


MINNEAPOLIS—Wholesale hard- 
ware accounts and notes receivable 
were plus 11 per cent on April 30, 
1936, as compared with the same 
date last year. 


CLEVELAND — Collections were 
generally good throughout the en- 
tire wholesale field. 


ATLANTA — The percentage of 
wholesale hardware accounts and 
notes receivable outstanding on the 
first and collected during the month 
was 43.4 per cent in April, 1936; 
44.9 per cent in March, 1936, and 
38.5 per cent in April, 1935. 








Per Cent of I er D in 1936 

olesale Hardware STOCKS as Compared 

With Corresponding Months of 1935. 
(National Averages.) 





Wholesale hardware sales for 
the first quarter of this year re- 
flected cumulative gains averaging 
13.2 per cent as compared with 
the corresponding period of 1935. 
The sales increases by Federal Re- 
serve Districts, as compiled by 
Harpware Ace, were: New York, 
7.4 per cent; Philadelphia, 9.0 per 
cent; Cleveland, 17.6 per cent; 
Richmond, 4.7 per cent; Atlanta, 
17.1 per cent; Chicago, 19.0 per 
cent; St. Louis, 3.8 per cent; Min- 
neapolis, 7.0 per cent; Kansas 
City, 14.6 per cent; Dallas, 21.6 
per cent, and San Francisco, 23.5 
per cent. , ; 

If the same degree of improve- 
ment prevails during the balance 
of the current year aggregate whole- 
sale hardware sales will probably 
total 510 millions of dollars—some 
thirty millions more than in 1931, 
which was a very satisfactory year. 
This means that the 1936 total will 
likely show an increase of 48 per 
cent over the 1933 low figure of 
342 millions of dollars, as the in- 
crease in °34 was approximately 
24 per cent; in ’35 approximately 
11 per cent, and is estimated for 
’36 at approximately 13 per cent. 
The high sales total of recent years, 
714 millions of dollars, was regis- 
tered in 1929. 


a 2 


Sales ‘in the mid-West are 
apparently leading other districts. 
Every-day conversation is full. of 
politics, but there is little or no 
evidence thus far of a traditional 
Presidential year let-down. Almost 
everywhere a busy summer is ex- 
pected. The near approach of the 
bonus distribution insures several 
weeks of great retail activity, and, 
it is hoped, of liquidation of pri- 
vate and business indebtedness. 

* * 


A long siege of dry weather 
in the Southeast has hurt tobacco, 
and has slowed up cotton and other 
crops. Similar drought, with late 
frosts in the Northwest have been 
disturbing. Recent rains, however, 
have contributed a measure of relief, 
and the effect of the “scare” upon 
the prices of potatoes, butter and 
eggs has not been altogether dis- 
pleasing to the farming communi- 
ties not affected. There is still a 
vast spring wheat acreage in Minne- 
sota, the Dakotas and Montana, as 
well as in Canada, which is in need 
of soaking rains. 

s *& # 


Lawn mower sales have been 
the best in many years, with a pos- 
sibility of all-time records being 
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PUSH THESE SIX BEST SELLERS 


-°>FOR EXTRA PROFITS NOW! 


OSE buying days are here again—millions of 
feet will be sold in the next few weeks! 


Increase your share of this business by featuring 
Goodyear Lawn and Garden Hose now. It’s the 
only hose that has been nationally advertised for 
years — it’s the only hose that millions know, 


and want! 


Goodyear’s six popular brands are 
priced to appeal to every class of cus- 


tomer. All six offer extra-value advan- 


*SHOW YOUR 
CUSTOMERS 
THIS SEAL 





tages that make sales easy — tough, 
sun-proof non-checking cover and long- 


wearing braided cotton cord* carcass. 


. i wear. 
finest construction 5 longest 


SELL AN EXT 


FIRE 
Tie up with Goodyear’s big advertising sone 


campaign now running in leading mag. 
azines — put a Goodyear Hose display in your 
windows—and watch sales and profits roll up. 
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MADE BY THE MAKERS OF GOODYEAR TIRES 
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broken by some of the jobbers. The 
weather troubles of some districts 
have not extended to all, and the 
great mid-West has had plenty of 
moisture, with plenty, too, of good 
shopping weather interspersed. All 
garden and poultry supplies have 
had a good year. Sports equip- 
ment, including such lines as roller 
skates and wheeled toys were late 
in starting, but have now established 
fine totals. Bicycle sales have made 
exceptional gains, and the manu- 
facturers have been quite unable 
to keep up with the demand. 
* * # 


Ordering of fall merchandise 
is now under way by even the 
slowest of the conservative or wait- 
ing retailers. Leading jobbers are 
permitting, or even urging, imme- 
diate shipment of fall goods into 
their stocks, believing that active 
business is assured, and desiring 
to take no chances of delay and 
shortage when the August-Septem- 
ber rush arrives. Stoves and heat- 
ing supplies are selling freely, with 
a particularly large volume mov- 
ing in stove pipe and elbows, where 
the lowest prices in recent history 
are prevailing. Manufacturers of 
these lines are complaining of their 
complete absence of profit at pres- 
ent levels, and some recovery to 
higher prices is looked for, perhaps 
before the active shipping season. 


* + 


Domestic sales of the Chi- 
Namel Paint & Varnish Co., Chi- 
cago, during May were 21.5 per 
cent greater than in the same 
month of last year. The gain marked 
the fourteenth consecutive month 
in which sales have exceeded those 
of the corresponding month of the 
previous year. 

* * * 


More families with no in- 
comes had mechanical refrigeration 
than families with incomes of $7,- 
000 and more, in five out of nine 
markets thus far investigated by 
the Consumer Market Section of 
the Department of Commerce. The 
survey indicates that the _ refrig- 
erator industry might be overlook- 
ing a fine sales opportunity among 
the “no income families” group, 
which includes persons living on 
savings or loans, and those receiv- 
ing relief funds. The highest num- 
ber of refrigerator users among the 
income group was found in the 
$2,000 to $3,000 classification. In 
every city surveyed the owner- 
occupant dwellings with mechani- 
cal refrigeration were greater in 
proportion than tenant dwellings. 
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A shortage of horses and 
mules in the U. S., and record top 
prices resulting from the shortage, 
has caused an unprecedented breed- 
ing race, according to Wayne Dins- 
more, secretary, the Horse and 
Mule Association of America. Mr. 
Dinsmore estimates that there are 
more than 16,000,000 horses and 
mules now in the nation, or about 
800,000 fewer than at this time 
last year. 

* * a 


The Iron Age index of cap- 
ital goods activity advanced to 76.0 
per cent of average during the 
week ended June 6. The advance 
of one-half point was shared in by 
all component indices except auto- 
mobile production. With one ex- 
ception, the index has not fallen 
below 73.5 per cent or risen above 
77.5 per cent since the beginning 
of March. The latest figure com- 
pares with 75.5 during the previous 
week, 76.5 a month preceding and 
56.5 a year before. The gain over 
the same week a year ago amounts 
to approximately 34 per cent. 
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Montgomery Ward & Co. 
May sales were practically even 
with April, reaching $30,295,408, 
compared with $22,914,580 in the 
same month of 1935, a gain of 32 
per cent. The sales were the larg- 
est for any May in the history of 
the company. Sales for the four 
months—February to May—gained 
16 per cent over a year ago. Sears, 
Roebuck & Co. sales volume for the 
period from April 24 to May 21 
totaled $41,450,978—also the larg- 
est of any corresponding period in 
the company’s history, and 28.8 
per cent ahead of 1935. For this 
year, to May 21, Sears’ increase 
was 18.3 per cent. 
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May sales of Norge Rollator 
refrigerators were 30.7 per cent 
ahead of May, 1935. The company’s 
volume of household refrigerators 
and cabinets reached the total of 
167,782 units for the five-month 
period ended May 31, a gain of 
38.7 per cent over the similar 1935 
total. Norge likewise reports all- 
time monthly highs in the sale of 
beverage coolers, room coolers, and 
commercial refrigeration units. 


* * * 
While employment figures 


vary widely, according to the source 
of the information, all estimators 


agree upon the steady and sub- 
stantial gains recently made. Wil- 
liam Green, A. F. of L. president, 
despite his newspaper debate with 
the New York Sun, estimates that 
nearly 1,500,000 persons have re- 
turned to work in the last year 
and that unemployment totals are 
below 12,000,000 for the first time 
in five years. The labor chief said 
the striking rise in production and 
in business generally during April 
put 726,000 unemployed back on 
pay rolls. Unemployment he esti- 
mated at 11,506,000 and employ- 
ment at 40,845,000, though he claims 
reemployment is not keeping pace 
with business recovery. 


Se. 


Freight carloadings in the 
week ended May 30, which included 
a holiday, showed a less than sea- 
sonal decline from the preceding 
week and maintained the highest 
level for the particular week in 
five years. Traffic totaled 646,859 
cars for the week, 15 per cent ahead 
of a year ago, and 11.6 per cent 
above two years ago. Total load- 
ings since the beginning of this 
year to May 30 were 13,803,858 
cars, compared with 12,694,994 cars 
in the corresponding period of last 
year. Production of electric power 
in the May 30 week recorded the 
highest gain—eighteen per cent— 
over the corresponding week of 
1935 for any week this year. 
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General manufacturing ac- 
tivity is keeping up more than sea- 
sonably well. Steel output last week 
was estimated at 6914 per cent of 
capacity, a gain over the week be- 
fore, and very close to the 1936 
peak—a six-year high. A year ago, 
the output rate was only 39 per 
cent. Automobile production and 
sales are unusually well maintained, 
General Motors having had its larg- 
est May on record last month, hold- 
ing nearly even with April. Dun’s 
review states their best reports of 
operations are coming from the 
manufacturers of refrigerators, elec- 
trical supplies, metal goods, rubber 
products, farm equipment, tractors, 
furniture and outing supplies. There 
is a 15 to 20 per cent better demand 
for furniture than at this time last 
year, and it is reported that the 
mid-year markets will see some- 
what higher prices. Paints, build- 
ing materials and floor coverings 
are also selling well. Prices on 
“seconds” of floor coverings are 
pointing upward. 
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SLING UNLOADER 


ADJUSTABLE 
to Fit All Standard 
Makes of Steel Track 


Busy days are here for the farmer. Empty mows 
are being filled with a new crop of hay. Every blade 
of grass will be cut this year. Calls for new unloading 
equipment are and will be numerous during the weeks 


ahead. 


Where barns are high and long, the new MYERS 
SWIVEL CROSS-DRAFT SLING UNLOADER, ad- 
justable to fit all standard makes of steel tracks, will 
be welcomed for its great strength and carrying power, 
FIG. 2936 its ease of operation and its rapid service. 


It is built with a swivel which permits the head or 
lower section to always line up with the first pulley 
through which the draft rope passes (no rope chafing). 
The draft rope runs direct from the unloader to the 
, floor pulley permitting the use of a much shorter 
* length of rope and materially reducing distance the 
horse travels. It is furnished with four or eight 
wheel trucks, wheel base is 17 inches, load is elevated 
at right angles with the track and is held at any 
desired point of elevation. No knocker required. 


If you have calls for this type of unloader, or if 
your stock of Myers Hay Unloading Tools is not suffi- 
cient to carry you through the season, now is the time 
for action. Order today. We are prepared to serve 
you promptly. 


THE F. E. MYERS & BRO. CO. 
ASHLAND, OHIO 


PUMPS-WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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Sta-Fast Steel Wedges 


Mounted on new two-color display 
card with six sizes of Steel Wedges, 
ranging from those used on small ham- 
mers to large axes and hatchets, and 





fitted into box with partitions contain- 
ing 12 doz. wedges of assorted sizes. 
Card, 9% x 11% in., has easel back, 
and may be used separately from box. 
Dealer’s cost, $2.60; resale value $4.60. 
Standard Belt Fastener Co., Unionville, 
Conn. 


Ovenex Baking Tinware 


Is corrugated for additional strength 
and baking advantages. It is said to 
reduce sticking because of a series of 








pockets which catch and hold the 
grease, keeping it evenly distributed; 
to insure better baking because of the 
prismatic embossing which distributes 
the heat evenly; to bake faster; to 
clean easier, and have greater eye ap- 
peal. Edward Katzinger Co., 1949 N. 
Cicero Ave., Chicago. 


64 


Irwin Tools 


Catalog No. 36 on Irwin & Bluwin 
auger bits and screw drivers. Gives 
complete specifications and price in- 
formation and also describes the many 
deals, golden anniversary offers and 
displays. Has 34 pages and is attrac- 
tively bound with a soft cover. The 
Irwin Auger Bit Co., Wilmington, Ohio. 





Gasoline Camp Stove 


Each burner may be _ individually 
controlled for fast or slow cooking. 
Stove lights instantly. Sturdily con- 
structed and equipped with rigid non- 





warping grate, built-in pump, and large 
capacity fuel tank which is easily re- 
moved. Dark green lacquer enamel fin- 
ish. Deluxe model (shown) has two 
burners, attached folding legs and 
shelf. Utility model is same but for 
legs and shelf. A one burner model 
also available. The Turner Brass 
Works, Sycamore, Ill. 


Prize Winning Package 

This package for bolts and nuts won 
the second highest award in the All- 
America Package Competition in New 
York. The carton is of tough brown 





boxboard; of the telescoping type, and 
is covered by a pattern of bolts, nuts, 
cotters, rope clips, plow bolts, semi- 
finished and castellated nuts, stove bolts, 
etc. The Lamson & Sessions Co., Cleve- 
land, Ohio. 


Skilsaw Drill 

Model 40—% in. capacity in steel— 
for production in light metals and in- 
termittent drilling in steel and cast 
iron. Motor has greater overload capac- 





ity. Switch is a double type, momentary 
contact type with a lock for continuous 
operation. Length overall, 12 in., 
weight, 54% lbs. Suggested retail sell- 
ing price, $28.50. Skilsaw, Inc., 3310 
Elston Ave., Chicago. 





Trojan Stock Cabinets 


Steel stock display cabinet shows 
blades of different types with indica- 
tion and description of each for use 
on wood, metal, or plastics. Space pro- 
vided for balanced stock of blades in 
labeled sections. Cabinet arranged so 





that it is self-selling and occupies 8 x 
12 in. of space. Blades in marked 
envelopes for easy reordering. Cabinet 
distributed through wholesalers who 
will carry a reasonable stock of replace- 
ment blades. Ackermann, Steffan & 
Co., 4532 Palmer St., Chicago. 





Skotch Fasteners 


Cadmium plated—for making or 
strengthening any type of wood joint. 
Maker states they will not shear or 
split wood fibres. Prongs are curved 





to draw both sides of a joint firmly 
together. Applied by placing fastener 
over joint and striking ends alternate- 
ly. Superior Fastener Corp. 6405 
Northwest Highway, Chicago. 
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One of the Forming Machines e yar 


Fourth in the series of ad- 
vertisements telling how 
Columbian Tape- Marked 
Pure Manila Rope is made. 


ORMING Machines in the Columbian mills exert an 

equal “draw” on the yarns as they unreel from the 
bobbins. This results in a more uniform strand which 
assures a higher-quality, more-dependable rope. 


Rugged strength and long life are built into 
Columbian Rope. From the selection of the finest fibre 
in the far-off Philippines to the final “laying” of the 
strands in our modern plant here in Auburn, nothing is U 


left to chance. Accuracy governs every step. A L I Ty 
When you sell this better rope, you build repeat 
business. CY, = 
COLUMBIAN ROPE COMPANY “ry tep of i 
the 7 
dy 


352-80 Genesee St. 
AUBURN, “The Cordage City.” N. Y. 


COLUMBIAN ROPE 
PURE MANILA 
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Curtain Stretcher 


“Sag-Proof” and pinless. Two sizes, 
4 x 7 feet and 5 x 9 feet. Rods are 
cadmium plated. Rustproof clips sup- 
plied, 12 with former size, 18 with 
latter. Side attachment, when properly 
used, eliminates sagging. Length is con- 
trolled by adjusting thumb screws. Side 
attachments are adjustable for stretch- 
ing curtains up to 84 or 108 in. in 
length. Rods are marked for accurate 
measuring. More than one curtain at 
a time may be stretched. Block Mfg. Co., 
Kenosha, Wis. 


Rollfast Bicycles 


The new line of Rollfast bicycles are 
thoroughly equipped and streamlined 
and are built, the maker states, to a 
new standard of racy modern design. 
They are in a variety of colors—bright 
and lustrous vichrome enamel baked 
over a Bonderized base, previously sand- 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims—New Packages 


—New Colors—New Deals— 
Ee os re 


blasted to produce a hard and durable 
finish. The models include a V-20 Cus- 
tom-Built bicycle; a V-26F, DeLuxe 
Model for girls and women; a V-24F 
Sport Motobike DeLuxe and the V-24G 
Sport Motobike. Advertisements in na- 
tional consumer publications will intro- 
duce the line to the public and con- 
sumer calalogs are now ready for dis- 
tribution. D. P. Harris Hdwe. & Mfg. 
Co., Inc., 99 Chambers St., New York 
City. 
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Eclipse Lawn Mowers 


Describes and illustrates hand and 
power lawn mowers of the Eclipse line 
and also the company’s dealer helps. 
Cros:-section photographs illustrate the 
different features of the models while 
the descriptions include specifications 
and general information. Has a file ex- 
pansion cover for the storing of Eclipse 
printed matter, correspondence, sales 
plans, etc. Eclipse Lawn Mower Co., 
Prophetstown, Ill. 





Water Heater Display 
The exposed rooms in this colorful 
display light up, as does the circle at 


the top of the display. The four cards 
with the ribbons are included with the 


display. Each complete display is 
packed in an individual carton with 
assembly instructions. MV-5079—$2.50 
each. Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio. 
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Customers 


ARE 


It’s easy to understand why OTHER types 
of retail stores are selling a lot of clothes 
line and kitchen furnishings that YOU 
should be selling. 

































These other stores can compete with you 
ONLY on PRICE. You still have the advan- 
tage of QUALITY STANDING. When 
your customers want high-grade tools, house 
furnishings, etc., they come to YOU. And 
there’s your opportunity to show them why 
just a few cents more buys the lasting sat- 
isfaction and economy of PHOENIX Sash 
Cord; a hard braided cotton cord which av- 





Every hardware merchant knows that a com- 


plete line . . . a line that includes a definitely : 
superior item for every prospective customer... erages thr ee times as strong as cheap 
is the one best way to build a substantial, perma- clothes line and lasts years longer. 


nent business. This is just what the Sterling ' , 
Complete Line of Wire Products offers you... Customers are HUMAN. They'll appreciate 


each item is superbly manufactured and de- your friendly care of their interests. And 
signed for modern selling. PROVE it with PURCHASES. 


| SAMSON CORDAGE WORKS 
| ‘DEPT. H, BOSTON, MASS. 


Your Jobber carries 


PHOENIX SASH CORD 


aGOOD Sash Cord...the BEST Clothes Line 
Write for a sample 


S g\GNED tor 


ClLINCH- MEO 


SINGLE WOOF 








ovauiEo 
FYELO AND POULTRY Fence POULTRY WETTING ~ HAROWARE CLOTH PENCE AND GATES fame GaTES 





Year after year Sterling Dealer Wire Products 
business is steadily gaining... building an ever 
increasing volume of profitable business. Now 
is the time for you to investigate the Sterling 
Complete Line. Ask your jobber or write direct 
to Dept. 10. 


NORTHWESTERN BARB WIRE CO. 


STERLING — Since 1879 — ILLINOIS 
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A Weedicide 


“Dixide”—said to penetrate to roots 
of weeds without destroying surround- 
ing vegetation or contaminating the 
soil; to be non-poisonous to humans 
and animals; non-explosive, and non- 
irritating to skin or harmful to cloth- 
ing. Applied with insecticide sprayers 





or pressure gun to leaves or stalks. 
Furnished in quart (with double cap, 
nozzle spout), half-gallon, and gallon 
cans to retail at 75c, $1.15, $1.90, re- 
spectively and for large area use in 
5-gal. cans (to retail at $7.85), 30 and 
35-gal. drums. Dealer’s discount, 33 1/3 
per cent on full case shipments (12 
qts.) and 25 per cent on smaller lots. 
R. B. Mather, P. O. Box 1, Kenmore, 
} ae 


Ray-O-Vac Salesman’s Kit 





For jobber salesmen. Includes in ad- 
dition to the Silverchrome Rotomatic, 
Dualite, Copperlite, and a nickel focus- 
ing spotlight, descriptive broadsides, 
price schedules, and illustrated catalog 
pages showing the complete deals rep- 
resented. Kit is light in weight, finished 
in heavy black waterproof paper, and 
is less than 8% x 11 in. Furnished to 
distributors free in quantities—distrib- 
utor need only pay cost of the four 
sample flashlights included. Ray-O-Vac 
Co., Madison, Wis. 





Keystone Tool Catalog 


Describes line of ratchet drills, taper 
sleeves and sockets, ratchet socket 
wrenches, detachable socket sets, West- 
cott wrenches, the ratchet stud setter, 
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and the Soc-Kits, the latter containing 
an assortment of socket sizes necessary 
for the servicing of an automobile. New 
items include the No. 123 short shank 
sleeves; No. 124 short shank sockets; 
No. 125 Morse taper turret sockets; 
No. 126 Morse taper square hole sock- 
ets; No. 127 Morse taper blank arbors. 
A No. 424 giant ratchet socket wrench 
and special service ratchet wrench have 
also been added. Ratchet wrenches are 
now available in all sizes up to three 
inch bolt. Also new is the ratchet 
auger and pipe reamer for wood bor- 
ing, pipe reaming, and metal drilling. 
The Keystone Mfg. Co., Buffalo, N. Y. 


Broom Rake 





For use as broom or fork. Depth 
regulated by pressure on handle. Said 
to improve soil condition because fine, 
flexible teeth open pores of soil, re- 
move dead material, and prevent injury 
to tender shoots of new grass and herb- 
age. Handle, 48 in. long; 24 teeth, are 
9 in. long and of oil-tempered spring 
steel; width of rake, 18 in. Stampit 
Corp., Lock Box 632, Old Post Office, 
Chicago. 


Turner Gasoline Lanterns 





No. 711 (illustrated) —one mantle. 
Capacity, one pint. Has red enameled 
shade with fuel tank in black with 
nickeled trim. Retail selling price, 
$5.90. No. 571 same but for shade 
which is nickeled instead of enameled. 
Retail selling price, $5.60. Also two 
mantle, 300 candlepower lantern with 
one gallon capacity. Retail selling 
price, $6.80. All are instant lighting. 
The Turner Brass Works, Sycamore, Ill. 


Aeroplane Glue Card 





In red, yellow, blue and black. Dis- 
pleys 12 tubes of glue, attached to card 
by rubber bands, to retail at 10c. The 
card is double scored across the face 
so as to fold over to more compact 
shipping size and to protect the tubes 
in transit. Russia Cement Co., Glouces- 
ter, Mass. 


Adjustable Levels 





Vial cases are easily replaced and ac- 
curately adjusted with a screwdriver. 
Vials are flush with body of the level, 
which is of aluminum, in lengths of 
18, 24, 28 and 30 in. or in hardwood, 
in lengths of 24, 26 and 28 in., and 
also in bricklayers’ lengths, hardwood, 
42 and 48 in. Component parts are 
identical in all three types and are 
interchangeable as a plumb or a level. 
Vial ring, glass plate and vial only are 
available separately. Exact Level & Tool 
Mfg. Co., Inc., High Bridge, N. J. 





Positive Colors 


Mural-Tone—developed for tinting 
regular Mural-Tone White and other 
casein-vehicle paste paints used for 
decorating walls, ceiling, and other 
interior surfaces. May be used full 
strength, alone, or intermixed with one 
another. Maker states features are: 
easy flowing, smoothness of film, light 
proof and lime proof, and are opaque. 
May also be used for poster art and 
show cards. Packed in paste form in 
half pint glass jars and pint, quart, 
gallon and five-gallon cans. The Muralo 
Co., Inc., Staten Island, New York. 


Wall Hooks And Dowels 





“Volo” for use in building and plumb- 
ing trades, industrial plants and also 
home. Made in U shape and of Swedish 
strip-steel, hardened and tempered by 
patented process. Maker states they 
can be driven directly into bricks and 
cement with a heavy hammer without 
damaging walls or searching for 
rabbets. Made in Germany; U. S. 
agent is Arthur W. Mateikat, 1776 
Townsend St., Cincinnati, Ohio. 
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Five brands, in 
weights and styles 
to suit every need. 
Sharp uniformly 
spaced barbs... full 
veer ++-smoothly § 
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DEFENDER 






In the SOIL 
CONSERVATION 
PROGRAM this Year 


Good fence is essential in any program 
of soil improvement. Barbed wire will 
be required, whether woven wire is used 
or not. Sell the brand that makes last- 
ing friends. RED BRAND lasts years 
longer because it’s made of copper- 
bearing steel; and further protected 
against rust by the patented “‘Galvan- 
nealing” process. 


New Fencing Business 
in YOUR Territory!! 


Nearly half a billion dollars will be paid farmers 
for transferring approximately 30 million acres 
of land to soil-conserving crops in 1936. With 
good fence vitally important in soil building 
practices—with all this extra cash paid to farm- 
ers—there’s an unequalled opportunity for you 
to sell RED BRAND Fence and barbed wire— 
RED TOP and ALUMINUM STRIPE Posts. 
Go after this business with Keystone’s help! 


HAWTHORNE 


\ 
wi 


RUTHLESS 





Free supply of folders explaining the Soil Con- 
servation Act .. . selling helps . . . consistent 
national advertising . .. attractive prices. A 
letter or wire will bring complete facts. 


KEYSTONE STEEL 
& WIRE COMPANY 




















Dept. P Peoria, Illinois ¥ 

RED BRAND\ 
\ 

GALVANNEALED ‘ 


FENCE 


Copper Bearing 
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Rixson Selections for 
RESIDENTIAL YEAR 


Wi In a year when residential building shows 
so much encouraging progress, builders’ 
hardware dealers and jobbers can well afford 
to stock these Rixson specialties. They offer 
special values which are well known to speci- 
fication writers. Their performance is of a 
class it pays to recommend. Write for details. 
Junior Double Acting Floor Check — Positive, quiet, 
closing in one swing. A durable mechanism by the de- 
signers of the finest checking devices knows. For interior 
doors of the 9 

familiar pantry- 
kitchen type. 











Rixson Friction Stay 
—Friction discs un- 
der tension hold 
transoms, cellar win- 
dows and casements 
at any desired posi- 
tions without wind 
rattle or slam, but 
easily moved by 
hand pressure. 

No. 94 Casement 
Operator—The logi- 
cal device for out- 
swing casements. 
Noted for its com- 
pactness, maintaining 
perfectly on _ stools 
only 144” wide. Op- 
erates window 
through 90° in 31 


turns. 








THE OSCAR C. RIXSON CO. 
4450 Carroll Ave., Chicago, IIl. 
New York Office: 2034 Webster Ave., N. Y. C. 


Philadelphia—Atlanta-New Orleans—Los Angeles-San Francisco 
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BUILDERS’ HARDWARE 








of bacon! Retail $i. 


Retail 35c. 


BEAN-X 


Bean slicer and 
stringer. Removes the 
ends, then strings and 
slices beans in one 
operation. Makes 
beans cook faster, 
look better, taste 
better. Retail 59c. 


order direct from 









with serrated blade. 





SUMMER SALES with 
hd 


STAINLESS SHEARS FOR 
EVERY SPORTSMAN’S KIT 


Whether it's for a day's fishing jaunt or a 
month in the Canadian woods, every sports- 
man needs one of these handy all-utility shears 
Will do everything— 
from cleaning fish to cutting wire, or a slice 


STAINLESS KNIFE FOR 
EVERY PICNIC BASKET 


A good knife is a joy at a picnic party. 
Here is a reliable super-edge kn 

cuts, and scales with sureness. For preparing 
salads, the serrated blade slices vegetables 
to paper thinness, and the new paring edge 
Be those potatoes ready for the fire in a 
U 


ife that slits, 


—And for the Canning 
Season! 


LIMA BEAN 
and 
PEA SHELLER 


Right- or left-hand 
feed. Easily cleaned. 
Baked enamel finish. 
Packed one to a box. 
Retail 89c. 


Easy-Aid quality kitchen tools are rapidly 
becoming “best sellers'’ in leading hardware 
stores. Get in touch with your jobber, or 


G. N. COUGHLAN CO., Orange, N. J. 
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Hoisting Equipment 

Catalog No. 67 on chain hoists, trol- 
leys, winches, cranes, and chains. Pro- 
fusely illustrated. Descriptions give 
factual information to aid in the selec- 
tion of the proper equipment for dif- 
ferent types of work. Technical data 
also included. Loose-leaf type, 84% x 11 
in., 95 pages. David Round & Son, 
Cleveland, Ohio, with which is asso- 
ciated The Cleveland Chain & Mfg. 
Co., Cleveland, and other affiliated chain 
manufacturing firms. 


Grass Cutter 


No. 28—“Comet” for cutting grass and 
particularly useful when grass is too 
high to be cut with a lawn mower. 


Eight inch blade; overall length, 3844 
in.; handle and shaft, 34 in.; packed 6 
to shipping carton. Shaft is painted 
red. Kelly Axe & Tool Works of The 
American Fork & Hoe Co., Cleveland, 
Ohio. 


Marine Hardware Catalog 


Catalog and price list No. 36 illu- 
strates and describes lines of marine 
and industrial hardware, marine lights 
and equipment, drop forgings, gray iron 
and brass castings, and galvanizing and 
tinning. Paper bound, 8 x 10% in., 
148 pages. Wilcox, Crittenden & Co., 
Inc., Middletown, Conn. 





General Hardware Catalog 


Of 129 pages including index—6 x 9 
inches. . Describes and illustrates com- 
plete line of general hardware items. 


New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims—New Packages 
—New Colors—New Deals— 







Parts catalogs also available on heavy 
hardware, mill supplies, sporting goods, 
auto accessories, house furnishings, re- 
placement bearings, and saddlery hard- 
ware. Wm. E. Pratt Mfg. Co., Joliet, 
Ill. 


Paslode Carton Sealer 


For stapling the flaps of any cor- 
rugated or fibre container of the over- 
lapped type. The stapler has a special 
“S” anvil construction which permits 
it to slide along the overlapped flap 
and drive the staples from end to end 
in one operation. Paslode Co., 203-A 
No. Bank Drive, Chicago. 





Superfex Heat Directors 





These Oil-Burning Heat-Directors 
have been restyled—slightly larger and 
heavier, and have a two-tone brown 
procelain enamel finish with black trim. 
Adjustable shutters on each of three 
sides make it possible to direct heat in 
any direction. When shutters are com- 
pletely open, radiating heat is supplied, 
and when closed, heat is circulated. 
Three sizes—capacities from 2850 to 
7330 cu. ft. in northern climates, or 
from 3800 to 9770 cu. ft. in southern. 
Oil is burned without machinery, wicks 
or lighting rings. “Superfex Merchan- 
diser” is a publication with six pages 
of eight-column newspaper size—a mer- 
chandising aid for dealers handling 
Superfex Oil-Burning Air-Conditioning 
Heating Plants, containing in addition 
to sales information and advertising 
suggestions a number of articles telling 
of the important bearing the air-con- 
ditioning heating plants have had in 
the successful operations of a number 
of builders of groups of moderately 
priced houses. Perfection Stove Ca., 
Cleveland, Ohio. 
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The Cold Pack Canner, Preserving 
Ox. and Covered Kettle Shown 
above should be on order now for pre- 
serving time delivery. Each of these 
items is a big value at your logical 
markup. Attractive labelsmakeacolor- 
ful display. Each item is competitively 
priced for matched value in any line. 
Ask your jobber’s salesman about these 
items now for mid-summer delivery. 


THE ENTERPRISE ALUMINUM CO. 


MASSILLON OHIO 
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When your customer says, “Pll take this 
gun,” and hands over his cash — just how 
do you feel? Confident of your customer’s 
future satisfaction? Or doubtful? 


The sale is ended. But your responsibility 
has just begun. 

If you show the sportman a Fox Gun, you'll 
find he has a high regard for its reputation 
—likes its looks—action—balance —“ feel” 
—and price. Then— when he hands over 
his money—you feel confident that he will 
get a world of satisfaction in its use. 


Back of every Fox Gun is the Savage Organ- 
ization— the Savage Plant with modern, 
extensive, precision manufacturing facili- 
ties. That all goes to make a good gun 
sible. Back of every Fox Gun is the 
avage Reputation. That goes to make 
positive that a good gun is delivered. 
Write for catalog. Order from your Jobber. 


Fox Gun Division, Savage Arms Corporation 
Dept. M-9, Utica, N.Y. 


FOX sare 
SHOTGUNS 


STERLINGWORTH 
GRADE 


Retail Price « 











Stanley Tool Items 





Defiance No. 1278 Screw Driver As- 
sortment contains 12 each of the 3, 4, 
5, and 6 in. blade size to retail at 10c. 
each. Sixteen are displayed in the 
four compartments which can be re- 
filled with new stock packed under- 
neath the carton. Carton is in red 
and black as are the handles of the 
screw drivers. No. 705A Chisel Assort- 
ment includes six No. 750 Stanley 
Socket Butt Chisels from %4 to 1% in. 
wide graduating in %4 steps. Carton 
is four colors and holds six chisels. 
Retail value, $5.75. Screw Driver No. 
171, not shown, with tip, shank and 
head of a solid bar of steel has hard- 
wood handles, shaped and fluted for 
good grip and in cherry finish. Four 
each of the 4, 5, and 6 in. sizes are 
contained in assortment No. 171A, 
packed in a blue covered box with 
silver display card. Retail value, $3.55. 
Stanley Tools, New Britain, Conn. 


Nesco Prospectus 


Entitled, “10 Big Reasons Why You 
Should Tie Up With Nesco Electric 
Cooking for a Greater 1936,” is informa- 
tive from a merchandising and promo- 
tional standpoint. It tells the complete 
story of the new Nesco line from its 
production at the factory to its results 
in the home. It includes a statistical 
survey of comparative volume of sales 
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of various electrical appliances, illustra- 
tions and descriptions of available sales 
manuals, window, counter and billboard 
displays, advertising cooperation and 
special campaign service. It is 14 in. 
square with silver covers, a narrow 
black and gold title strip and has a 
plastic binding. National Enameling 
and Stamping Co., Milwaukee, Wis. 


Rotary Filler And Capper 





“Specialty’—for cream, skim milk, 
buttermilk, and chocolate milk. Said 
to fill and cap 10 or more bottles a 
minute, and is quickly adjustable for 
quarts, pints, and half pints. Has no 
complicated parts—easy to clean and 
operate. All parts rust proofed. Stand- 
ard equipment—18 gallon round porce- 
lain tank with aluminum cover. Twelve 
gallon square stainless steel tanks and 
covers or tinned copper tanks and cov- 
ers also available. Specialty Brass Co., 
Inc., Kenosha, Wis. 





Brownie Sponges 





Each sponge is cleaned, sterilized, 
wrapped in Cellophane; has an il- 
lustrated label, listing various uses for 
sponges, and a loop for hanging. 
Labeled shipping carton suitable for 
display purposes. List price of sponges, 
25c. and up. Gulf & West Indies Co., 
Inc., 23 Murray St., New York City. 





Holo-Krome Catalog 


Title—“Standards for Hexagonal 
Type Socket Set and Cap Screws as 
approved by the American Standards 
Association.” Includes all dimensions 
of heads, bodies, screw and thread 
lengths, screw points, socket and 
wrenches for same. Thirty-two pages, 
8% x 11, illustrated. Holo-Krome 
Screw Corp., Bristol, Conn. 





9-Inch “Workshop” Lathe 





New improvements include: simpli- 
fied twin gear reverse for cutting right 
and left-hand screw threads of 4 to 40 
per inch; countershaft of either double 
friction type or horizontal type with 
either plain or adjustable belt tension; 
improved back-geared headstock with 
larger spindle bearings and a new ball 
bearing thrust collar on spindle; new 
and heavier designed saddle, and sim- 


plified gearing for threads and speeds. 
Comes in four different lengths of 3, 
344, 4 and 4% ft., with distances be- 
tween center, 17, 23, 29, and 35 inches 
respectively. Offered in 8 different 
models in both bench and floor leg 
style. Metal of all kinds may be ma- 
chined, and a complete set of attach- 
ments for handling a wide variety of 
work may be fitted. South Bend Lathe 
Works, South Bend, Ind. 
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Metco “Kleenfire”’ Heaters 


For homes, stores, etc., without heat- 
ing plants in the basement. Burner is 
of pot type of steel construction. Walls 
of burner proper are perforated to per- 
mit air for combustion. Regulating 
valves, shut off valves and oil level 
controls, furnished. Combustion cham- 
ber is streamlined, tapering from bot- 
tom. This construction, it is stated, 
allows the heated air to expand with 
minimum restriction, resulting in a 
gentle flow of air. A secondary cabinet 
surrounds the combustion chamber to 
prevent the exterior cabinet from be- 
coming overheated. The latter is made 
of furniture steel, natural wood finish. 
Metal Door & Trim Co., La Porte, Ind. 





Trade Marks, Patents, Ete. 


“How To Protect Business Ideas,” 
presents in book form the whole story 
of how to obtain and use to the best 
advantage trade marks, patents, copy- 
rights, labels and kindred properties. 
It will be of value to anyone wishing 
to promote ideas or suggestions deal- 


ing with any one of a number of fields 9 
—merchandise, machines, formulae, 
processes, designs for advertising—as e ry ] e . 








it gives advice and suggestions for the 
protection of his legal rights and priv- 


ileges. List price, $2.50. Harper & one : 
Brothers, Publishers, 49 E. 33 St., New Cross Sterilized tacks are sharp. . . uniformly 
York City. 


— sharp. Every tack is “made to specifications.” 


Ferry-Morse Seed Catalogs 


Home Garden Catalog—9l1 pages— 
illustrated—for both vegetables and 
flowers, and intended for use of home 
gardeners. Descriptions include price. 
Charts best time for planting and lists 
flowers in groups for special uses and 
according to height. Descriptive Vege- 
table List, 60 pages, intended for distri- 


Your Trade likes Cross Sterilized tacks because of 
the uniform sharpness. They know these tacks start 
straight, and minimize splitting. They know these 


tacks can be driven home and that the heads stay on. 





bution by hardware dealers and other Double-Sterilized by thorough washing and blue- 
dealers, handling garden seeds in bulk, - . a . 

to market gardeners. Each section is ing in high-heat electric furnaces, Cross Tacks are 
devoted to a different vegetable and ‘ — P 

each variety of the same is. described. packed clean in moisture resisting containers. 

Contains planting chart. Ferry-Morse 

Seed Co., Detroit, Mich. You sell a quality product when you sell a box 
Gas Heater with the Cross name on it. Pleasing people pays— 


for you as well as for us. 


UPHOLSTERERS * CARPET * CARPET LAYING * COPPER 
WEBBING « GIMP * HIDE * LACE » WIRE CLOTH STAPLES 
BILL POSTERS * DOUBLE POINTED + CLOUT NAILS 


Sold in 


these distinctive boxes 


RED—BLACK—WHITE 


Health Guard—Circulating and Radi- “O K. * if they’ re 


ant heat—said to prevent carbon mon- 
oxide from being given off. No stove | YOUR JOBBER HAS CROSS, OR CAN GET THEM FOR YOU 
pipes, odors nor fumes. Triangular 
shape. Height, 18 in., width of each 


face, 10 in. at top~ 9% in. at bottom. | WLW. CROSS & CO.INC. EAST JAFFREY, N.H. 


Health Guard, Inc., Buffalo, N. Y. 
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TOOL OF 


Idd! 
USES! 


RAN DEE: 


~ 


A DEMONSTRATION 
SELLS IT! 


Every craftsman and mechanic 
wants to see the most. versatile 
tool ever made. Our national ad- 
vertising directs them to you. 
Cash in on this new “Extra Profit” 
maker. Don’t delay! Send the 
coupon forSpecial Offeron Demon- 
stration Outfit forhardwarestores. 


Standaed move. 


Does away with FR: 
slow hand 4 
work. Foruse 
at home, in / 
shop or take / 
tojob. Uses 
200 differ- ‘| 
ent acces- | 












sories— 

grinds, # 

polishes, won 
routs, = 
drills, 

carves, Retail Price 


cuts, sands, saws, sharp- $10’ 5 
ens, engraves. 13,000r.p. and Up 


m. 110 volt A.C.or D.C. 3Accessories FREE 


rhe De Luxe mot. 


A sensation wherever 
used — almost human 
in its smooth, rapid 
response. 25,000 r.p.m. 
Fastest and most 
powerful tool for 
its type and 
weight, 12 
ounces. 6" 
long, 154" 
diameter. A 
constant ser- 
vice tool that 
is a great 
time and 
labor saver. 









CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St. Dept. EE, Chicago, Ill. 


Send catalog and dealer discounts with 
Special Offer on Demonstrator Outfit. 
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for Retail 
Hardware Stores 


Roll Screen Wire Vendor 





Machine carries under full load 3,500 
square feet of wire and handles all 
widths up to 60 in. Wire is drawn out 
over cutter bar, measured down yard- 
stick, clamped with spring clamp, cut 
along groove in cutter bar with shears. 
Machine has iron frame work, painted 
aluminum. Baseboard and tubes paint- 
ed red; is 24 in. wide, 24 in. high and 
72 in. long. May be installed on dis- 
play table counter, trusses or bracket. 
Price, $40.00 f.o.b. Warner Supply Co., 
827 S. 27th St., Lincoln, Neb. 





Table Center Piece 





design ex’- 


“Fleurette” — graceful 
cuted in hammered copper and finished 
in chromium. May be used as a floral 
basket, candy dish, celery and olive 


tray, ice bucket, etc. Suggested retail 
selling price, $1.00. Revere Copper 
and Brass, Inc., Rome, N. Y. 





Shallow Well Pump 


Uniflow Gem “30” includes a com- 
plete 300- gal.- per- hour shallow well 
pump and 30-gal. galvanized tank, as- 
sembled and shipped in one crate. In- 
corporates air volume control, pressure 
gage, automatic pressure switch, auto- 
matic overload relay, and relief valve. 
Pumping unit features one-way water 
travel and long suction lift. Pump unit 
and motor are mounted on rubber for 


—New Colors—New Deals— 





New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims—New Packages 









quiet operation. Centrifugally flooded 
oiling system insures lubrication to all 
moving parts. Uniflow Mfg. Co., Erie, 
Pa. 


Improved Knife Sharpener 


KANTBREAK 


KNIFE SHARPENER 





“Kantbreak”—one in each standard 
package of 12—is affixed to an attrac- 
tive display card printed in a color com- 
bination of blue and yellow. Sharpener 
has a new handle of novel shape and 
color. Rubber mountings, to help pre- 
vent breakage, are still featured. Behr- 
Manning Corp., Troy, New York. 
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WholesaleCensus 


(Continued from page 33) 


sembled in folios at the supervisor’s 
office and sent by registered mail to 
the Philadelphia headquarters. All 
checking in the field offices is re- 
stricted to ascertaining whether 
reports are complete, or whether the 
canvass of an enumeration district 
is complete. As rapidly as the post 
office delivers the incoming reports, 
they are checked again to assure 
completeness of the canvass. 

As the next step the reports are 
edited, analyzed, and sorted by types 
of business—wholesale trade, con- 
struction, etc. The reports are then 
sent to the appropriate divisions in 
the Bureau which are supervised by 
specialists in their respective fields. 
Within each division the reports are 
further sorted by kinds of business 
—hardware, grocery, etc. Then 
groups of clerks trained in each of 
these fields examine and test the 
reports, code them, and finally pre- 
pare them for statistical tabulations. 
The kind-of-business classification is 
established by an answer to @ 
specific question, and further veri- 
fied by other information on the 
schedule received. 

Each individual report is care- 
fully edited to eliminate errors in 
preparation—misplaced entries and 
inconsistencies. No figures for a 
classification (whether for a_busi- 
ness, area, or type of operation) are 
published unless enough individual 
reports are included to make it im- 
possible to distinguish the facts 
about any particular individual’ firm 
or corporation. 

Every step in the work makes for 
accuracy in the final results. Each 
detail on a report is prepared care- 
fully for the composite statistical 
arrays to be shown by kinds of busi- 
ness; by area sub-divisions; by 
types of operation, and by legal 
forms of organization, as well as 
under various other headings. 

When finally released by the edit- 
ing and coding groups, the reports 
are consecutively numbered and ar- 
sembled in folios by States, counties 
and cities. The folios are then ready 
to be sent to machines which trans- 
fer the data to punch cards, prepara- 
tory to subsequent machine tabu- 
lation. It is from the mass totals 
produced by these machines that the 
many statistical tables are prepared 
which finally become the formal 
printed Census reports. A force of 
nearly 3.000 under the direction of 
Fred A. Gosnell, chief statistician. 
is required for this work. 
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Advise your customers to STOP before buying just 
“any” pipe dope and their GOING will be easy— 


DIXON'S GRAPHITE SEAL 
Not Soluble in Oil 


Functions as lubricant and seal on all threaded, gasketed and flanged pipe 
and other joints. Makes bly and dis bly easy. Keeps joints tight 
against hot and cold oil, gasoline and all non-aqueous solvents. Booklet 
GS 40 gives complete information. 


DIXON'S PIPE JOINT GRAPHITE COMPOUND 


Not Soluble in Water 


A lubricant and a seal for all threaded, gasketed and flanged pipe and 
other joints. Makes it easy to set up and take down joints without damage 
to gaskets or fittings. Tight against hot and cold water, all aqueous solvents, 
steam, air, gas, acids and brine. Booklet D 40 tells all. 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City New Jersey 


























LACLEDE 
PIPE 






Important 


‘leo OFTEN we may forget 
the standard items of our 
business... sold day in and 
day out, year after year, and 
constitute, in the end, a major 
part of sales profits. 


Keeping an adequate stock 
of pipe on hand should be an 
essential part of your heavy 
hardware program. Demands 
for pipe are not only “hurry 
up” but are constant through- 
out the year. A stock of pipe 
in your store may save time, 
money, and customers. 


A Laclede jobber near you 
will be glad to work with you. 





LACLEDE 
STEES 


COMPANY 


ST. LOUIS 
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Perpetual Canvass Builds Volume 


(Continued from page 38) 


doctor for house plant, shrub and 
upholstered articles of furniture. 
Consultation by telephone with 
the customer taking the initiative 
has now become a part of the 
service. 

Here in brief are the three types 
of women whom Mr. Green has 
selected for the work: One is a 
woman who used to be very 
wealthy and has no trouble fit- 
ting herself into the picture on 
big estates. She lived a country 
club life herself for years so knows 
the language of wealth. 

Saleswoman No. 2 is a go- 
getter. She opens up new districts 
and dynamites her way to volume 
sales in districts which are well-to- 
do but not wealthy. 

Woman salesman No. 3 is a 


“home body.” She wins the con- 
fidence of women through her 
sympathetic approach. She has, 
however, sufficient initiative to 
make new contacts, new friends, 
and enough go-after-it to keep her 
average sales up on a par with 
the other two women. 

The average unit sale is about 
four dollars. A one dollar mini- 
mum is set for the protection of 
both the store and the sales- 
woman. The sales-women have 
been protected by limiting the 
number to three in a city of 
140,000 people. 

The profit is substantial. The 
amount of publicity accruing to 
the store is very large and the 
volume of sales is constantly 
growing. 





Modernizing Builds Trade 


(Continued from page 39) 


cement floor, and later an automo- 
bile salesroom, it is substantially 
built and is heated from a central 
plant. 

The generous dimensions of the 
establishment allow ample room 
for standard display tables, largely 
in double lines, 18 in all. There 
is a space of 4% feet in the 
middle aisle and 4 feet on the side 
aisles. As one comes in the door 
he sees a table on ‘the right ar- 
ranged the wide way of the store, 
marshalling a double row of 
tables, placed lengthwise of the 
store. On the left, at the front, is 
a table with two lengthwise next 
to it, with the same arrangement 
for three more. 

The wrapping counter is placed 
at the rear of the store, near the 
cashier’s desk, so that customers 
automatically go there when the 
purchase is wrapped up and the 
sale registered in the cash regis- 
ter, and many sales are made of 
small items, due to the fact that 
the customer passes by the table. 
Shelving 10 feet high is placed in 
the rear for surplus stock. In the 
rear is also builders’ hardware. 

The location of articles on the 
tables is changed occasionally, 


for this is part of the merchandis- 
ing scheme, and “perks up” the 
sale of items. The plan is to make 
seasonal display changes, such as 
will enable seeds and garden tools 
to be featured in the spring and 
fishing tackle in the summer 
months when the disciples of Izaak 
Walton hie to the deep sea, streams 
and lakes. 

On each side of the store there 
are new steel fixtures, 7 feet, 3 
inches high, with open display for 
carpenters’ tools. The paint line 
is shown on special shelving de- 
signed to conserve every inch of 
display space. Small tools are 
neatly and attractively displayed 
on swinging doors. All shelving 
is adjustable on clips, so that it 
is not necessary to remove any 
bolts to remove the shelves. The 
fixtures, designed, manufactured 
and installed by the Berger Mfg. 
Co., Canton, Ohio, are finished in 
a pleasing combination of colors, 
with backs and sides of orange and 
the balance of the shelving in 
brown. 

An innovation, perhaps, is an 
aquarium with tropical and gold 
fishes, located in the left rear of 
the store. The company sells tanks 
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HERE’S one of the fastest selling items in the retail 
hardware trade . . . ball bearing casters that roll in any 
direction quietly, smoothly and without effort. 
MERCHANTS MAKE MONEY WITH “ACME" CASTERS 

Every customer is a logical prospect for “ACME” Ball 
Bearing Casters. All you have to do is demonstrate . . . 
roll an “acme” along the counter or in the palm of your 
hand and the sale is made. Stock “AcmEsS” and roll up 
profits. 





THE ScHatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


“OCG oats. 

























gee: | SHOOTERS ARE GOOD SPENDERS 


ee Consider the money spent annually for Guns, 

eT eer Rifles, Targets and Ammunition. Skeet 
shooters, trap shooters, duck and game hunt- 
ers all want CLEAN barrels in their shot 
guns and rifles. 





No. 246B Rifle Cleaning Brush P 

25-50 Cal. Union Hardware Shot Gun and Rifle Clean- 
ers solve the problem. They thoroughly— 
remove all lead, rust, calking, etc., without 
injury. Types and prices to suit all sports- 


| 


men. 
; Shooters are good “sports”—they spend free- 
eee ly if you please them. The U. H. Line of 


Gun Implements will win and hold their 
trade. It returns a real profit. 


Catalog No. 7 illustrates and describes the 
complete line. 








Your Jobber will supply you— 


~ — 


EUREKA Shot Gun Cleaning HARDWARE COMPANY 


Rod and Implements No. 95 





smod- 1-11 ichael Medel 1 


NEW YORK OFFICE ISI CHAMBERS STREET 
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and aquarium supplies, as well as 
supplies for dogs and birds. 

A well-stocked basement also 
contains shelves for storing re- 
serve supplies. A ramp in the 
basement allows a truck to be 
backed in. There are no posts in 
the way, either on the first floor 
or in the basement. 


John Howard Chandler, the 
senior member of the firm, was 
formerly with Chandler & Barber, 
for 40 years, in Boston. The busi- 
ness was started in 1929, after 
Mr. Chandler sold out his inter- 
ests in Chandler & Barber. Asso- 
ciated with him is his son, Lucius 
Carver Chandler. 





Fishing Tackle Display 


(Continued from page 25) 


the customers resulted in greater 
purchases; not only in the fish- 
ing tackle department, but in 
other branches of our business. 

“Ofttimes we are asked to 
throw light on the tying of fisher- 
men’s knots, such as the bow- 
line, figure eight, jam - hitch, 
double fishermen’s knot, jam 
knot, fishermen’s bend, etc. There 
was a time when this was a 
knotty’ problem with even us, but 
we eventually learned how to cope 
with it.” 

Thus, we are brought face to 


face with the fact that in this 
fast stepping age, competition is 
constantly forcing business to op- 
erate with greater efficiency in 
developing sales and in lowering 
the cost of selling. 

Obviously, the hardware mer- 
chant should have an all-embrac- 
ing line of goods, go out of his 
way to render real service, quote 
fair prices, give full satisfaction, 
intensively apply advertising 
methods at every opportunity, 
and in particular, make good use 
of his show windows. 





Overhead Plus Underhand 


(Continued from page 27) 


cash in his home country, abroad. 
With certain reservations and 
stipulations the clients and I 
agreed. 

He sat down and wrote a per- 
sonal letter explaining all par- 
ticulars. And sent it special de- 
livery by the next boat to his 
homeland. Within ten days a 
cablegram reached him with the 
full balance of his acknowledg- 
ment. His home folks had rallied 
to his support. Another indica- 
tion that he had sprung from 
honest and conscientious stock. 
So, his full obligation was duly 
taken care of with satisfaction. 

But the story does not end 
here. What were they to do with 
the employee. As explained above, 
he was a very valuable clerk in 
a rather complicated field of in- 
dustrial machinery. Men of his 
training were hard to get. He 
had spent years working up the 
trade. His department would suf- 
fer greatly if he was released 
from their employment. We dis- 
cussed the situation from ll 


angles—social, ethical, and from 
a strictly financial point of view. 

It was agreed by all that he 
was really a victim of circum- 
stances, and we felt that if he 
was given another chance he 
would come through. He was in- 
deed grateful of the opportunity 
to reinstate himself in the good 
graces of his employers. 

For several years now it has 
been our duty to keep this in- 
dividual under strict espionage. 
No method or individual is in- 
fallible, and we certainly do not 
claim to be. But we are of the 
honest opinion that this individ- 
ual is really going straight. And 
certainly his devotion to business 
and continued effort in behalf of 
his employers has proven to be 
exemplary in all respects. Let 
us hope that he has fulfilled his 
duties in every sense of the word 
—both apparent and otherwise. 
If he has accomplished this in 
both deed and action, he has cre- 
ated within himself a worthy citi- 
zen—and a valuable employee. 
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anufacturing Company 


ERIE, PENNSYLVANIA 


No. 131 








AGENTS: 


W YORK: 45 Warren St. : 113 Purehase St 





NE $ BOSTON: . 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 






Corner [rons | 
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The same high quality 
standard of T R & S 


Rivets we have main- 





tained thru the years holds just as true 
‘today as always. Careful craftsmanship, 
ewe engineering experience, modern 
equipment—these factors guarantee the 
| continuous, unfailing service of our prod- 
ucts. Every T R & S Rivet is guaranteed 
perfect, is accurately drilled—drives 
easily, clinches smoothly and is not 


brittle. Remember when you sell TR & S 





Rivets you're selling the best! 


TUBULAR RIVET & STUD COMPANY 
BOSTON, MASS. 







The largest factory in the 
world devoted to the man- 
ufacture of Tubular and 
Clinch Rivets. 
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EASY WAY 


Retail store owners can combine maximum 
profitable sales with minimum stock in- 
vestment by installing these three Twist 
Drill money makers. 


“Jobbers” Drill Kit No. 200 (Top) 
“Wire Gage” Drill Kit No. 300 (Below) 
“Bit Stock” Drill Kit No. 400 (Bottom) 


Each contains complete balanced stocks of 
the best selling sizes—and each comes in 
three different assortments for stores of 
different sizes. 


And, most important, each includes a 
permanent varnished hardwood cabinet for 
the drills, with all compartments plainly 
marked—a cabinet which costs you noth- 
ing, but is furnished free with the assort- 
ment of drills. 


Ask your jobber or write direct to— 


GREENFIELD TAP & DIE CORP. 
Greenfield, Massachusetts 


New York: 15 Warren St. Chicago: 
611 W. Washington Blvd. Detroit: 
228 Congress St. W. 


In Canada: Greenfield Tap & Die Corporation 
of Canada, Litd., Galt, Ont. 





GREENFIELD 








speeches at this convention. Some 
of them were outstanding. At the 
evening banquet the guest of 
honor was Chester H. McCall, 
Special Assistant to the Secretary 
of Commerce. He has a splendid 
voice and a very agreeable man- 
ner. He told us many things the 
government was willing to do to 
help us with all of our problems. 
It was my happy duty to intro- 
duce Mr. McCall. Naturally, I 
asked him about his early experi- 
ences. I was surprised to find 
that he hailed from Oregon, had 
been a cowboy, and also that he 
had been a featherweight prize- 
fighter. He told me the interest- 
ing story of his wanderings and 
experiences before he landed in 
Washington as a special assistant 
to Secretary Roper. 

The second speech at the ban- 
quet was by Richard Waldo, the 
editor of the McClure Syndicate. 
His editorials reach 3,500,000 
people daily. He was formerly 
connected in Washington with a 
“news behind the news” agency. 
At one time he was the editor of 
Good Housekeeping. Mr. Waldo 
has had a very wide experience, 
and he has great charm as a 
speaker. He uses no notes. Here 
are some of the rather startling 
things he said: 

“I expect to vote for President 
Roosevelt, but I would not be a 
bit surprised to see him defeated. 
The country at present is almost 
sure of his reelection, but there 
are powerful undercurrents, un- 
known to the public, that might 
make it very difficult for him to 
get the necessary number of elec- 
toral votes.” This, of course, was 
a surprising statement, because 
most of us were under the im- 
pression, as some wag has said 
here in New York, that it was im- 
possible to beat “Santa Claus.” 

Waldo also talked at some 
length about foreign affairs. He 
said that Great Britain had lost 
her place as a first-class nation. 
This Ethiopian affair was not the 
cause of the loss of her prestige, 
but simply an evidence of the de- 
cline of this great empire. He 
said that England was shot to 


pieces in the World War. That 


Study Your Consumers 


(Continued from page 30) 


for 200 years, 200,000 young men 
had been constantly in training in 
England for the Civil Service of 
the country. In the war 35,000 
of these young men, the flower 
of the nation, were killed and some 
70,000 wounded. He said Eng- 
land’s decline was largely caused 
by the loss of these young men. 
Second-rate men were now trying 
to carry on in the place of the 
giants who carried England suc- 
cessfully through some of the 
storms of the past. 

Waldo stated it was well-known 
that millions of dollars of Brit- 
ish capital were being invested in 
United States industries. The Eng- 
lish look upon the United States 
today as the safest country in 
the world for investment. It is 
also well known on account of 
the Communistic tendencies in 
France that French capital in the 
way of gold has been steadily 
flowing into the United States. He 
added that this country today was 
the one great, powerful, first-class 
nation left in the world. Notwith- 
standing the troubles through 
which we have passed in the last 
few years and notwithstanding 
present conditions, it was the gen- 
eral belief in the world that the 
United States will gradually work 
out of her troubles, and if there 
should be a European collapse 
this country could maintain its 
position of leadership even if 
many social changes take place. 

But Mr. Waldo was not an 
optimistic speaker. He seemed to 
view most things with alarm. He 
stated, for instance, that Ameri- 
can business today was not on a 
solid foundation, but was a house 
built on sand. One of the great- 
est dangers to the country, he 
pointed out, was in the immense 
amount of capital that has gone 
into just a few industries. He 
said that one American in every 
six owned an automobile, and that 
the buying of these automobiles 
and the gasoline consumed and 
paid for in cash by the people, 
was diverting so much money in- 
to one industry that hundreds of 
other industries naturally mubt 
suffer. He considered the auto- 
mobile one of the most serious 
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HORSE SHOES 


@ America’s most depend- 
able Horse and Mule Shoes for Half 


a Century 


@ Sold by Leading Jobbers 
everywhere on an established policy 
through regular trade channels 


OTHER PHOENIX PRODUCTS @ 


Toe Calks Ribbed Steel (bars) RUBBER GOODS 
Screw Calks, Chain Hooks and Horse Shoes 
Drive Calks, Cold Shuts Pads—Drive Calks 
Shoes and Tools Spuds for Tractor Docr Mats 

Racing and Sport and Lawn Mower Force Cups 


Shoes Wheels Radiator Hose 


PHOENIX MANUFACTURING CO. 


Largest Manufacturers of Horse 
and Mule Shoes in the World 


332 South Michigan Avenue, Chicago, Illinois 
Catasauqua, Pa. 
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OPEN QUESTIONS TO 6 
THE HARDWARE MERCHANT O. 





get a FAIR CUT 
in the PROFITS? 


Do you order Axes, Hatchets, and other 


3.99 


edged tools just to meet a “cutter’s” price 


| schedule? 





Or, do you order a line that shows you a 
“fair cut in the profit pie”? 


Since 1826 the Collins Company has made 
edged tools that are priced to make selling 


| easy and to show a good profit. 


For 110 years Collins Axes, Hatchets, 
Bush Hooks, Hoes, Picks and Mattocks 
have made friends of the customer, and 
profits for the dealer and jobber. 


If you want this “profit-line” in your store 
and you can’t find it in the jobber’s Big 
Book, write us today. 


Mr. Jobber 
Isn’t This 
Worth 
Your While? 


THE COLLINS co. 


f COLLINSVILLE, CONN. 






Michigan 
Single Bit 


AXES © HATCHETS ® BUSH HOOKS 
HOES *© PICKS © MATTOCKS 
81 








ENCLOSED 


AN IMPORTANT FEATURE OF 





Greenlee Spiral Screw Drivers have 
many features which make them popu- 
lar with the user and easy for the 
dealer to sell. But the one that first 
attracts attention is the enclosing 
sleeve, completely covering the spiral 
at all times and keeping out dust and 
dirt. 


This feature is also important, because 
it makes for better lubrication, keeps 
the work clean, provides a full grip 
for the guiding hand, and makes it im- 
possible to pinch the fingers between 
the bit chuck and the body of the 
driver. In addition, it gives the tool a 
well - balanced, clean-cut appearance 
that appeals to the lover of good tools. 


If you would like to make your tool 
displays more attractive and offer 
your customers greater tool values, 
make arrangements to stock Greenlee 
Spiral Screw Drivers now. The results 
will more than please you. 


Write Today for Complete Informa- 
tion, Giving Name of Your Jobber 


GREENLEE TOOL CO. 


Rockford, IIlinots 


715 Columbia Ave 








menaces to the prosperity of this 
country, and the point he made 
was that while it was pleasant 
for the population to be on wheels 
driving around the country, most 
of these enjoying this pleasure 
could not afford the price they 
were paying. 

One speaker suggested that it 
was a very poor idea for the 
United States to shut off the man- 
ufacture of arms and munitions 
for belligerent countries. This 
business is simply diverted to 
other nations. Here in this coun- 
try this business would give a 
great deal of work to the unem- 
ployed. He said if our legislators 
were practical, they would limit 
the profit of munitions makers in 
this country and then fix a heavy 
tax on the export of munitions, 
the proceeds of this tax to be 
placed in a national defense fund. 
As it is, our manufacturers and 
workers lost the business and then 
when we, in turn, are compelled 
to build ships or planes, and muni- 
tions, all this expense comes di- 
rectly out of the pockets of the 
taxpayers. Why shouldn’t our 
foreign friends who are so anxi- 
ous to fight help us build up a 
large fund for defense? 

Then on Saturday afternoon, we 
had a fine finish. The St. Louis 
sales managers took their visitors 
out to a baseball game between 
St. Louis and Cincinnati. I must 
confess I had not seen a baseball 
game for twenty years, and to 
me it was a wonderful sight. It 
was Decoration Day. The stands 
were crowded. St. Louis takes its 





baseball seriously. The fair sex 
enjoy the game, too, and pat- 
ronize it along with the men, and 
that day the stands were crowded 
with almost as many women as 
men. There was a double-header 
going on, and between the games 
everybody adjourned for soft 
drinks and hot dogs. Everything 
was very cheerful and gay, and 
it was a fitting finish to a very 
pleasant convention and stay in 
St. Louis. 

The effect of rapid transporta- 
tion, buses and automobiles, is 
shown in St. Louis in a most 
peculiar manner. In a wide area 
between the business section and 
the suburbs there are a lot of old 
houses badly maintained, that 
show the deteriorating effects of 
time. This belt of the old city 
extends all around the business 
section. Then beyond this belt, in 
the suburbs and in the country, 
is the new St. Louis composed of 
beautiful, well - kept prosperous - 
looking homes. It is a problem 
just what should be done with 
the old section of the city. Many 
of the buildings are vacant. Prob- 
ably in time this property will be 
bought up and turned into parks. 
This same unusual evolution can 
be noted in a number of other 
western cities. 

Now in conclusion of this long, 
rambling article, I must say that 
I came back from this trip with 
one outstanding impression, and 
that is that the world is just full 
of young people. Those sales 
managers at the convention seemed 
too young to be sales executives. 





Coming 


Louisiana Retail Hardware and Im- 
plement Association, Annual Conven- 
tion and Exhibition at New Orleans, La., 
June 22, 23 and 24, 1936. A. H. Aucoin, 
executive secretary, 336 South Rampart 
St., New Orleans. 


National Retail Hardware Associa- 
tion Thirty-seventh Annual Congress, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J., July 20 to 23 inclusive, 
1936. H. P. Sheets, managing director, 
130 East Washington Bldg., Indianapo- 
lis, Ind. 


New York Housefurnishing Show, 





Events 


sponsored by the New York Housewares 
Manufacturers Assn., Hotel Pennsyl- 
vania, New York City, July 19 to 25, 
inclusive, 1936. Mrs. Flo English, sec- 
retary, Room 1108, Hotel Pennsylvania, 
New York City. 


Texas Wholesale Hardware Associa- 
tion 41st Annual Convention, Galves- 
ton, Texas, June 19 and 20, 1936. On 
the first day of the conventicn the asso- 
ciation will hold a joint meeting with 
the Texas Hardware Boosters. Earl P. 
Singleton, secretary-treasurer, Texas 
Wholesale Hardware Association, P. O. 
Box 588, Fort Worth, Texas. 
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This Wrench Won’t 





sex | 

yat- LT TE 
ni KNIFE YOU | HOLT! 

pa | OOD SCREWS 
1 It’s the IMPROVED STILLSON Mad 

ler ™ s . 

1es with cone-coil safety springs 

ft SHow your customers the kind of a Stillson 

ng that clings to a pipe till it turns, and one 

nd that is safe to use because there is no exposed, 

- old fashioned flat spring to break and slash 

wl the user’s hand. 

in 


You'll find a new increase in wrench busi- 
ness when customers see and handle the 
fa- IMPROVED Stillson. 


Cone-coil safety springs are out of the way 
st in the housing. If one should break it can do 
no damage and can easily be replaced. There 




















ea 
d is no pin hole through the handle to weaken it. 
. Jaws and sturdy housing are of specially heat- 
ld treated alloys and on the hook-jaw there is a 
at handy pipe gauge. All parts are interchange- 
of able with any other Stillson. 
Ly For fast action in your wrench department, 

see your Jobber about the IMPROVED 
SS Stillson. 
in 
y, 
of 
}- a fue 

‘0 

; See CONTINENTAL SCREW CO. 
y SOUTHERN BRANCH Office g Factory WESTERN BRANCH 
i THE RIDGE TOOL CO., ELYRIA, OHIO tek) fecttccas: NEMCPOUD re 
a Makers of Ritaip Pipe Tools Chattanooga, Tenn. Massachusetts Detroit, Michigan 
3. 4 | 
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Not every Hardware Dealer will be inter- | i 
ested in all 12 Uniflow Products. How- DEEP WELL | i 
4 ever, with complete information about PUMPS 
them at your finger tips, you may land an 
cially strong manufacturer guarantees sat- CELLAR MATS 
isfaction. Your trade has confidence in 
dence in you. Write SERVICEABLE—protects the rug or floor from ashes 
us today about and soot. Easily cleaned. 


t 
1 order that you never dreamed of. Without " 
: e SEPTIC 
1 a dollar of investment you can sell from TANKS 
1 this indexed catalog—a 15-year-old finan- et 
3 
you—we have confi- DRAINERS LOW PRICED—can be retailed for less than a dollar. 
this “‘can’t COLORFUL—packed assorted colorings; six to a 





lose propo- carton—tiles and fancies. 
sition.” RIGHT SIZE—4!2’x 4%2’—-accepted standard stove 
KLARIFIERS mat size. Can also be used under. refrigerators. 
FAST SELLING-—sells on sight when properly dis- 
DOMESTIC AND played. Customer will recognize real value. 
COMMERCIAL ORDER NOW-—for later shipment. Seasonal demand 
REFRIGERATION . in fall and winter will move large volumes of these 


mats. Here you have an exceptional value that can 


WRITE WATER be successfully used as a leader, or as a regular 
FO COOLERS every-day selling item. Ask your wholesaler or write 
R Wit adele 1 CARTHAGE MILLS INCORPORATED | 

YOUR : Cincinnati, Ohio Dept. H 
COPY! BOTTLE 
s COOLERS 


























DRAUGHT BEER 
COOLERS 


BEER PUMPS 


UNIFLOW MFG. CO., ERIE, PA. 
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THE PROFITABLE 


WAY TO DISPLAY 
AND SELL 


CASTERS 





The Bassick Display Block 


A sales producing display 

(8x12") with samples 

mounted on removable 
wooden plugs. 


Read what one hardware dealer 
in Manistee, Mich., says about this 
practical, profitable sales help: 


“This display block has 
sold more than 50% more 
casters than we could have 
sold without it”. 


The Bassick display block is avail- 
able to all dealers who purchase 
the “Quality Group”. 


Write for complete information. 










** Diamond - Dart’’ 


No. 7258x42 —- 1%" 
No. 5258x42 — 114" 


With rubber or solid tread 
composition wheels for 
beds, tables and miscella- 
neous furniture. 


THE BASSICK COMPANY 


Bridgeport 


Connecticut 











Function vs, Quantity 
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tation. He finds that if he can buy 
in sufficiently large amounts he 
can pretty nearly control the price 
he pays. It is obvious that if he 
is able to buy on a preferential 
basis he can sell at a lower price 
than his competitor. 

Right now we are at the point 
where the argument is being ad- 
vanced that such a plan of pref- 
erential pricing is of advantage to 
the consumer because it means a 
lower price to him. It was just so 
in the case of transportation. 

The next step, however, is the 
one which will lead into monop- 
oly. Perhaps the big buyer of 
merchandise will be wiser than 
were the big producers of steel, 
oil and packing products, and will 
carefully keep away from a course 
which leads into monopoly. And 
yet, monopoly in the distribution 
of groceries is almost an accom- 
plished fact in some sections of 
the country. It may not show on 
the surface but a comparatively 
few large chain stores completely 
dominate certain fields and work- 
ing contacts between them can be 
pretty easily developed. As a mat- 
ter of fact, it is quite probable 
that a 10 per cent primary ad- 
vantage in price would, theoreti- 
cally at least, enable any one well- 


managed sales organization to 
develop complete monopoly in its 
own field. 

The arguments now being ad- 
vanced in regard to preferential 
price differentials so far seem to 
have paid no attention to the one 
thing which is of primary impor- 
tance, if we are to maintain the 
American system. A preferential 
advantage in the form of taxes, 
freight rates, labor or merchan- 
dise costs, makes possible monop- 
oly with all the unsocial effects 
that follow along with it. Of 
course, a small preferential may 
not make possible complete mo- 
nopoly but all differentials work 
in that direction. 

Our American system has made 
possible the development of in- 
dividual initiative, individual lead- 
ership, and the rise of any individ- 
ual in accordance with the talents 
he possesses. A plan of prefer- 
ential pricing tends to break down 
these opportunities. A plan of 
pricing based on the function per- 
formed rather than on the quan- 
tity bought tends to develop the 
American system of the social, 
moral and economic practices 
which preferential pricing tends 
to break down. 





Underneath Drive Lathe 


This 1936 Model 9-Inch “Workshop” 
Lathe is now availablé in the Under- 
neath Belt Motor Drive. The lathe is 
mounted on either a frame or cabinet 





bench, while the underneath motor 
drive unit and motor are supported on 
a pivoting frame to the underside of 
the bench top. The new lathe may be 
bought in either the flat belt or the 
V-Belt style. The former has a three- 
cone headstock providing six spindle 
threads which range from 39 to 630 


r.p.m., while the V-Belt style has a 
four-cone headstock with eight spindle 
threads with speeds ranging from 44 
to 585 r.p.m. Both cut screw threads 
from 4 to 40 per inch, and with a fine 
screw cutting attachment, 80 threads 
per inch. South Bend Lathe Works, 
South Bend, Ind. 





Pea Huller and Bean Slicer 





A pea huller and bean slicer attach- 
ment has been announced for the 
Hamilton Beach Food Mixer to retail 
at $1.98. Hamilton Beach Co., Racine, 
Wis. 
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FINER 
QUALITY 


Ohlen-Bishop VISIBLE 
FEATURES Make Sales 


The beginning point for your saw sales 
and profits is when your customers are 












ve — 


definitely impressed by the fine work- 
manship and finish in the saws you show 
them. And every Ohlen-Bishop saw gives 


ow AD 


you the advantages you need at this 





point. Better shaped blades, more com- 
fortable and more perfectly balanced 
handles, highly polished steel, teeth of 
precise uniformity . .. these are only a 
few of the many Ohlen-Bishop features 
that make sound arguments for their 
cutting and wearing efficiency. 














Be sure you are carrying an 
ample stock. If your jobber 
cannot supply you, write us 
direct giving us his name. 







HLEN-BISHOP CO. 
COLUMBUS, OHIO 


Manufacturers of Fine Saws Since 1852 


DOOR SPRINGS 


The for The 
weoemen Single Acting Doors — 
hung with 
springless hinges 


The “Chicago” and 
“Reliance” Door 
Springs have all parts 
fastened together, so 
they are never mis- 
placed. They require 
no special tool to apply 
the tension. The Re- 
liance is exceptionally 
heavy and more power- 
ful than other types of 
greater length. 














Type 280 
Send for Catalogue 


Spring Hinges for every requirement 





Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 


































Conco Engineering Works, Export 
Sales Department, 201 N. Wells St. 
Chicago, Illinois 
CONCO 
ENGINEERING WORKS 


MENDOTA, ILLINOIS 


DOLLY MADISON 
ELECTRICS, HUSKIES 
AND PENGUINS — each 
one the “tops” in its par- 
ticular ice cream freezer 
class. You’ll do the freezer 
business of your com- 
munity with these mod- 
ernly designed freezers. 
INVESTIGATE! 





























12 Of. 
Family Size 
Retails at 

$1.25 
Junior Size, 

$1.00 


over nine million readers. 


Order Through Jobbers or Write 
Direct to Us 


_ FOLEY MANUFACTURING CO. 


{ Main St. N. E., Minneapolis, Minn. 


Write f ti 
@ JOBBERS Write, for Attractive 


ay Nationally 


Advertised in leading women’s magazines with 


Wonderful for preparing fruits for 


jams, jellies, preserves. Strains a 
bushel of tomatoes into juice in 20 

* minutes. Makes a bushel of apples 
into sauce or butter in 30 minutes. 
Easy to use—just turn the crank. 
Easy to clean. 

* 
(iMustrated) Fills a Daily Need 


in Any Kitchen 


Makes quick easy 
work of mashing 
and straining*vege- 








tables and fruits 
for daily meals. 
Strains foods for 
infants and in- 
valids. 





Holds _ three 
mills and sign 
in counter space 
of one mill. 


Advertised 
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TAKE THE 


GUESSWORK 
OUT OF DELIVERIES 


SPECIFY 
RAILWAY EXPRESS 


Spare parts, replacements, special or- 
ders — everybody wanting something 
and wanting it now. The Spring and 
Summer rush is on, and you've got to 
have the goods —and quick. 

So don’. waste time in guesswork. 
There's one answer — specify ‘Rush by 
Railway Express’. Your shipment may 
weigh an ounce or a ton, bulk big or 


little, Railway Express will pick it up | 


| 


| 


by fast motor truck, forward it at pas- 


senger train speed, get it into your 
hands quickly. Our double receipt sys- 
tem checks the whole transaction and 
includes liability up to $50 at no extra 
charge. With a nation-wide organiza- 
tion, and 23,000 offices at your disposal, 
we can reach anybody, practically 
anywhere, at any time, fast, surefire 
and dependably. 

For service or information telephone 
the nearest Railway Express office. 


RAILWAY 
EXPRESS 


AGENCY INC. 


NATION-WIDE RAIL-AIR SERVICE 
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Theyre Telling Us 


What readers say about the 
Hardware Age Catalog and 
Directory Number 


Complete 


Roanoke, Va.—We have re- 
ceived the new HarpwaRE ACE 
Directory, which we believe is the 
complete you have ever 
gotten out. 

This is kept conveniently lo- 
cated at the side of the writer’s 
desk and we use same continually. 
The writer especially likes the con- 
densed form, which makes it much 
more convenient. 

C. H. CHRIsMAN, 
Roanoke Hardware Company 


most 





Handy Reference Book 


JoLieT, ILL.—We have always 
found use for the HARDWARE AGE 
Directory “Who Makes It?” We 
have inquiries in the hardware 
line with which we are not fa- 
miliar—especially on trade names 
--and find it a very handy refer- 
ence book, 

C. J. SHaw, Gen. Mer., 
Barrett Hardware Company 





Real Asset 


SHEBOYGAN, Wis.—The copy of 
your Directory was recently re- 
ceived. We put it to use every 
day and consider it a real asset. 

Huco TRILLING, 
Trilling Hardware Company 





Compact 


PITTSBURGH, Pa.—We are 
pleased to acknowledge receipt 
of the “Who Makes It?” Direc- 
tory. We have many occasions to 
refer to this compact book of in- 
formation. 

Henry J. Voectty, 
Fort Pitt Hardware Company 





Valuable Information 


CoLumsus, Miss.— Our copy 
of “Who Makes It” is referred to 


often not only for addresses and 


names of trade marked lines, but 
for the valuable information you 
have compiled in the book. 

R. R. Banks, 

Banks Hardware Company 





Very Useful 


New Britain, Conn.—Wish to 
advise that we have received the 
Directory of “Who Makes It?” 
and wish to thank you very much 
for this. We are finding this very 
useful. 

R. R. Woram, 
Rackliffe Bros. Company, Inc. 


Handy and Useful 


New York, N. Y.—We have 
received the “Who Makes It?” 
Directory and have found it to be 
very handy and useful. We are 
using it almost every day. 

Y. C. Lawson, 
Law Schew Trading Co. 





Splendid 


FRANKLIN, TENN. — We think 
Harpware AcE Directory a splen- 
did publication. Use it daily. 
Especially helpful in ordering 
merchandise or parts. 

J. D. Trice, 
Trice-Reynolds Co. 





Indispensable 


ABILENE, TEX.—The Directory 
or “Who Makes It?” issued by 
you September 26, has been re- 
ceived. We find it indispensable. 

Bates THATCHER, 
Ed. S. Hughes Co. 


Our Only Source 


SprINcFIELD, Mo.— We fre- 
quently refer to the Directory, 
and we have no other way to get 
information as to who makes cer- 
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SURE LE ARAM a SN TE SS A 
S The UTICA Diagonal Cutting Plier No. 41 
Cuts clean and lasts indefinitely 
| ... AND YOU'LL BE 
It pays to OFC. 
ut : 
” ell good tools! | 
rer - McKAY CHAIN IS: 
Dealers are in business the most complete line of | 
ny for profit—not just for pliers in the world. Get | a) cage Po ga half a cen- 
turnover. And UTICA back to the old profit | ‘ : 
Quality Tools earn good standard with UTICA | (2) _—_ Py on modern plants, by 
profits in small towns as Quality Tools. They are | = workmen of long experi- 
well as large cities. They | drop forged from special | _— 
to insure satisfied customers Alloy Steel, and individ- (3) Subjected to rigid tests and in- 
he and bring new business ually tested for feel and spections every step of the way. 
2 as well as repeat business. balance as well as manu- | (4) Fitted to modern needs, through 
ch Utica Drop Forge offers facturing perfection. constant research and betterment. 
Tool No. 41 4 in. 5 in. 51, in. 6 in. | (5) Furnished promptly in any size 
ry | and grade you need. 
Good Tools Shorten Labor Aw il Pv to agg with the McKay 
- ain line. The McKay Company, 
WC. **4 Step Ahead” McKay Bldg., Pittsburgh, Pa. (For- 
merly U. S. Chain & Forging Co.) 
UTICA DROP FORGE & TOOL CO. , 
UTICA, N. Y. YOU’LL SELL MORE CHAIN 
ve 
0 
be ) 
” YOU Can’t Fail 
TO MAKE 
‘ BIG MONEY 
WITH A 
k MACHINE SCREWS SPEED LITE 
1- Uniformly made to recognized 
y. standards. Accurate threads. Clean 
ne Fes gps slots of proper width and ee 
o | 
: yor —— , a | | MAIL oa TODAY — 
n a ition orDin manufactures a u 
line of Wood and Lag Screws. Machine FREE TRIAL OFFER NO DUST 
). Screw Nuts. Cap and Set Screws. DEALERS — we want you NO MUSS 
Stove Bolts. Semi-finished Nuts. | to see the SPEED- og 
Chain and Escutcheon Pins. | pee BL BN oy E 
SPECIFY CORBIN | ing materia sand rental revenue. it Ten ole Gen Sentares 
| it ~ Tight in wes cht (30 i t-aeinn from any conve- 
y | nient outlet—works right up to the quarter-round—picks 
| up all dirt and dust and leaves a ballroom finish on every 
y | floor. It is guaranteed for one year, including motor. 


With a SPEED-O-LITE on YOUR floor and our sure-shot 
FREE aevertning material behind you, you can’t fail to 
make BIG Money in sander rentals. What could be fairer? 
Let ae send you this remarkable machine today — at 
our ris 


'MAIL THIS COUPON TODAY 


LINCOLN-SCHLUETER FLOOR MACHINERY CO. 




















| | 212 W. GRAND AVE. CHICAGO, ILL. 
THE : CORBIN SCREW CORPORATION Please send full details on your 5- Day Free Trial 
. THE AMERICAN HARDWARE CORPORATION SUCCE: | | SPEED-O-LITE Offer. ( Interested in time payments. 
b NEW BRITAIN, CONN | ES Sa SRY pr ee ae 2h i ee By Oe Sere 
Warehouses: New York ° Chicago : Priladelphia NS Raat etc a tae aca tecmensekentn top samene pes euepiiesy ee 
: REARS Es 28F eeae e STATE 636 
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em 


about that “Date-line” on “Eveready” 
Batteries and they’ll appreciate it. 
It just takes a second to point it out 


—but it shows the customer that he 
is getting full value for his money 
— shows him that the batteries you 
sell will last longer. So point out the 
“Eveready” “Date-line,”” because 





AN OUTSTANDING SELLER 


Cortland Gray- 
Wick is one of the 
most satisfactory 
Screen Wire Cloths 
ever produced. It 
presents a most at- 
tractive appear- 
ance, because of its 
pleasing dull finish. It is 
thoroughly galvanized, elec- 
tro-zine coated and nicely enam- 
eled with a durable Pigmented 
varnish —a double protection 
against corrosion. 


CORTLAND 
Gray-Wick Wire Cloth 


Is Made From 
Open Hearth Copper-Bearing Steel 


produced in our own mills. We control 
every operation from raw material to fin- 
ished product. Makes fine looking screens. 
All standard sizes. Rolls of 100 lineal feet. 
Each in individual carton. 


STEEL PRODUCTS 


“NATURAL GAS now used in our fur- 
naces produces very low sulphur steel which, 
together with a copper alloy, reduces cor- 








CORTLAND, N. Y. 











be without it. 
W. M. Batpwin, 
Rogers & Baldwin Hard. Co. 


tain items. We consider this very 
valuable in our purchasing de- 
partment and would not like to 





Thanks 


WATERTOWN, Wis.—Please ac- 
cept thanks for Directory Number 
of HARDWARE AGE. 


H. & O. Winkenwerder 





Cutting Stencils for Lettering 


(Continued from page 42) 


may be placed over the letters or 
design and the cutting done with a 
sharp pointed penknife. Stencils 
when not in use should be kept 
between the leaves of a book or 
under some heavy weight to pre- 
vent them from damage by curl- 
ing up. 

In cutting paper stencils first 
paint the letters solid with ink or 
sketch just the outline in pencil. 
Then lay pattern on some smooth 
surface to cut, a glass counter or 
smooth board. Be careful not to 
cut through the little “ties” which 
hold the center of each letter in 
place. If by accident the knife 
should slip and cut through a 
“tie,” cut a thin piece of paper 
and paste over where tie was cut. 
It is best to use the point of small 
blade of penknife, which should 
be kept sharp by occasionally 
stropping on oilstone. It is very 
important that the point of knife 
should always be kept sharp, 
otherwise it will tear or leave the 
letters with ragged edges. Hold 
the knife at a slight angle while 
cutting; this will greatly facilitate 
the work and pesmit much greater 
speed in cutting out the letters. 

When applying the color to 
stencil be careful to hold the pat- 
tern firmly in position, otherwise 
the color may work up under sten- 
cil and leave the edges of letters 
ragged. 

Oil or water colors may be 
used with equal results; the thing 
most important to remember is to 
keep the colors thick; if used too 
thin it will run under the stencil. 

Only the regular stencil brushes 
should be used; these are made of 
white bristle, the hairs short and 
stubby, 1 in. wide being the pop- 
ular size. 

In working the color through 
the stencil use a patting or pounc- 
ing movement instead of a rub- 
bing or side to side movement, as 





this would surely break the ties 
and spoil the stencil. 

After the stenciling is done the 
“ties” may be painted out with a 
small brush and all the earmarks 
of the stencil will be removed (as 
is shown in the accompanying 
illustrations). 

The letters which require the 
most care in cutting are B, C, D, 
G, O, P, Q, R and S; the remain- 
ing letters will be found much 
easier to cut on account of their 
straight lines. 

The beginner will observe that 
some letters require one, two or 
three supports or “ties” to hold 
their centers in place while the 
letter “I” requires none at all. 
The letters F, J, L and T would 
hold up for a while without any 
supports as there is no center to 
be cut away like in the letters A, 
B, D, O, P; Q, R. Of course, the 
more supports used the stronger 
the stencil will be, and the wider 
the ties the longer it will last. 

The alphabet shown here is 
known as the full-block Egyptian; 
the letters are formed in one, two, 
three, four or more single strokes, 
or may be outlined and filled in. 
They are particularly adapted for 
stencil work on account of their 
mechanical construction, being 
free from fancy curves—a very 
important thing when cutting out 
letters with a knife. 

One stencil alphabet of 2 in. 
letters and one set of numerals 
each | in. and 3 in. high will be 
found very useful. The beginner 
should never attempt to do any 
kind of lettering without first 
drawing the upper and _ lower 
guide lines the height the lettering 
is to be. 

When practising stenciling old 
newspapers will be found very 
useful as they absorb the ink and 
reduce the cost of practising to a 
minimum. 
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Fa as) pla] SPRAYERS 





mber ‘ 
erder io, 4 Fast, efficient “professional type” DEALERS 
} electric spray outfits for all general Write for com- 

™ painting, etc. List at only $5.00, _ oe 


$14.00, $20.00. Auto power sprayers $2.60 aeleos end 
and up. Splash feed oil system, new type discounts. Sell 





















































































NO. 860 diaphragm compressor, steady pressure, no Speedy 
LIST PRICE cylinders, pistons or rings to wear out. Sprayers right 
. off your coun- 
s] 92 Quality at low cost. poo 
ties cau W. R. Brown Corp., 2014 N. Major Ave., Chicago 
Less moror = 
e the 
ith a 
rarks Pi 
ae it Iruc 
ying 
— Quik flame That Lifts 
49 D, 
et ASBESTOS Sal, =< 
nuch | ales ‘e 
io KINDLER WICKS# : 
No. 9324 Universal Lift Truck. Designed 
that FOR OIL STOVES, RANGE BURNERS for moving refrigerators, stoves, water 
heaters, and other such appliances with 
, 4 AND HEATERS leg heights from 4% to 17 in. The plat- 
oO form is notched for moving three-legged 
the THE RAYBESTOS DIVISION objects, such as water heaters. There 
are five different stages of elevation, each 
all. with an elevation difference of 25% to 4% 
ould in. This Lift Truck is easily operated and 
an built to serve all purposes. Equipped with 
y Darnell rubber steel wheels. Capacity, 
r to 1500 Ibs., 72 in. overall length, 34% in. 
s A, overall height. Net weight, 91 lbs. Write 
for literature. 
, the 
nger | 
. | 
rider 
: | 
2 is 
1an , @ ORDER FROM YOUR 
two, JOBBER 
kes, . 
he ARCADE 
heir i 
eing FREEPORT 
id HARDWARE ILL. 
very 
out 
No. 500A—Speed Weed and Dandelion No. 500 Speed Weed ond Dendation Remover 
° i Same as No. 500A except seeder. mn ns. 
in. Remover with Grass Seeder 1 doz. in carton. Retails 50 cents. 
vale Does ALL at the 
same time 
be : 
ner : ——— ss . Is new in design and so far as we know the 
—s i : ’ ombination andelion mover an Tass 
any ja +o i. World ee inde is ori inal. This povcine seotens is well 
3- s i construc an ves compile 8a le 
first tener Migr | me Fastest Digger Sold by leading fv oting Samples sent on request for 
wer 3 ae. ggg nn py 7 charges to cover packing and postage. No. 
a. any quantity desired. Length 40 ins. 500-A—75c. No. 500—35c. No. 50—8b5c. 
ing Wet. 23 Ibs. per carton. 1 doz. in carton. 
Spring Steel Ice Scraper 
old 
ery 
and 
oa Retall 60 cents GEO. PIRICH GARDEN TOOL CO. 
428 Univ. Ave. N.E. Minnecpolis, Mina. 
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"Always on the Track” 


Building activity is in full swing, and 
every new barn or garage, every old door 
that's rebuilt means business for the 
dealer with a full line of ALLITH Door 
Hardware. 


The new "Push-Over" "50-50" garage 
door set is setting new records in effi- 
ciency and low price. There's ALLITH 
hardware for every type of door, at 
prices that land the business. Rush your 
— today for ALLITH numbers you 
need. 


ALLITH-PROUTY MFG. CO. 


Danville, Illinois 








CLARK PRODUCTS 


KNOWN and 
USED all over 
the U. S. A. 


Still holding attention 
where others have failed. 
82 Years Experience 
Write for catalog. 


Clark Bros. Bolt Co. 


rT Bemiss Street 
: Milldale, Conn. 


NUTS: SCREWS: 
AND RIVETS 








Arkansas Convention 


(Continued from page 46) 


ingly elected. “Taxes will continue 
to be thrust upon us,” Mr. Rodes 
declared, “and we must learn how 
to meet these problems.” Mr. Rodes 
said that he traveled in numerous 
States and that the outlook was 
good, that business has improved 
considerably, and will continue to 
improve. 

B. M. Hiatt, vice-president, Irwin 
Auger Bit Co., Wilmington, Ohio, 
spoke on ‘You Have the Right to 
Know.” Mr. Hiatt’s talk was enthu- 
siastically received. He scored man- 
ufacturers who practice price dis- 
crimination and urged dealers to 
co-operate with manufacturers who 
adhere to fair trade methods. Mr. 
Hiatt said that during 1935 hard- 
ware dealers handled one million 
more bits than in 1934, and that as 


many more would be handled in 
1936 than in 1935. 

Following the final address a mo- 
tion was passed to change the name 
of the association to include the 
word “implement” and the secretary 
was instructed to invite implement 
dealers to join the organization. 

At the election of officers the fol- 
lowing were chosen: John Grum- 
mer, Conway, president; W. R. 
Bumpers, Charleston, vice-president, 
and G. L. Turner, Little Rock, was 
re-elected secretary. John Ray, 
Corning, was elected a member of 
the board. 

The next meeting place of the 
convention will be taken up later, 
but it is believed that it will be held 
in Little Rock some time next Janu- 
ary or February. 





Letters to the Editor 


(Continued from page 41) 


send expensively printed brochures, 
etc., but no price list of commodi- 
ties displayed. Some answer in this 
style—“Sorry, but owing to location 
of plant cannot compete.” This is 
ridiculous as in many cases I do 
not know of any other source of 
supply, in reality they are only com- 
peting against themselves. The 
originality of some ideas coupled 
with the general statistical informa- 
tion sometimes surprises me, some 
of these commodities I have handled 
for years completely ignorant about 
their properties and further uses. 
I take it they are so completely sold 
on zones and chain store problems 
that when an inquiry comes like a 
bolt from the sky thousands of miles 
away it presents startling effects. 
If some of these people could see 
the amounts of solid money dis- 
played at times by my customers 
perhaps would surprise them. Ma- 
jority of people this district pay 
cash. My chief problem being find- 


ing supplies. Fact that commodities 
are half cent cheaper or dearer does 
not make slightest difference. 

Would any of your readers oblige 
by answering following—Cover 40,- 
000 square yards, employ 10 assis- 
tants, customers wander around, buy 
various commodities from any or 
some of my assistants, then calmly 
drift over to me and ask how much 
they owe me. Many a time I have 
not faintest idea what they have 
been looking at, never mind bought. 
How could this be altered? 

Sixty to 70 per cent of my sales 
are made between 11 and 12 o’clock 
on morning. How could this be 
spread out over day? 

I advertise price of commodity, 
some of my customers ask for small 
amounts that on careful costing 
afterwards I find I have lost money 
on. Yet I do not like to refuse be- 
cause of probable future business. 

Greorce W. LEADER, 
Tees Industrial Investments. 





Master Hasplock 





No. 450-B—combines a heavy steel 
safety hasp, slide bolt and laminated 


“Hasplock” padlock in a single unit. 
Has 4% x 1% in. heavy cadmium 
plated hasp, which it is stated, cannot 
be removed when lecked. Hasp strap 
covers screw heads. Suggested retail 
selling price, $1. At 25c. additional, 
retail, No. 452-B, a double-hinge Mas- 
ter hasplock, is offered as a companion 
lock to fit doors opening at odd angles, 
sliding doors, tool chests, etc. Overall 
length is 7% in. It is different from 
No. 450-B only in length and double 
hinge. Both locks individually packed, 
6 to a counter display carton. Master 
Lock Co., Milwaukee, Wis. 
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SUPER APEX 


has a zine coating almost twice as heavy as some other widely and 
more or less carelessly advertised lines. 


On top of this zine coating there is baked a coat of high quality 
enamel thus reducing corrosion almost to the vanishing point. 


THE LIFE OF SUPER APEX 


in “Salt Air,” moisture or gaseous laden climates is al } 
the life of cloth made by the-sld oR mates is almost double 


STEEL — COPPER — GOLDEN BRONZE — SPECIAL ALLOYS 


ANTIQUE BRONZE — ALUMINUM 


HANOVER WIRE CLOTH Co. 


HANOVER, PENNSYLVANIA 








FOR MODERN HOMES 
A NEW 
PACKAGE RECEIVER BY 


Majestic 


OFeyaat ot at-t- Molo ata Sabt-balel- ME bate ME T-t7-ta alte} 3 

THE the one ed previous Majestic milk 
Pale Wis of-Colie-(el-Mba-lol-Shl-t an baa Mc bt tat alen ahi 

MAJESTIC ' oo 
MODERN design. Made in two mod- 

co. rE ob at MR 264 aU d-31-1-Tole) ob bale ME-b4-1-1 MM ofole biz 
HUNTINGTON 
INDIANA for wood body by others. Beautiful 

E We) of-t-ba- bate MB at-baaatebabt 1. Mn Sedan Stal T-5 


Cf kitchen equipr 


sign appeals to builders of every type 


Ev ate Mob al-Mh. 20 dal Sa-taal-1-EE- bale leloles a-Me} 867 


The unique de- 


[oy ae atobaat- 








SPECIAL 
BLADES sn cartune nee 


We specialize in various width and gauge blades for 
such implements as pencil sharpeners, window scrap- 
ers, fur knives, carton openers, twine cutters, etc. Our 
two decades of experience as precision blade makers 
is at your disposal. Send us your blue prints or 
sketches for quotations. 


MARATHON RAZOR BLADE CO. 
1 


NC. 
SPECIAL BLADE DEPT. 
123 Coit Street Irvington, N. J. 


ADVERTISED 
Every Month YOUR Customers Are . 
Told about the UNIFORM NUT MEAT dl 

CHOPPER and the new ’ 
METCO FOOD GRATER 



































Take advantage of this na- 
tional advertising that is 
telling the story of these two 
handy kitchen items to hun- 
dreds of thousands of house- 
wives every month. Feature 
the well-known chop- 

per and this clever 

~~ new grater as sum- 
* mer - time kitchen 
aids f@r __ salads, 
sandwiches, frozen desserts, 
etc. Your tie-in will speed 
up sales! Choppers sell at 
50¢; graters at 69¢. Other 
models priced higher. 


METWOOD MFG. CO. 


Rockford © Illinois 




















store you are looking for. 





Looking for a Hardware Store? 


Tue place to find it is under the heading of Business Opportuni- 
ties in the Classified Opportunities Section of this paper. 


By watching the for-sale ads you'll be reasonably sure to secure a good pay- 
ing business at a fair price or, better still, let the trade know the kind of a 


HARD WA RE AGE 239 West 39th St., New York City 





Classified Opportunities Dept. 
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SLIPKNOT 
FRICTION 
TAPE 


PLYMOUTH RUBBER COMPANY. Inc 


CANTON, MASS 





Your Jobber Has It 


also 
SurpKNot CEMENT-ON 


RUBBER SOLES 


VICTOR 
the Fars that 


SELL THEMSELVES 


The “BREEZE -SPREADER” Does It! 

















ORDINARY FAN VICTOR NO-DRAFT 
NO DRAFTS=NO BLASTS 





UT yourself above competition by concentra- 

ting on the only fan that is definitely different 
—the only fan with a real, attention getting, con- 
vincing selling feature that is self-demonstrating. 
Everyone dreads a disagreeable summer cold. Only 
Victor, with the patented “Breeze-Spreader” gives 
positive, uniform air cooling with perfect safety. Power- 
ul, attractive window displays, sales literature, etc. 
furnished free! Complete range of sizes and models. 
Every desirable fan feature included—super-quiet 
blades, wear-proof bearings, etc. anda5 Y YEAR 
GUARANT HE. A Act now—¢get set to cash in on iS 
first heat wave. Write for new 1936 Catalog today. 


VICTOR ELECTRIC PRODUCTS, INC. 


775 READING ROAD CINCINNATI, OHIO 


ASK YOUR JOBBER 
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Wrist Ben 





Thin, smart appearance. Case is 
two-tone chrome plated, Butler trimmed, 
with polished stainless steel back to 
prevent wrist-staining and tarnishing. 
Has second hand. Two-tone silvered 
metal dial is protected by a clear non- 
breakable crystal. Available either 
with adjustable chrome plated link 
bracelet or split-proof black leather 
strap, each watch is packed in an at- 
tractive red and gold suede gift box. 
Retail price, $3.95. Western Clock Co., 
La Salle, Ill. 


Nesco Catalog 


The 1936 Nesco catalog is a large, 
loose-leaf binder in which the complete 
line, divided into five supplementary 
catalogs—Enameled Ware, Tinware, Ja- 
panned Ware, Galvanized Ware and 
Kerosene stoves, ranges, and roasters— 
can be inserted in any combination. 
Display sheets have been inserted upon 
which are mounted the many consumer 
leaflets and newspaper ad mats and 
cuts available to the jobber and re- 
tailer for counter or mailing uses and 
local promotions of the more popular 
items. Each supplement contains, in ad- 
dition to itemized descriptions and illus- 
trations of the products, merchandising 
suggestions, group promotions, seasonal 
specials, and suggested advertisements 
for newspaper use. National Enameling 
and Stamping Co., Milwaukee, Wis. 





Utensil Cleaner 








“Surhold”—for all kitchen utensils. 
Maker states spring will always hold 
wool in place. Mounted individually 
on card suitable for display with pad 
of steel wool. Packed 1 gross to car- 
ton. Roto-Wool Of America, 220 Fifth 
Ave., New York City. 








Horse & Mule 
Shoes 





Hand puddled 
bar iron and 
iron rivets 


THE BURDEN IRON COMPANY 


Established 1809 
TROY, N. Y. 


KEY BLANKS 


o ALL KINDS 














Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, aa. U.S. A. 



















ADDED PROFITS 


¥ come through selling Gar- 
diner Repair - All | need 


in handy house- 
Id tins. Sells for voaly 
18 cents — meets 


store competition and. still 
permits normal profits. 
Gardiner Solder is of uni- 
form high quality, assur- 
ing satisfied users. Your 
jobber can supply you. 
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4821 So. ta Ave., mth Il. 








The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sele Manufacturer 
596 Atlantic Ave., Boston, Mass. 











Just one item in a com- 
plete line of WIRE 
GOODS for the HARD- 
WARE TRADE. 


SPECIFY 
HINDLEY WIRE GOODS 


WIRE SPECIALTIES 
BRIGHT WIRE GOODS 
COTTER PINS 
EYE BOLTS 
Sold Only Through Regular Hardware Trade Channels. 


MFG. CO. 
HINDLEY VALLEY FALLS, R. I. 














COOKS/- CM NAIL 


CLIPPERS 


MOUNTED ON THIS 
“SALESMAN” 


Colorful, fast-selling dis- 
play holds doz. clippers @ 
profit. Ask 






The H.C. COOK CO. 
ANSONIA, CONN. 
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ALABASTINE COMPANY ®@ 


=The ALABASTINE= 


Oil Paint Line is 
backed by seasonal 
sales ideas to keep 
summer slackness out 
of your paint business 


Grand Rapids, Mich. 
































These CARDS Return PROFITS 
















You cannot lose ["""—=, ———., 

with Carded 4 

Star Heel Plates 

—they WIN ; _— 

customers every , 

time. Quality PN Pts 

sells them. 

S$TAR| Am Gao 
QW: KMD 

Heel Plates SUA 











on cards get quick attention. Each card holds 3 
pairs assorted. Easy to handle. Convenient to dis- 
play. Also % gross pairs in box. 9 sizes to fit 
every size shoe. Sold by Leading Jobbers. Send 


for Samples and Prices. 


coco lk 


STAR HEEL PLATE C0O., Newark, N. J. 
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Chain Specialties 


Coil Chain, Welded and Weldless © Steel Loading Chain ¢ Log or 
Binding Chains ¢ Porch Swing Chains ¢ Hammock Chains ¢ Sash 
Chain ¢ Dog Chains e Wagon Chains ¢ Plumber and Safety Chain 
Well Chain ¢ Trace Chains * Heel and Butt Chains ¢ Breast and 
Halter Chains ¢ Repair and Lap Links « Hooks, Cold Shuts, etc. 


AMERICAN CHAIN COMPANY, Inc. 


Bridgeport, Connecticut 


World’s Largest Manufacturers of Welded and Weldless Chain 








COLOR <athix> 
TOP 








another distinctive 


fuses)—10 cartons 





The 


These improved fuses elimi- 
= all 


mention the COLOR which tells the SIZE. 
The COLORED top is made SHOCK 


Cadmium Plated to prevent corrosion. Every 
COLORTOP fuse bears the new ‘‘Underwriters’ 
Label.’’ In handy five-unit cartons (50 


Box—more color—more sales appeal. 
We supply Jobbers and Retailers 

with FREE electrotypes. Ask your @ 
Jobber for COLORTOPS. ‘ 





Color Tells the Size 

















*“‘guesswork’’ in 
buying — customers simply 


PROOF— 


feature. All metal parts 


in 7-Color Counter Disp. 





TRICO FUSE MFG. CO. eae 
— 


MILWAUKEE 





WISCONSIN 








Saves Using 2 Wrenches 


Ba, 


Plumbers and steamfitters grab this B. & C. Com- MARK 
bination Wrench for many a “Hurry call.” It 


saves carrying two separate wrenches—handles 
pipe jobs as well as nut work. Especially handy 
The whole hand can be applied 
in making adjustments, thus giving increased 


for home use. 


power to the jaws 


A strong, satisfactory tool. 
8 to 18 ins. ine. 


seller. Sizes: 


BEMIS & CALL CO. 
SPRINGFIELD, MASS. 








when needed. 


Good 


Ask Your 
Jobber 

















ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 


Useful for 


PERSONAL SALES CONTACTS 
Price $10.00 a Copy CREDIT DEPARTMENT 
Cheek with Order DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 
239 W. 39th ST., NEW YORK, N. Y. 














Stock 


WIRE 
Goops 


Gé& 


Provuct 


Betablished 1818. 


New York City 





QUALITY 





The Gilbert & Bennett Mfg. Co. 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes ond Gauges 
Georgetown, Conn. i 


and Profit with 


“G & B” QUALITY Products 


POULTRY NETTING 
STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 
“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 


> COPPER 
BRIGHT and ROMAN BRONZE 


America’s Oldest Woven Wire Factory-Manufacturers 


Blue Island, Il. ‘anes Clty, Me. 
Iseo 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words..... $3.00 
Each additional word........... -06 

All Capitals, Maximum of 50 words.. 4.00 
Each additional word...........- 


06 
Allow Seven Words for Keyed Address 
Boxed Display Rates 
B Brah coccccccecscccecccccesess $5.00 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES ® 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Positions Wanted Advertise- 
ments 


ae * — 

REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 

—- . — 

HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 
previous to date of publication. 








NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

Address your cesvenpendence son and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








HELP WANTED 


SALES REPRESENTATIVES WANTED 


SALES ACCOUNTS WANTED 





WANTED—SALESMEN WITH CAR, EX- 
PERIENCED in marketing Hack Saw Blades, 
to Eastern factories and distributors. Send full 
details of former connections, age, ability, habits, 
etc., with salary and expenses desired. ‘Address 
A. Kennedy, Box 1042, City Hall Station, New 
York, N. Y. 





WANTED EXPERIENCED RETAIL HARD.- 
WARE SALESMAN: Must know builders’ hard- 
ware, general hardware, paint, etc. To the one 
who qualifies is offered a steady position. Store 
near New York. Write fully, stating age, quali- 
fications, salary expected, also whether employed 
at present, etc. Address Box C-133, care of 
— AGE, 239 West 39th St., New York 

ity. 


SALES REPRESENTATIVES WANTED 


SALESMEN DESIRING PERMANENT 
CONNECTION WITH reliable corporation man- 
ufacturing finest fastest sellers, call on furniture, 
hardware, department stores, also jobbers, either 
whole or part time. Address—Dustmaster Corp., 
Dept. H-3, 600 First Avenue North, Minneapolis, 
Minnesota. 














SALESMAN WANTED—WELL ESTAB- 
LISHED NEW YORK JOBBER HAS OPEN- 
ING FOR EXPERIENCED SALESMAN IN 
METROPOLITAN AREA. STATE QUALI- 
FICATIONS. STRICTLY CONFIDENTIAL. 
ADDRESS BOX C-96, CARE OF HARDWARE 
AGE, 239 W. 39TH STREET, N. Y. CITY. 


OPPORTUNITY WITH NATIONALLY 
KNOWN ORGANIZATION for established com- 
mission representatives contacting hardware and 
mill supply jobbers in Pennsylvania, Maryland, 
Delaware, Indiana, Colorado, Wyoming, Dakotas 
and New Jersey. Must have close personal con- 
nections with buyers of heavy hardware, iron, 
steel, chain items. Reply in detail, outlining ter- 
ritory covered, lines handled, accounts contacted. 
Address Box C-131, care of Harpware Ace, 239 
West 39th St., New York City. 


SALESMEN — TO REPRESENT OLD- 
ESTABLISHED saw manufacturer offering com- 
plete line of saws, including crosscut saws and 
hand saws, to the hardware trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most of time and have had experience sell- 
ing hardware jobbing trade. Give full details in 
first letter stating age, education, lines now car- 
ried, territory covered and how often. Address 
Box C-81, care of Harpware AcE, 239 W. 39th 
St.. N. Y. City. 


SALESMEN NOW SELLING NON-COM- 
PETING LINES to hardware and plumbing and 
heating trade. Here’s your chance to connect with 
nationally known manufacturer to sell fast-mov- 
ing, established line of quality iron pipe fittings. 
Full cooperation and generous commissions pro- 
vide outstanding opportunity for permanent repeat 








business. Few good territories open; rush full 
details of yourself and experience to Box C-101, 
care of Harpware Ace, 239 W. 39th St., 
We. 3. City. 





BUSINESS OPPORTUNITIES 


4. 





MANUFACTURER OF PAINTS AND VAR- 
NISHES, located in East, modern plant and 
laboratory, producing shelf-goods, industrial and 
specialized finishes, wishes connection with job- 
bers or selling agencies desiring goods on a cost- 


plus basis. Address Box C-128, care of HARDWARE | 


Ace, 239 West 39th St., New York City. 





WE WANT SAL ESMEN WHO ‘ARE calling 
on the Hardware Trade in Ohio, Pennsylvania, 
Illinois, Indiana, and nearby states, for fast- 
selling, low-priced complete paint line. Over 700 
dealers carrying our line now. Either full time 
or side line. Commission basis only. Address 
Box C-123, care of Harpware AGE, 239 West 
39th St., New York City. 





SALESMEN—A FEW PROTECTED TER. 
RITORIES open for experienced cx 


FOR SALE: MODERN WELL-STOCKED 
hardware store in county seat town in Kansas. 
Address Box C-116, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


FOR SALE, RETAIL HARDWARE STOCK 
in town of six thousand. Wonderful community, 
a nice, clean stock and have a good business. 
Will bear the very closest investigation. Good 
reason for selling, particulars upon request. 
Address Walter Hill, Union City, Ind. 


FOR SALE — HARDWARE BUSINESS 
ESTABLISHED in 1888. Located in best retail 
section of city. Fine modern fixtures. Well as- 
sorted stock. A. splendid opportunity with a 
moderate investment. Correspondence solicited. 
Address—Troxel Brothers, 1508 Arapahoe St., 
Denver, Colo. 











salesmen. Old established line of miscellaneous 
builders’ hardware, padlocks and night latches. 
Wholesale and retail hardware trade. Please reply 
stating full particulars relative to experience and 
territory covered. Address Box C-135, care of 
-. ~/reae Ace, 239 West 39th St., New York 
ity. 





CHROMIUM KITCHEN HARDWARE 
NEW ATTRACTIVE LINE DESIGNED AND 
PRICED FOR me os OBBERS. FREE 


LI = one HANDLED. ADDRESS BOX 
C-80, RE OF HARDWARE AGE, 239 W. 
39TH or NEW YORK CITY. 
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FOR SALE: CLEAN, UP-TO-DATE general 
hardware store in county seat town of 3,000, 
located in heart of best central Illinois farming 
district. Also large factory pay-roll. Modern 
display methods, reasonable rent, best location. 
$5,000 stock. Fixtures and tinners’ tools very 
reasonable. Address Box C-117, care HarpwarE 
Ace, 239 W. 39th St., N. Y. Cit ty. 


BUCK TAILS FOR FLYTIEING—three kinds 
from six to seventeen inches. Hackles. Squirrel 
tails. Polar bear hair. Jungle cock necks. Hooks, 
tinsel, vise, chenille, rooster necks, gut, floss. aa 
tieing outfit. Unclaimed deer heads, animals, ru: 
fish, etc. Glass eyes. Scal calps, head forms, shields 
Address—Hofman’s Flytiers’ Taxidermist Studio, 
991 A Gates Avenue, Brooklyn, N. Y. 








MANUFACTURERS’ LINES WANTED 
FOR HARDWARE, electrical and automotive 
trade in States of Oregon, Washington, Idaho 
and Utah. Straight commission basis. Can fur- 
nish best of references. Correspondence invited. 
Address Box C-103, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


CALIFORNIA REPRESENTATION WANT- 
ED FOR OUTSTANDING exclusive lines to 
hardware, auto parts, paint and lumber dealers 
and jobbers by aggressive manufacturer’s agent 
with record for producing results. Address— 
Brown Sales, 3050 Virginia Rd., Los Angeles, 
California. 


WELL-ESTABLISHED SALESMAN CON- 
TACTING HARDWARE, Paint, and Plumbing 
Supply dealers in Virginia and North Carolina 
desires one or two additional items on commis- 
sion. Only merchandise with merit, that will 
repeat, will be considered. Can furnish the best 
of references. Address Box C-136, care of 
ayersons AcE, 239 West 39th St., New York 

ity. 


MANUFACTURERS’ LINES WANTED 
FOR HARDWARE AND ELECTRICAL SUP- 
PLY TRADE IN STATES OF ARKANSAS, 
LOUISIANA AND MISSISSIPPI. STRAIGHT 
COMMISSION BASIS. ONLY COMPLETE 
LINES OF RESPONSIBLE MANUFACTUR- 
ERS CONSIDERED. ESPECIALLY INTER- 
ESTED IN BUILDERS’ HARDWARE AND 
INSULATED WIRE LINES. 
DENCE INVITED. ADDRESS BOX C-126, 
CARE OF HARDWARE AGE, 239 WEST 
39TH ST., NEW YORK CITY. 














EXPORT—MANUFACTURERS DESIRING 
ADDITIONAL MARKETS arn gb lt TO 
CONTACT THE thet? SER Is 
OPEN TO CONSIDER TH HE EXCLUSIVE 
EXPORT SALES REPRESENTATION OF A 
FEW HARDWARE OR TOOL MANUFAC. 
TURERS. WITH MY EXPERIENCE OF 
OVER TWENTY YEARS IN CATERING TO 
FOREIGN MARKETS, YOU ARE ASSURED 
OF DIGNIFIED, INTELLIGENT SALES EF. 
FORT. COMMISSION OR SALARY BASIS. 
I WISH TO CONNECT WITH SERIOUS 
CONCERNS INTERESTED IN HAVING ES- 
TABLISHED FOR THEM PERMANENT 
FOREIGN OUTLETS, AND NOT SUCH AS 
LOOK UPON EXPORT BUSINESS AS A 
“FILLER IN” DURING LEAN OR DEPRES- 
SION YEARS IN THE DOMESTIC FIELD. 
ADDRESS BOX C-134, CARE OF HARD- 
WARE AGE, 239 WEST 39TH ST., NEW 
YORK CITY 


POSITIONS WANTED 











POSITION WANTED: HARDWARE. 
PAINT AND ELECTRICAL appliance man, 38 
years old, having had 25 years’ experience, con- 
fident to do buying, selling, merchandising, adver- 
tising or managing a hardware business. Had 
experience both wholesale and retail. Seeks posi- 
tion offering better opportunity than present em- 
ployment affords. Married, best of references. 
Address Box C-124, care of Harpware Acez, 239 
West 39th St., New York City. 


HARDWARE AGE 
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POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





EXPORT MAN, YOUNG, EX-MANUFAC- 
TURERS’ AGENT abroad. Expert accountant 
and auditor. Speaks Spanish fluently. Wishes 
connection in Export Dept. for foreign fields or 
to act as combination export manager. Address 
Box C-118, care of Harpware AcE, 239 W. 39th 
St., New York City. 





POSITION WANTED—MAN, 30 YEARS of 
age, in good health, have 12 years’ experience as 
Clerk, Bookkeeper and Manager of General 
Hardware, Lumber, Sporting Goods, Paints and 
Stove Repairs. Best reference and bond fur- 
nished. Address Box C-130, care of HARDWARE 
Ace, 239 West 39th St., New York City. 





I WANT TO CONTACT A man who, wishes 
to retire from active business. I am _ capable 
of taking complete charge, as I have a wide 
and extensive experience in the hardware and 
affiliated lines. Will furnish the best of refer- 
ences. Address Box C-129, care of HarpWARE 
AcE, 239 West 39th St., New York City. 





SALESMAN WITH SEVEN YEARS’ EX- 
PERIENCE in contacting hardware and house- 
furnishing jobbers, also department stores, in 
Metropolitan New York area, desires position with 
reputable manufacturer as New York salesman. 
Address Box C-125, care of Harpware AGE, 239 
W. 39th St., New York City. 





ADMINISTRATIVE EXECUTIVE IN OF- 
FICE MANAGEMENT, ssystematizing credits, 
sales, collections, purchasing, correspondence, and 
sales promotion; while employed seeks a connec- 
tion where some top man wishes to increase busi- 
ness and delegate some of his burdens. The 
Company should be handling merchandise for in- 
dustries, farming, builders and contractors and 
may retail as well. This man can bring vision 
and accomplishments—University education, Chris- 
tian and married. The company may be in a small 
community but if good rating—believe they want 
to go further and become an outstanding factor 
in business, then for complete details write 5455 
Jonquil Ave., Baltimore, Maryland. 





CATALOG COMPILER, MARRIED, 25 
YEARS’ experience, five years with large jobber 
and 20 years with leading catalog publishers, 
capable of taking data, compiling copy, managing 
compiling department and supervising printing 
and binding departments, excellent references, 
Samples furnished. Address Box C-127, care of 
Harpware AGE, 239 West 39th St., New York 
City. 





POSITION WANTED—AFTER NINE 
YEARS’ experience with same firm as electrician, 
plumber, steam fitting, hot air heating, oil heaters, 
metal roofing, etc., in prosperous village of 2,000, 
personal considerations force me to make a change. 
A-1 references. New York or Northern Pennsyl- 
vania community preferred. Address Box C-107, 
care of Harpware AGE, 239 W. 39th St., N. Y. 


ity. 





HARDWARE MAN, FORTY-THREE YEARS 
of age, thoroughly experienced in retail and 
wholesale hardware, paints, sporting goods and 
kindred lines, both inside and outside, desires a 
position with responsible retail firm. Capable of 
buying, bookkeeping and store management. Sal- 
ary secondary. Free to go anywhere. Middle 
West or South preferred. Address Box C-30, care 
of Harpware AcE, 239 W. 39th St., N. Y. City. 





TRAVELLING POSITION WANTED BY A 
capable experienced salesman of hardware, mill 
supplies and specialty items. Have many years’ 
experience calling on jobbers and lar wy retail out- 
lets in Carolinas, Virginia, West Virginia, and 
other Southern States. Can furnish best of refer- 
ences as to ability and honesty. Address Box 
og = of Harpware Ace, 239 W. 39th St., 

. City. 





SINGLE MAN, 41 YEARS OLD, 20 years’ 
experience in wholesale hardware business, de- 
sires position as traveling salesman to wholesale 
hardware trade either in Southeast or Southwest. 
Experience has been from “Office Boy” to secre 
tary and assistant manager, working through 
all departments. Can furnish A-1_ references. 
Address Box C-114, care of HaArpware AGE, 
239 W. 39th St., New York City. 








SALESMAN — WITH TWELVE YEARS’ 
EXPERIENCE in the Metropolitan New York 
City, area seeks either a permanent selling con- 
nection or a group of lines to be sold through 
wholesalers, retailers and industrial supply dis- 
tributors in this territory. Enjoys wide and favor- 
able acquaintance in this field and can furnish 
satisfactory references as to character, ability and 
energy. Owns a car which is available. Address 
Robert L. Hammond, P. O. 725, Babylon, Long 
Island, N. Y. 


HARDWARE STORE EXECUTIVE, NOW 
MANAGING large Eastern store, desires position 
where salary will be in line with his profit- 
producing ability. Well versed in modern mer- 
chandising methods, stock control, display, adver- 
tising, ete. Thoroughly familiar with entire 
line. Young to have had 20 years’ actual experi- 
ence. Energetic. Best of health. Can buy to 
meet competition and still make a profit. Can 
also get real results from sales force. Finest 
references. Address Box C-132, care of HArp- 
ware AGE, 239 West 39th St., New York City. 


CATALOG EXECUTIVE, AVAILABLE — 
THOROUGHLY rE i? IN_ EVERY 
PHASE OF CATALOG PRODUCTION AND 
THEIR COSTS. HAS HAD EXPERIENCE 
WITH BOTH HARDWARE JOBBERS AND 
PRINTERS. AGE 43, AND IN HIS PRIME. 
OF GOOD EDUCATION AND CULTURE. 
REFERENCES UNQUESTIONABLE, REC- 
ORD CLEAN AND SUCCESSFUL. THE 
POSITION THIS MAN SEEKS IS WITH A 
COMPANY THAT OFFERS A PERMANENT 
OPPORTUNITY. READY ANYTIME. AD 
DRESS BOX C-122, CARE OF HARDWARE 
AGE, 239 W. 39TH ST., NEW YORK CITY. 














Hardware Personnel 


Our files contain applications of several hundred ex- 
perienced and well-trained employees in the hard- 


ware industries. 
NO CHARGE TO SERVICE. FOR THIS 


you, just. phone 
T SSSOGIATED “PLACEMENT ‘BUREAU 


152 West 42nd Street New York City 
Wis. 7-1802, 1803 




















Their Classified Ad in Hardware Age Showed 
This Publication’s Great Pulling Power 


This interesting letter from a well known lock company shows what only ONE insertion 


in Hardware Age accomplished. 


used “Ten to Three”’. 


It out-pulled all the other hardware trade publications 
It is just such quick, tangible results as this that make Hardware 


Age the most dependable medium for Classified as well as Display Advertising for 
manufacturers of Hardware and kindred products. 





"In response to yours of the 3lst, 


— 


it is our intention to run this ad only 
once, and you no doubt will be interested in learning that we ran§this ad 
in three different hardware trade magazines, and received fourteen replies. 








Ten of these were received from the Hardware Age, 








other magazines, 


and one only from the other magazine. 
publication a batting average of about 75% and indicates very clearly 


three from one‘of the 


This gives your 




















HARDWARE AGE 


which of the hardware trade publications has the greatest pulling power." 


Schlage Lock Co. 
(Signed) John A. Mansergh, 
Sales Manager 





239 West 39th St., 4 Chilton Publication New York, N. Y. 


® 


A.B.C.—Charter Member—A.B.P. Inc. 


























JUNE 18, 1936 
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De Peet G& Memours & Co, | Ga cee npecsiccscccescccece 7 | Russell, Burdsall & Ward Bolt 
Tme., B. Tin nncccccccccncess _ Lockwood Hdwe. Mfg. Co..... _ Ge Car eee — ' Yale & Towne Mfg. Co........ 3 
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Hardware Buyers Say: “This 
Buyer's Guide Is Indispensable.” 


MERCHANDISE DIRECTORY 


Wirn this new edition of the Buyer’s Guide, you will be able to locate in a jiffy the sources of 
supply to fill any orders you receive. You will have at your fingertips the names and addresses of more 


brings you listings of Manufacturers’ Trade Names and Jobbers’ Brands, together with many charts 











THEY TURN TO IT INSTINCTIVELY WHEN 
“LOOKING UP” NEEDED MERCHANDISE 





The 
1936-37 Edition 
of the 
ANNUAL 


NUMBER 
of Hardware Age 


the Only Buyer’s Guide in the 
Hardware Trade is 


than 13,000 manufacturers of all products of interest to the hardware buyer, listed by products for 
ready reference. The book contains 5,000 Main Product Headings—52,000 listings in all. It also 


and tables which will show you how to Figure Resale Prices on Screen Wire, Rope, Sashcord, Nails; 
—How to Figure Stock Turnover, Net Profits, the Cost of Doing Business, the Equivalents of “Each” 
and “Dozen” Prices and the Selling Price on Any Article, a Glossary of Builders Hardware Terms. 

This great reference book will come to you as the August 27 issue of Hardware Age, as part 
of your regular subscription, at no extra cost. 

Don’t miss your copy! Make sure that your subscription is in good order. This will insure 
you receiving your copy of the Directory Number promptly upon publication. If your subscription is 
ready for renewal—take care of it at once, send in your remittance today! 

If you are not a subscriber to Hardware Age and are not familiar with the Directory Number 
and how helpful it and other issues of Hardware Age will be to you, ask your friends who do sub- 
scribe. You will surely find a subscriber to Hardware Age near you, since Hardware Age goes to 
dealers and jobbers in 6876 cities, towns and villages. 

Pin your check or $1 bill to the coupon below, sign it and mail today. so that we can either enter 
your subscription or renew it and reserve for you your copy of the Merchandise Directory. Number. 


Hardware Age 
239 West 39th Street Date 
New York, N. Y. 


Enclosed is my remittance of $1.00 (Canada $2.00—Foreign countries not taking domestic rates, $2.50) for which 
) subscription to Hardware Age for one year (twenty-six issues includ- 


please enter my new ........ (or renewal ........ 

ing the “Annual Directory Number” to be published August 27th). 
Name 
RN 2s Circe ocin ackatoens arp sehen seetiasy Seal 
RRR Sree reyes State 
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HYGRADE BALCONY DRYER 


Simplest and strong- 

est Balcony Dryer on 

the market. Easily 

adjusted. Made from 

clear Eastern Spruce 

with steel frame 

and galvanized reel 

castings. Entire dryer 
attractively enameled. 

Long arms Yellow—short 

arms Red—crane a rich 
Green. Withstands severe 
weather. No. 5 with 4 lines, 
75 ft. of good cotton rope. 
No. 6 with 5 lines, 100 ft. cot- 
ton rope. Profitable sellers. 


THE MOULTON LADDER MFG. CO. 


Somerville Mass. 
New York Distributor: H. Kornahrens, Inc. 











MANY EXTRA DIMES FROM THIS 
New All-Metal Revolving Display Cabinet 


and i FREE! 


Advertising creates a steady demand 
for Moore Push-Pins, aluminum or 


glass heads and Moore Pushless Hangers. 


Our new Revolving Display Cabinet given 
absolutely free with 72 window front pack- 
ets... occupies only 6% square inches 
of counter space ... makes sale after sale. 
Get one from your jobber today... 
then watch the extra dimes build 
your daily volume. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 


Tees cose 














PIPE BOLTS AND NUTS 
Plain and copper-bearing steel Bolts, nuts and rivets of all 
Toncan Iron standard and special types. 
SHEETS Lagscrews, turnbuckles, etc. 
WIRE PRODUCTS 
Smooth and barbed wire 


_ Flat and corrugated 
Plain and copper-bearing steel 
Toncan Iron 
ROOFING AND SIDING 
Flat and corrugated 
Roll and V-crimped styles 
Plain and copper-bearing steel 
Toncan Iron 


Nails and staples 
FENCE POSTS 
Studded “‘Y”, punched tee 
and punched angle styles 
End, corner and gate posts 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES - CLEVELAND, OHIO 








Genuine hQMES 2% SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
405 SET- 1OS SET- 10¢ SET SAVE FURNITURE 

& FLOORS-CREATE QUIET 
4 Look for words DOMES SILENCE” 


TOA F INSULATED-NOISELESS FOR TILE 
SET CEMENT OR MARBLE FLOORS IN 
BATH ROOMS. RESTAURANTS, ETC. 
LARGE SIZE FOR METAL & WOOD BEDS 
LARGE CHAIRS & ALL FURNITURE.. 
Ask your Jobber— 
lf he is not supplied, write to 


DOMES of SILENCE, Inc., 35 Pearl St, N. Y. C. 
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BFLORENCE 





Woven wire fencing and poultry netting | 



































TERS BURN ens. 
STOVE CO. 


GARDNER. MASS. ooking Mar. Wy Ma @-@l i a8 ari goo oa 
NEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS, DETROIT, SAN FRANCISCO 





Silver Lake S: 


ish Cord 


EETS every garden hose need. 7 stand- 

ard nationally known brands of plied 
and moulded hose. Each 
brand a leader in its own 





price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 





BOSTON WOVEN HOSE & RUBBER co. 


Cambridge, Mass. 


REMEMBER! 


THE IRWIN AUGER BIT CO. 
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More customers ... More profits...Less trouble when you 
sell J & L Barbed Wire on the new SAFETY-GRIP SPOOL 


J & L Barbed Wire, an established standard of 
strength, durability and quality, has added an im- 
portant sales advantage in the recently developed 
Safety-Grip Spool. At last barbed wire can be han- 
dled quickly and easily without danger of injury to 
hands and clothes. 

The Safety-Grip Spool has a simple, collapsible 
handle giving a secure, comfortable grip, away from 
the sharp barbs. When folded back, handles are out 
of the way, allowing neat, easy stacking of the spools. 

Jobbers and dealers who have used this new 
Safety-Grip Spool praise it highly—customers are 


JONES & LAUGHLIN STEEL CORPORATION 


Caw IRON AnD St 


MERI t 
JONES & LAUGHLIN BUILDING, PITTSBURGH, PENNSYLVANIA 


Detreit Erie Heuston Lee Angeles 
Memphic Milweukee Minneapolis New Orieane New York Philedelphia Pittsburgh Seattle St.Louis SenFrancisco Tulse 


CHICAGO CINCINNATI DETROIT MEMPHIS NEW ORLEANS NEW YORK (Long Island City)” PITTSBURGH 
. 


Seles Offices: Atlante Besten Bulfale Chicage Cincinnati Cleveland Delles Denver 


Werehowses 
Operated by Nations! Bridge Works Division of Jones & Laughlin Stee! Service, Inc. 


Conadion Reprumntctivs: JONES & LAUGHLIN STELL PRODUCTS COMPANY. Pittsburgh. Pe.. U. S. A. and Toronto, Ont., Canada 
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quick to see its many advantages on the job. This 
new spool adds utility to a quality product—without 
adding a cent to the cost. 

Increase your profits—decrease your trouble by 
stocking—and featuring—J & L Barbed Wire on the 
new Safety-Grip Spool. 


OTHER J&L PRODUCTS 
FOR THE HARDWARE TRADE 


Standard Woven Wire Fence... 
Bright and Galvanized Plain Wire 
. .. Netting and Fence Staples . .. 
and a complete line of wire nails 
and spikes. 


Ser 


SAFETY-GRIP 
OOWW LIES FLAT 
SPOOLS 
EASILY STOCKIO® 


SAFETY GRiP 
RAISED 
QUICK. SAFE. EASY 
i] HANDLE mm 


‘< ak 


JONES B& LAUGHLIN STEEL CORPORATION 





1843~ SHppLeiGH's MVETY- THREE YeyLRS OF HONORABLE SERVICE~1956 
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ax FINE CUTLERY STEEL 


SWEDGED BOTH 
HAND TEMPERED 


as ~ N s mee . 


SLENDER POWT™ LOTS or BACKBO 
WIDE BLADE *. AN 


TRIMMINGS 


, i: Vv 
MECHANICS eNO. >. Fuccwice sit 
aa ‘ eek 


STOCKY BLADE | 4am =e 
WITH ITS HANDY > ex “4 D aa 
COPING POINT We 5 ND 


Ty cut 
oo HANDLE Is ameRichh 
TERN WITH PEARL OR FANC 


‘age 1R SPEYING, GRAF 

FARMERS LIKE THIS® BLAD "NG 
“QUALITY COUNTS”? 
Ask THE UsER-TRY A SAMPLE 
| 

Our stock oF ll’ Ask OUR SALESMAN 
ee oe a TO SHOW YOU 

IS COMPLETE | OUR FULL LINE 











“DIAMOND EDGE 1S _A QUALITY PLEDGE ” 


Shapleigh National Series No. 1919 HARDWARE AG! 





